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MOST FAMOUS BRAND! 


— Oil, Kerosene, Coal, For Oil and Kerosene Units 


Coke, Wood, Fireplace > > C ¥ : M a t ie 


— Everything! 
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FASTER-ACTING POWDER 


for Coal, Coke and Wood Units 
Pours easily, cleans faster 

with free-flowing Anti-Soot 29 
Cuts cleaning and repairs 
Destroys soot 

Helps prevent chimney fires 
Handy cannister-type sprinkler 
container 


PROVEN-ACTION LIQUID \ Puerrs weep surners 
for Oil and Kerosene Units For Coal. — Clean and Trouble Free / 


Cleans out and dissolves sludge, Coke. and 

soot and gum automatically 

Helps clear out clogged fuel lines 
e Cuts cleaning and repairs 


FUEL OIL 
ADDITIVE 


end SOOT DESTROYER 
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All hands reach for Rad Devil 


PUTTY KNIVES and WALL SCRAPERS 





All your customers are sold on Red Devil, because they get their choice of top-quality tools. Red Devil 

makes more types and sizes—than anybody (108)—every “feel,” every price. You sell everybody: 

painters, plasterers, do-it-yourselfers—even housewives! 

Nobody misses eye-catching Red Devil packaging. You get your choice of counter displays 

vacuum-pack-cards, convertible merchandisers—all colorful, space-saving, and fast-moving! 
Full 40% Red Devil discount gives you real, solid profit protection. And, you get See us at Booth “583 
the full benefit of hard-hitting Red Devil national advertising. Start cashing in... National Hardware Show 
call your Red Devil jobber, today! 


Red Devil Tools. union, new sersey, u.s.a. 


World’s Largest Manufacturer of Painters’ and Glaziers’ Tools—Since 1872 1173 
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LAWN-BOY REPORT + AUGUST 14, 1958 


The profit at the top of the line 


The world’s best salesman can’t sell a 
power mower where there’s no lawn. Not 
even a “bargain” mower. 


But where mowers are in demand the 
bottom of the line may seem to sell itself 
faster than the top. Sell itself? Why not? 
If there’s nobody there selling the real 
advantages of the top end of his line, the 
poor customer naturally chooses on price 
alone. 


Now what is “price” selling doing to 
these dealers’ profits? After all, there are 
only so many mower sales possible in any 
area in a given year. By letting their cus- 
tomers buy the low end-of-the-line mowers 
—merely because they wouldn’t learn and 
sell the advantages of their higher-profit 
models—these dealers cut themselves out 
of bigger-ticket sales, often for keeps. 


It’s as simple as this: Would you rather 
make $5 or $30 on a power mower? The 
difference is easily worth the little extra 
effort needed to sell the top end against 
the bottom. 


And don’t forget: Nobody spends his 
last dollar to buy a power mower. A 
guy in the market at all can usually be 
sold up to a point of higher profit for you. 


But this is important: You need a line 
that has a top—a top that offers your cus.- 
tomer real luxury and _ convenience 
features, not just labored imitations of 
something better. Investigate the lines that 
give you this profit advantage, and you’ll 
see what I mean when you see LAWN-BOY 
for 1959. The “Golden Age” of power 
mowing is coming, and a lot of that gold 
can belong to you. 


aS ee: SO 


Sales Manager 





MAKING MONEY IN POWER MOWERS 





Lamar, Missouri. Division of Outboard Marine Corporation 
Makers Of dohasen and Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 






LAWNOGBO 
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WITH 3-SPEED CONTROL 


Keate 
Everything! 








att PLUS- Reheat ste HELP YOU SELL! 


@ Lubricated for 
life 


e Unbreakable 
plastic body 


e Weighs less than 
3 Ibs. 


IN FOUR DECORATOR COLORS 


e YELLOW e PINK 
e TURQUOISE e WHITE 





3-SPEED CONTROL AUTOMATIC EJECTOR STANDS ON HEEL 


Switch on top—easy One finger easily While adding in- ® Long-life Nylon 
to see— easy to ejects chrome-plated gre “lients mixer can gears 

. ‘ 2 : a< are 9° a ‘ » -_—— 

change spec ds for beaters, 25% larger stand on base — e Powerful 115 watt 
any type of mixing. than most mixers. pings go into bow moter 


Here’s another brand-new sales leader 
for your Universal Electric Housewares 
line. All-new in design and in features, 
but with the famous dependable 
Universal quality and value known by 
every one of your customers. Get them 
up front on their self-selling display 


stand ... you'll find the new Universal 
Hand Mixer “beats everything” in sales! 


oe ae 





QV : | 7 LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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ACCO 


for Better 
Values 









You make* 92Q4E profit 
on this *9535 chain assortment 


Price also includes Chain Sales-Maker Display 
—a powerful “Silent Salesman”’ 
that does most of the work for you! 


e Put new life into chain sales and profits with the CHAIN 

SALES-MAKER—a compact, convenient rack display that 
practically guarantees fast turnover of your chain invest- 
ment! The SALES-MAKER allows you to display a wide 
assortment of popular chain styles and sizes in less than 
3 sq. ft. of floor space. It has powerful sales appeal—per- 
mits your customers to see and feel the chain—and buy 
it! And the SALES-MAKER is convenient—handy mounted 
cutting bar lets you snip off the desired length of chain 
on the spot! 


Your $95.35 cost brings you . .. first of all, profits! 
If sold at suggested retail prices, you make $92.40 profit 
from sale of the 7 reels of chain which come with the acco 
CHAIN SALES-MAKER. Included with the profit-packed 
combination offer shown here is our popular Assortment 
No. 38. Other assortments are available upon request. 
Refills, on reels, can be ordered from your distributor. 
Assortment No. 38 features: 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
_ 200 ft. 3 Tenso Chain, Bright Zinc Plated 
75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 ft. 35 Sash Chain, Bright Zinc Plated 
200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


MORE CHAIN USES MEANS MORE CHAIN SALES 
Your do-it-yourself customers have found many new uses 
for chain and are finding more each day! So expose them 
to the ACCO CHAIN SALES-MAKER and to attractive ACCO 
boxes and pails—all plainly labeled. Order your SALEs- 
MAKER and be prepared to fill these and other do-it-your- 
self needs: ; 

¢ Garage doors °e Gymnasium equipment a 

* Pipe hanging Furnace regulating . -~ 

* Porch swings Ornamental uses P <> 4) 


o 
. 
¢ Playground equipment ¢ Furniture braces 
° Lawn borders e Fire escapes 





‘Atey 
we 


SPECIAL NOTE: 
When you order your CHAIN SALES-MAKER, don’t 
forget to get snaps, swivels, repair links and cotter 
pins ... they’re all good profit makers that go 
with chain sales. 


American Chain Division 


_ AMERICAN CHAIN & CABLE 


Ce 








Sales Office: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
*indicates Warehouse Stocks *Portiand, Ore., *San Francisco 
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Editorial 


by W. A. Phair 


What will the future bring 


What will the hardware business be like a year from now—five 
years—ten years? If any of us could answer that question accurately 
we could become millionaires overnight. I frankly don’t think there’s 
much chance of any of us becoming millionaires. 


Yet, one of the biggest jobs a businessman has is that of planning 
for the future. This is true whether you operate a small hardware 
store or a big manufacturing plant. 


Trying to predict what the future will bring is, at best, a hazardous 
undertaking. Yet it is essential that it be attempted in order to make 
good plans. And I. believe that a careful, objective study of the trade 
makes it possible to spot some general, basic trends that will affect 
business in the future. 


Obviously, anything said on this subject will be open to debate. No 
two persons will see things in exactly the same light. But my con- 
versations with many dealers, wholesalers and manufacturers over the 
past year or so have convinced me that the subject of concentration 
of buying is the one subject that everybody is looking at very closely. 


For many years Hardware Age has believed, and has stated, that 
many dealers spread their buying too thin. He has too many sup- 
pliers; he spends too much time on buying; he is not very important 
to any one wholesaler. It has been our opinion that concentrating on 
two or three wholesalers at the most would be beneficial to both dealer 
and wholesaler. Today, from what we can see, a great many people 
in the trade are thinking strongly along these same lines, including 
manufacturers. 


The increase in wholesaler-sponsored dealer groups is a reflection 
of this sentiment. At the same time it is apparent that many manu- 
facturers are endeavoring to develop a greater concentration of pur- 
chases on the part of their wholesalers. Quite recently a number of 
manufacturers have taken important steps in this direction. 


Why is this happening? Whenever you ask this question, you 
invariably get the same answer: It is one way of reducing sales costs. 
In other words, it costs less to handle a thousand big orders, than to 
handle five thousand small orders. One of the big challenges facing 
wholesalers these days is that of reducing sales costs. Here, many of 
them feel, is one way of doing it. 


From a dealer’s viewpoint, this effort by wholesalers to encourage 
concentration of purchases is taking several forms. In some cases, it 
is in the form of a voluntary chain, sponsored by a wholesaler. Some- 
times there are other incentives, perhaps a merchandising program 
without the formality of a chain program. There are many ways in 





Editorial 











continued 


which this is being attempted, but the goal is always the same—helping a 
dealer to better profit through more efficient selling. I think these activities 
may lead us to more extensive franchising operations. 


Another sign of this trend is the manner in which wholesalers are attack- 
ing the problem of duplicated lines. Instead of spreading their purchases 
among two or three manufacturers of the same item, they are endeavoring 
to concentrate on one, perhaps two. This is an important source of savings 
to the wholesaler in many ways. 


The final goal is profits . . . 


It is quite possible that we will see more manufacturers moving into the 
area of franchising wholesalers and dealers as a means of tackling the 
chaotic price situation that exists in some lines and also for the purpose 
of encouraging concentration in buying. 


How will all this affect dealers? That’s hard to tell. The test of all these 
efforts is: Does it help me make more money? That is the goal behind all 
these activities. If they help a dealer make more money they will succeed. 
If they don’t, they will fail. 


One objection raised to this trend is that it takes away some freedom 
of action, some independence from a dealer. It does, but the choice may be 
between profitable survival and the loss of some freedom. At the same time 
it is very likely that some dealers will remain successful without participa- 
tion in any of these joint efforts. This is always true. 


What about the specialty wholesaler and the short-line manufacturer? 
Each of these groups has certain advantages that will work in their favor, 
no matter how trends develop. They will likely continue to be an important 
part of the picture, in proportion to their ability to fill needs. 


History demonstrates that there is always more than one way of running 
a business successfully. It would be most incorrect to say that any one 
method will dominate, but there does seem to be a strong trend to those 
policies that encourage greater concentration of buying. 


None of this is really new. It is something we have seen in many other 
retailing fields. We may not personally like the trend, but it is happening. 
It may be many years before this trend becomes clear enough to be identi- 
fied beyond question; or it may happen to develop quickly. Many factors 
outside the hardware business will influence this time element. 


The big task for all of us is to keep our minds open to events so that we 
can measure and appraise their effect upon our own interests. Our indi- 
vidual goal is to operate a profitable business. Whatever it takes to do this 
will inevitably develop, no matter how we may feel about it personally. 
It’s a time to keep our eyes open, our ears keen and our thinking objective. 
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Seals cold out... . seals heat in! 
@® Seals cold out... seals heat in! 


Sear W el eliizte Mi lal-tiel-mela@melthetie l= 
@ No tacks, no tools ... simply presses into place 


Instalis in 10 minutes with hammer and saw 
Permanent. never absorbs moisture’ 













Silences closing doors 


NOW YOU CAN DOUBLE YOUR WEATHERSTRIPPING 
SALES WITH NO EXTRA EFFORT 


sell ’em Nationally Advertised MORTITE® and FOAMFLEX® at the same time! 


Your Regular Mortite Customers Are Natural Prospects 
For Foamflex Door Weatherstripping. Here’s Why... 





Almost everyone knows about famous Mortite, the fingertip window 
weatherstrip, that has been ringing up repeat profits for you for the past 17 years. 

This year—tell and sell your customers on Foamflex, the amazing new 
closed-cell vinyl foam and wood doorstrip that anyone can apply in just minutes. 
Foamfiex is the perfect companion product to Mortite .. . a natural 
related-item sale. Every homeowner is a prospect for both these quality products 
from Mortell. 


EXCELLENT REPEAT BUSINESS 


BARGAIN PACK* 


ee Mh c pwess coben cena $1.25 
(Packed 12 to carton. Shipping 
weight 23 Ibs.) 

8) ae $10.00 
(List less 3344% per carton) 
Dealer Profit. ..$5.00 per carton 


EXCELLENT PROFIT MARGINS 


THREE-PIECE SET 


SO: , svete ceea $2.29 
(Packed 12 three-piece sets 
to carton. Shipping weight 9 lbs.) 


pe $18.32 
Dealer Profit... .$9.16 per carton 
















SS ee 


*ECONOMY PACK still available, too. 
List 98¢. Dealer Profit $3.92 per carton. 





For more details and name 
of your necrest jobber, 
write J}. W. Mortell Company, 
508 Burch St., Kankakee, I//. 
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BY WASHINGTON 


Congress votes aid to small 
firms with long term loans 


Help for small firms from the Federal Government 
is on the way. 

Congress has approved legislation creating special 
capital banks. These banks will provide long-term 
loans and investments in small firms, using a $250 
million fund provided by Congress. The loans may 
run to 30-year terms. 

In addition, the House has passed a $260 million 
tax cut for small firms. Senate passage was expected 
before adjournment. The bill would: 

Permit estate taxes on small businesses to be paid 
over 10 years; grant original investors in small firms 
a special tax deduction for losses; permit small firms 
to use losses to offset profits for three previous years; 
grant a 20 percent deduction on purchases of new 
and used equipment and fixtures. 


outlook 


Watch for location of a small business capital bank 
in your area. Use it when you need long-term credit. 
Remember that the tax on most of your expansion 
and modernization spending (except on real estate) 
will be reduced in the first year. 


Social Security benefits go 


up soon, and you'll pay more 


You will be paying higher Social Security taxes 
after Jan. 1. 

Legislation passed by the House, and expected to 
beat congressional adjournment, will raise your Social 
Security taxes by about $25.50 a year per employee. 
Your employees will pay a like increase. 

The hike will result from raising the taxable base 
from the present $4200 of yearly wages to $4800, and 
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the tax rate from 24% to 2% percent. The measure 
would hike Social Security rates even more in later 
years. 

In addition, the bill calls for a sharper increase in 
tax rates for self-employed persons. After Jan. 1 
this rate would be 3°4 percent on the first $4800 of 
annual earnings. 


outlook 


Prepare now to pay higher Social Security tax rate 
when it goes into effect. Figure on higher costs in 
drafting your 1958 budget. Remember, costs will keep 
increasing until the peak is hit in 1975. 


Do you endorse Fair Trade? 
Now is the time for action 


If you favor a new federal Fair Trade law, now is 
the time to fight for it. 

A bill to create a new national Fair Trade system 
(H.R. 10527) was approved by a House Commerce 
subcommittee in the closing days of the congressional 
session. 

Extensive hearings have been held in the House 
and Senate. A Senate subcommittee may take further 
testimony this fall, strengthening the record for pos- 
sible passage in 1959. 

One serious obstacle to be removed if the proposal 
is ever to become law is the flat opposition of the 
Justice Department, and the hint that the President 
would veto the measure. 


outlook 


Talk to your congressmen while they are home for 
the fall election campaign. Get other merchants to 
join you. If you favor Fair Trade, urge congressmen 
to work to prevent a Presidential veto. Strong pres- 
sure will be needed to pass the bill. 
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NEW: A REALLY BIG 7’ POWER SAW 


FOR REALLY BIG PROFITS! 


This brand new Shopmate beauty has a new masculine look 
new power, new operating ease. It’s the best looking saw avail- 
able, loaded with selling features not found in any others . 
yet priced to sell for less than most 6%’ saws! Has every con- 
ceivable feature! 


® Big 7’’ diameter blade cuts full 2-7/16" 
at 90°, 2” at 45° © Powerful 8 amp. 115 
volt AC motor @ Automatic Safety Clutch 
eliminates “kick-back” ® 
Lower guard retracting lever 
® Sturdy die-cast calibrated 
bevel gauge ® Adjustable 
graduated rip guide ® Hand- 


some silver luster finish. 


2.8 AMP. 
2 SPEED ?/s’ DRILL 


CHANGES SPEEDS INSTANTLY—ELECTRICALLY! 

Revolutionary 2 speed drill is world’s easiest to use and most efficient! 

New modern design, plus all these outstanding features! 

© POWERFUL 2.8 AMP. UNIVERSAL AC/DC 115 VOLT MOTOR, — a Model SD-382 
FAN COOLED FOR TOP EFFICIENCY @ High speed — 2000 rpm (Cory Y eer 

for drilling wood, plastic, etc. © Low speed — 1000 rpm for : | 

heavy duty drilling ¢ Electro mechanical transmission changes ; 

speed instantly — electrically © Speed range selector switch &. <a SPEED 

interlocks with on-off switch for maximum safety ©@ Full power i OY FD) 4 Mas itiaie) =. 

output at either speed @ Precision geared chuck and key ® Mul- ~— SN 4 SWITCH 

tiple ball thrust bearing © Precision cut alloy steel gears ® 
Weighs only 6 pounds, perfectly balanced © Spindle lock for 
easy chuck removal ® Silver luster finish. 


NEW POWER TOOLS + NEW EXCLUSIVE FEATURES - NEW PACKAGING ! 


<> - 
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Reverse> * 
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: . - - Cc 
(Model 2100) , ( . : a swit (Model 520) 
JIG SAW WITH JIG-LITE VERSATILE OSCILLATING SANDER ¥4"’ CAPACITY 6 AMP. DRILL 
The most popular, fastest selling jig saw 2 amp. universal motor, extended front for WITH REVERSING SWITCH! 
you've ever sold! Cuts 2 x 4's, ausleal circles, easy feather edging, over 25 square inches Low weight-to-power ratio and reversing fea- 
bevels to 45° either side. Only saw with of sanding surface, patented non-slip locking ture make this drill top seller in its class. It’s 
famous ‘‘Jig-Llite’’ . . . plus every other con- knurled rollers . . . make this the hottest sander the only drill that has all the features for 
ceivable selling feature! on the market! heavy duty drilling at sensationally low ccst! 


‘MAIL COUPON TODAY ae) FULL ‘DETAILS 


: George Weatherby, Sales Manager 

PORTABLE ELECTRIC TOOLS, INC. 

320 W. 83rd St., Chicago 20, ii. 
Yes, send me full details on the follewing ‘hot’ tools: 
C) New 7” Saw, List $44.88 () New 2 Speed Drill, List $32.95 
[_] New Oscillating Sander, List $24.95 C) New Jig Saw, List $29.95 
(_] New 33-piece Drill Kit, List $25.26 C) New %” Reversible Drill, List $39.98 


| Name 
33 PIECE %” paitt KIT ger: K-740-43) ® Firm Name 
An outstanding value and an outstanding SERGE ee 
seller! Includes powerful 2.6 amp. permanent 
mirror finish drill with geared chuck and key, 
new all-steel Drill-Toter with lift off tray, 
and all the other accessories. 


HA-814 
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THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


Sales in the $1.5 billion toy market should start picking up notice- 
ably in the weeks ahead. Layaway promotions for toys generally 
start in September, gather momentum into October. Dealers should 
be receiving, pricing, and getting toy stocks ready for display now. 
HA Recommendation: Get your toy stocks in shape now. Make sure 
vour salesmen are familiar with your layaway program before your 
promotion starts. Use early season sales trends as a guide to fill-in 
orders for the November-December peak sales period. 


A strong market is shaping up this fall for home improvement 
materiais. Homeowners, inspired by features in many new homes, 
are modernizing and improving their properties. Alert hardware 
dealers can cash in on this market by promoting sales of paint, 
siding, roofing and heating materials, plumbing and electrical fix- 
tures. FHA Title I loans of up to $3500 can finance such big-ticket 
sales. HA Recommendation: Promote home modernization, im- 
provement and expansion projects in your area. Encourage use 
of FHA Title I loans. You can put through the loan yourself, if 
you wish. Contact your local FHA office for full details. 


Another round of price increases for many hardware store items 
may be in the offing. Steel and aluminum producers have raised 
prices an average of 3 percent. Manufacturers of steel and alumi- 
num goods are expected to pass on these higher materials costs, ex- 
cept in a few cases where competition may force some to absorb 
higher costs. HA Recommendation: Keep close watch on prices. As 
soon as your supplier notifies you of new prices, adjust prices ac- 
cordingly. Don’t lose out on profits because you failed to keep your 
prices up-to-date. 


A number of signs indicate the recession’s low point may have 
been reached and a business pickup started even before the recent 
Mid-East situation. On the rise in June were industrial production, 
employment, personal income, construction, farm income, and gross 
national product. HA Recommendation: Start planning your fall 
and winter sales on an optimistic note. Step up advertising and 
promotion with an aim to topping last year’s sales. 


... turn to p. 124 for more news on how’s the hardware business 
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Now! A full 40% discount plus a special introductory 
offer on Weldwood Wood Finishes 


The biggest profit opportunity in Weldwood his- newSatinlac, and Firzite—any combination of prod- 
tory. A full 40% discount on orders of 12 gallons — ucts and sizes. And free with your initial order, 
or more of brand-new Satinlac Lightener, improved a special bonus display to step up your turnover. 

























NEW WELDWOOD SATINLAC® LIGHTENER FREE WITH YOUR INITIAL ORDER OF 12 GALLONS 

@ preserves the color of new wood, and at the same OR MORE—THIS 
time prepares the surface for subsequent luster-giving 
coats of Weldwood Satinlac. 

e makes “invisible” protection possible. Though not a 
“bleach,” Satinlac Lightener prevents the darkening 
or “wetting” look that usually occurs when new wood 
is finished. 


NEW WELDWOOD SATINLAC® 


@ new, improved formula offers more body, less odor, 
easier brushing, greater protection against fading, 
water and alcohol spills, grease, and smudges. 

e brings out and preserves the wood’s natural beauty . 
without the “built-up” look of ordinary finishes, and #1 Counter Display #2 Wall Display 
will not yellow with age. 

e goes farther because new formula contains twice as 
much solids as formerly in odor-reduced solvents 


NEW, 
MULTI-USE DISPLAY 


Colorful display with 27 
real wood samples shows 
your customers the wide 
variety of effects they can 
get with Weldwood’s new 
line of quality wood fin- 
ishes. Available in counter 
or wall models. 








YOUR SHELF SPACE IS VALUABLE. Don't waste it on bulky inven- 
tories of slow-moving products. With fast-selling Weldwood 
Wood Finishes, you can supply a majority of your customers’ 


that give a better flow— gives a beautiful “hand- wood finishing needs. And with the big 40% discount, you get 
rubbed” satin effect with minimum labor. a bigger profit per square inch of space, too. 





® rue ORDER FORMeeeeeeeeeee ee ece= 
; WELDWOOD FIRZITE ; United States Plywood Corporation 
e White for blond or pickled effects on all woods to 1 Dept. HA 8-14-58 55 W. 44th St., New York 36, N. Y. 


give a clear “woodsy finish without a “painty” look. 
Also ideal as a prime coat under paint to prevent 
checking and grain raise on soft woods such as fir 
plywood. CLEAR FIRZITE 

e Clear for use as a stain base to assure even absorption pee nen ned 
of stain and prevent garish wild grain in softwood SATINLAC LIGHTENER 
growth. Also serves as a perfect undercoat for ex- The above order entitles me to a free multi-use Weld- 

terior and marine paint, enamel and varnish. wood Finishes Display. My choice is: 

|_| #1 Counter Display [|] #2 Wall Display 


a, We } a WwW oO oO ad ® —— i oe ae $s REG SSR ol 


*oseeeeeeeneeeneeeneeeneeeeeeeeeeeeeeeeeeeeeeeeeee 


I want to take advantage of your introductory offer 
(12 gallons minimum ). Please enter my order for: 


Pints Quarts Gallons 


























WOOD FINISHES : EA, bk wen 00 oid oan See eae eae Un ko euae 

Adhesives e Soft and Hardwood Plywood e Doors e Lumber : DEN eirubieks 66 6c evetenwe’ 4 Zone Bid cow civics 
PRODUCTS OF UNITED STATES PLYWOOD CORPORATION : ee SY ONY SUNS bso so Ke iwen eave deb eccedcceces 
114 showrooms in the United States and Canada i so. so dé kas pWateabees Onewbachcodan 
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HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





High speed twist drills 


This line of Columbia high speed 
twist drills offers 1/16 to % in. 
fractional sizes by 64ths and No. 
1 to 60 wire sizes. Also includes 
14, in. shank, high speed and car- 
bide masonry drills up to % in. 
dia. Four different assortments 
are available with compact display 
unit that holds backup stock. Sets 
of 7, 10 and 13 drills and 4% in. 
shank masonry drills come in 
plastic cover that pivots on base. 
Sets of 15 and 29 pieces come in 





metal 


index cases. 
hinged plastic top. Columbia Drill 
Co. 


For more data circle No. 1 on postcard, p. 105 


Display has 


¥g in. two-speed drill 


Home shop enthusiasts and pro- 
fessionals will be interested in this 
versatile 2-speed drill. The *% in. 
electric tool changes speeds with a 
flick of the switch. Unit has 2000 


14 











rpm speed for wood and other light 
materials, and 1000 rpm speed for 
heavy-duty drilling. Develops full 
power at both ranges. Features 2.8 
amp universal fan cooled motor, 
silver luster finish and weighs 4% 
lb. Portable Electric Tools, Inc. 


For more data circle No. 2 on postcard, p. 105 


Woodworkers’ vise line 


This Columbian line of wood- 
workers’ vises features a new 
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three point mounting, streamlined 
front jaw and no sharp edges. Jaws 
are ¥g in. below the bench top 
when mounted. There are 18 
models available with 4 x 7 in. and 
4 x 10 in. jaw sizes; plain or dog 
type front jaws; hardwood or 
tubular steel handles; rapid acting 
or solid nut continuous screw 
mechanisms. Adjustable steel 
handles are standard on_ two 
models. Columbian Vise & Mfg. 
Co. 


For more data circle No. 3 on postcard, p. 105 


Plastic circular level 


Most of your customers have 
need for a level at one time or an- 








other and this low priced circular 
vial fits their needs and their pock- 
etbooks. This acrylic plastic vial 
shows a horizontal plane is level 
when the bubble is centered in its 
bulls eye. It is precision built with 
the same sensitivity as a good me- 
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Want more information on these 
products? Then use free post- 


card on page 105. 





THAT CAN HELP YOU BUILD BETTER STORE PROFITS 





chanic’s level. The Bulls Eye level 
can be flush or surface mounted 
without special case or flange. Em- 
pire Level Mfg. Co. 


For more data circle No. 4 on postcard, p. 105 


Hexagon turkey feeder 


Farmers can feed a lot of tur- 
keys from this feeder with the 
super-sized hopper. The unit will 
hold 1500 lb of feed. A slide away 
cover makes it easy to fill the 
hopper from any side _ without 
waste. The hexagon shaped feeder 















also features an inverted V bottom 
for steady feed flow and a crank 
flow regulator with 2% in. range. 
Made of heavy gauge steel. H. D. 
Hudson Mfg. Co. 


For more deta circle No. 5 on postcard, p. 105 


Builders’ utility knife 
Carpenters, linoleum men and 
others who cut material will be 
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customers for this five-in-one util- 
ity knife. The knife is heavy-gauge 
steel plated to resist rust. Blades 
slide in handle and are easily ad- 
justed, changed or stored by loosen- 
ing the wing nut. Can be purchased 
with all knives or with an assort- 
ment. A roofer’s blade is shown 
here. Modern Specialties Co. 


For more data circle No. 6 on postcard, p. 105 


Self-latching gate latch 

The self-latching gravity gate 
latch is the newest addition to Mc- 
Kinney’s line. It is easily released 





by raising the trip bar on inswing- 
ing or outswinging gates. No. 
1947 latch is for flush gates and 
No. 1948 is for gates that overlap 
the fence post. Designed for use 
with a padlock. Comes packed one 
in a box, 60 to a carton. McKinney 
Mfg. Co. 


For more data circle No. 7 on postcard, p. 105 


Stainless steel fry pan 
Housewives will want this 11 in. 

square automatic fry pan made of 

stainless steel. It is completey sub- 





mersible and features a new long 
lasting heating element. Retails 
for $14.95. Another fry pan with 
a new type of aluminum construc- 
tion is also available with the im- 
proved element at $14.95. Both pans 
use a new Toastmaster removable 
automatic heat control which re- 
tails for an additional $7.50. Toast- 


master Div., MeGraw-Edison Co. 
For more data circle No. 8 on postcard, p. 105 
(Continued on page 102) 
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TO HELP YOU SELL 





NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post- 
card on page 105. 


HELP YOU SELL MORE 





Cabinet hardware display 


You can display the entire line 
of Prestige carded cabinet hard- 





ware on this wire rack offered free 
with an order for any $99 (list) 
assortment of items. The merchan- 
diser is 18 in. wide and 24 in. high 
with a 2-color sign at the top. It 
has 16 hairpin wire hooks which 
hold six carded items apiece. Pres- 
tige Hardware Corp. 


For more data circle No. 9 on postcard, p. 105 


Chisel display merchandisers 


Stanley chisels attract attention 
when displayed in these merchan- 
disers. They are available, free of 
charge, with each of two chisel as- 
sortments. The steel units with 
black finish have a slot for each 





chisel and a price strip. One as- 
sortment has 12 heavy-duty chisels 
with 3 in. blades in six widths. 
Retail from $2.60 to $4 each. The 
second unit has 18 Handyman chis- 
els with 24% in. blades in six widths 
from $1.39 to $2.49. Stanley Tools 
Div., Stanley Works. 


For more data circle No. 10 on postcard, p. 105 


Portable appliance display 
You can display all GE portable 

appliances, except the rotisserie- 

oven, in 6 sq ft of counter space 
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on this display center. The wrought 
iron fixture has four units that 
can be used together or separately. 
Fixture is turquoise and gold with 
a separate header. General Electric 
Co. 


For more data circle No. 11 on postcard, p. i95 


Brush jackets help display 


Bright, four-color jackets for all 
types of paint brushes will bring 
extra attention to your brush dis- 
plays. Besides protecting expensive 
bristles, these jackets show brush 
sizes, and have a space for dealer 
price marking. Snap-on covers are 
reusable for permanent brush pro- 
tection. They also contain instruc- 
tions for brush care. Available on 
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most models of Linzer’ brushes. 


David Linzer & Sons, Ine. 
For more data circle No. 12 on postcard, p. 105 


Floor conditioner promotion 


A new rug cleaning attachment 
(list $9.95) is being packed with 
Red Devil FP#33-A floor polisher 
at no additional cost to your cus- 
tomers. This is a special Fall and 
Christmas promotion. Special tags 
are attached to the unit handle to 





attract attention to the free attach- 
ment. Red Devil Tools. 


For more data circle No. 13 on postcard, p. 105 


Wood finishes display unit 
The 27 real wood samples on this 
three sided display shows the wide 
(Continued on page 125) 















To fit every woman's pocketbook... 


49 


NORTH STAR 
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VVALLACE!\/|STAINLESS 











The greatest name in American tableware! 


The newest, smartest patterns! These are the de- 
signs your customers want! Wallace makes the biggest 
assortment of best-selling stainless steel designs in 
the business .. . uniform high quality guaranteed from 
order to order! 


7 different price lines! A price for every purse... 


Wallace is the leader! Wallace continues to set the 
pace for the smart new type of stainless designs cus- 
tomers want... and does it at prices they can afford! 


Special Promotions! There’s a hard-hitting, profit- 
pulling promotion in each one of Wallace’s 7 stainless 
lines: all kinds of attractive gift sets, eye-catching 


from our top-grade Custom line on down... makes high-style packaging and interesting flexible assort- 
Wallace Stainless easier to buy, easier to sell! ments to help put over Wallace Stainless for you! 
WALLACE STAINLESS — A DIVISION OF WALLACE SILVERSMITHS ... AT WALLINGFORD, CONNECTICUT SINCE 1835 
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U.S. than any other 


Glazing Compound! 
Because: rN 


@ Proven quality results in repeat sales. 


@ A brilliant white color. 
@ It’s easy to use, clean to handle. 
@ Has excellent shelf-life. 


@ Nationally recognized container design. 


Conveniently packaged, 
@ Seven conveniently located factories twenty-four one- pound cans 


° ° . in a sturdy zip-open carton 
provide fast service, save freight cost. — that makes two, one-dozen 


trays. 


PLASTIC PRODUCTS COMPANY Main Office and Laboratory 
6475 Georgia Ave. + Detroit 11, Mich. 
Factories Detroit *« Chicago + Jersey City * Oakland 
New Orleans + Kansas City + Toronto 

iGUS I 
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SECRET ! 


Get in on this big secret and you'll be in on 
the hottest power tool promotion yet conceived! 
When you turn this page you will see before you the greatest combi- 
nation of power tools ever presented, for your Fall merchandising 
program. 

| Gear: We cet-boobeetelaeme oa ole)bolame)uel-suctentoer-beleGt-:(e0Me) GR Gel-mr am ole) bel em ar-t— 
the BIG SECRET! 

Get with SKIL this fall and let the most convincing traffic builder 
ever offered go to work to send your power tool sales sky high. 








PROT MAGIC 


PACKAGE #2 
No. 8514—SKi, “Saw 'n Sand” 
turing the POpular 


aw and 2 FREE . 2 NEW PERMA-GRIT 


Ney'll jas: @ lifetime Ss 
ularly $51.79_ '" your home workshop G20 
47.50. 
THIS NEw SAUL 


Saw wn SAND SHOP._ 


VF, 





83 Sku. 
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» 4N all-stee| table 
Ya" SKIL Saw for 
-85 value! 


and the famous 6 
$69.85—an $81 








SKILMANSHIP MEANS| 
r 
SK/ii TOOLS DO MOR 








You’re right. You have to be a magician these days to get that 
full profit. And SKIL is making each and every SKIL dealer 
a professional PROFIT MAGICIAN — just by adding the Big 
Secret. Just look at the four hot packages on this page—every 
one of them a fast mover by itself. 

Now add PROFIT MAGIC .. . a group of accessories, 
featuring sensational Perma-Grit tools and you’ve got four 
“deals” that can’t be beat! Why? Because the consumer gets 
the full benefit of this Profit Magic Promotion—and you get 
your full profit markup! 

Each package comes with the eye-catching display. Just 
pull it out of the box and you’re in business! 


fast-moving SKIL Orbital ca 
Regularly $57.10—now complete 


rACKAGE for only $49.95. 


Poa 
No. 8560_ 3 
%” Driij co “Powerhouse” 
c 
Few SKIL Dri at ae ouCtory Offer 


Dial Saw ce 
ek. .  EvEngS. 
ment makes $48.85 Driv 


er Attac a 
value for $39 95 
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NATIONAL ADS 












Every month this fall SKIL products will 
be featured in the Saturday Evening 
Post, Popular Mechanics, Popular 


a> Vik \ Science, Better Homes & Gardens, Sunset 
| , i : safe, \ and many others... reaching your most 


active prospects! 
AND ONLY SKIL 


Ys 










COVERS EVERY <i c a — NEWSPAPER ADS 
MERCHANDISING f 2 we 
INGS will blast the news of these four 


BASE TO SKIL nackages to millions of readers— 


oe. a eee oo =| 
: Se) ae, telling them where to buy! 
BUILD TRAFFIC Ae S| 


A complete series of local newspapers ads 
in key markets WITH DEALER LIST- 







NEWSPAPER AD MATS 
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A special series of hard-hitting dealer 
newspaper ad mats have been designed 
to tie into the promotion of these four 


PROFIT MAGIC packages. 
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DIRECT M4 er 












An exciting series of direct mail pieces will 
promote each of the promotional pack- 
ages, each carrying a dealer imprint for 
pin-point merchandising. 





TV SPOTS 













Available to every dealer is a special TV 
Spot kit especially created for use during 
the Fall months and Christmas to pro- 
mote this Profit Magic Program. 











RADIO SPOTS 






















Specially-prepared scripts will herald this 
program and your own store name and 
location. 

Never before has there been such a 
completely integrated program concen- 
trating on the hot, fast-moving SKIL 
tools. Capitalize right now on the con- 
sistent SKIL Saturday Evening Post 
series— get in on the increased demand for 
SKIL tools by ordering your four PROF- 
IT MAGIC promotional packages today. 


Products made only by SKIL Corporation, Manufacturer of 
famous SKIL and SKILSAW products, Chicago 30, Ill. Factory 
branches in all leading cities. in Canada: 3601 Dundas St. 
West, Toronto 9, Ontario. 


Printed in U.S.A. 
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Customers always appreciate a better product and 
a better way. That is why dealers recommend the quality 
sandpaper — ADALOX, because it makes satisfied customers 
who come back again and again. You build solid, profitable repeat business 
with ADALOX. 


+t BEHR-MANNING CoO. 


TROY, NEW YORK 


" A DIVISION OF NORTON COMPANY (QRORTOND 


ASaasives 
BEHR-MANNING PRODUCTS: Coated Abrasives + Sharpening Stones + Pressure-Sensitive Tapes 
NORTON PRODUCTS: Abrasives + Grinding Wheels * Grinding Machines + Refractories + Electro Chemicals 
HA-3 In Canada: Behr-Manning (Canada) Lid, Brantford For Export: Norton Behr-Manning Overseas Inc., Troy, N. Y., U.S.A. 
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The demand for deadlocks is on the increase — for deadlocks, that 
is, that are priced right and can be counted on for dependable 
performance. 


iILCO HAS THEM, right down the line, starting with its 
great new tubular cylinder design — Nos. 420, 421 and 422. 


No. 420 — key on one side only 
No. 421 — key outside, turn knob inside 
No. 422 — key on both sides 


Neat in appearance « low in cost « easy to install 





No. MD-12 Mortise Deadlock polished brass finish or dull chrome « attractive sample mounts 
— key both sides (No. MD-10 key 

one side; No. MD-11 key outside, 

turn knob inside) 






No. 203 Rim Deadlock — block wrinkle No. 401 Jimmy-Proof Lock — brass 
finish (No. 203C — gold wrinkle finish; cylinder (No. 401C — 2 brass cylinders; 
No. 6391C Rim Deadlock with giant bolt, No. D401 — die cast pin tumbler cylinder; 
gold wrinkle finish; No. 63918 — same in No. 466 — all bronze with shutter; No. 466C 


black wrinkle finish) — same with key both sides) 
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STANOTRIP DRAglite 


FOR GARAGE DOORS FOR HOUSE DOORS 





The longer lasting live rubber weatherstrip for House door weatherstrip and door bottom 
the bottom of overhead doors. An excellent weatherstrip. An exclusive combination of 
weatherseal that cushions closing impact, pre- wool-pile fibers and aluminum. Won't rust or 
vents rotting, scarring or splintering. Stays corrode. Lasts years longer. Seals against cold 
flexible even at sub-zero temperatures. It’s the drafts, dust and dirt. Door bottom pile ends 
original and the leading product of its type. adjust to uneven floors or rug surfaces. Won't 


freeze, stick or mat when wet. 


NEW LOW PRICES 


on top quality do-it-yourself weatherstrips 


Here are three hot items for cold-weather business. Each 
is of the highest quality for which Standard Products is famous. 
Each is now priced competitively. For example, eight-foot 
StanStrip is now only $2.75 list, and DrafTite for doors is $1.98. 


They're backed by strong national and local advertising. 
They come in superior packages which display a powerful sales 
message. Demonstrators and displays are available to add impact 
at point-of-purchase. 


All-in-all, they practically sell themselves. You can’t afford Ihe x ee Oe Reoducli 3, 


to pass up an opportunity like this. Hurry. Contact your whole- 
saler today. Be prepared for the fall rush. ines LEXINGTON, KENTUCKY 
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.. who took the doll, especially when 
seen through a transparent pane of per- 
fectly clear PENNVERNON Window Glass. 

PENNVERNON has the clarity, surface 
beauty and freedom from distortion to 
meet your customers’ requirements for 
windowpane replacements. Both sides 
of the PENNVERNON sheet have the same 
brilliant finish and the ability to reflect 
accurately the colors of objects seen 
through it. 


Let the PENNVERNON label be your 


ae PPI IOP) 


75 SYMBOL OF SERVICE FOR SEVENTY-FIVE YEARS 


4 1883-1958 
nnn ere J 





It’s perfectly clear... 






guide. You'll find it’s good business to 
sell your customers this exceptionally 
high-quality window glass. It’s nationally 
known and nationally available through 
any Pittsburgh Branch or Distributor. 
Pittsburgh Plate Glass Company, 632 
Fort Duquesne Boulevard, Pittsburgh 22, 


Pennsylvania. 


PENNVERNON® 


... not just Window Glass 


IN CANADA: CANADIAN PITTSBURGH INOUSTRIES LIMITEO 


HARDWARE AGE, AUGUST 14, 1958 























Let The Quality Line 





ANDROCK 


. BRIGHT ZINC HARDWARE 
GATE HOOKS 


ANDROCK — the popular-priced, quality line 
of hardware ... for dependable profits from large 
or small unit sales! 





Every piece of Androck is fashioned of full gauge 
steel wire, accurately formed, and coated with the 
famous Androck BRIGHT ZINC FINISH that 


ht! 
wl YY’ stays bright! 


Clean, sharp-pointed rolled threads... stronger 
than threads cut by other methods... guarantee 
customer-satisfaction. 


SCREW HOOKS 





You can buy Androck’s complete quality line of 
' hardware products in Bulk or smartly Carded for 
self-service. 





[he Zine Finith Thalé Foumout- 


HOUSEHOLD HARDWARE 





Made by 


THE WASHBURN COMPANY 


First in Quality . .. First in Service . . . Since 1880 


U-BOLTS 


Worcester, Mass. @ Rockford, Iilinois 
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GIANT selling-power 


Provide big new profit opportunities 


for alert merchandisers 


There’s new selling-power for you in the new GIANT-power Titan Chain 
Saws. Titan gives you sales-winning new features, in a line of saws to 














fit all your markets, from occasional user to commercial cutter. 


WHAT FEATURES? 


New power for faster cutting! ‘“‘Gyro- 
. to eliminate 
“fighting the saw”! Giant stamina that saves 
costly break downs! Woods-tested design to 
provide the combination of lightweight 


balance” for easier cutting. . 


compactness and dependable power your 
customers have asked for. Plus premium 
quality guide bar as standard equipment, pro- 
fessional all-position front handle, right hand 


starter, choice of gear or direct drive, and 
many other sales-producing features. 


PICK UP THE TITAN 

AND PICK UP SALES! 

There’s real GIANT-power in Titan’s giant 
new promotion programs... unique merchan- 
dising unequalled in the chain saw industry 
. .» Starting first with the T.W.B. promotion 
—a red hot exclusive for authorized Titan 
dealers. Ask your distributor for details. 





DISTRIBUTORS: 


Propulsion 


ENGINE CORPORATION 


401 Marion Avenue, South Milwaukee, Wisconsin 


A few choice territories available 
for qualified distributors. Write, 
wire or phone for information. 













a subsidiary of Food Machinery and Chemical Corporation 
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why it’s so easy to 


“SELL EM 


1. Solid Advertising Support. Siegler gives you 
a generous dealer advertising plan that sells Siegler 
heaters ond your store! Nationally, Siegler backs you 
with the biggest advertising campaign in the business. 


2. Special Promotions. Make big profits running 
tested promotions that fit your business to a“T.” Siegler 
supplies a complete package of material for each 
promotion, and we help you run it! 


3. Selective Distribution. When you merchan- 
dise Siegler, you're the dealer who cashes in on national 
and local advertising. Get all the facts on Siegler 
Selective Dealership plan. 


Plan now 
for 


DOUBLE 


Heater 
Oe IKY. 
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PATENTED 





AUTOMATIC 


AND DOUBLE UP YOUR TOTAL PROFITS 
ON HOME HEATERS 


A home heater prospect is wide open for good sell- 
ing. He wants warm floors, economy, and most of 
all he wants his “‘money’s worth’’! 

He will insist on a Siegler when you show and 
demonstrate performance and features no other 
heater has. 

Siegler’s patented inner heat tubes capture the heat 
others waste. The patented built-in blower system 
“‘travels” heat over the floors to every room. No 
heat wasted on ceilings or up the chimney means a 
more comfortable home AND LOW FUEL BILLS. 

We give your customers this amazing guarantee: 
Siegler puts more heat over the floor, or money back! 

So “‘sell ’em up”’ to Siegler! It’s the biggest profit- 
maker in the industry, and we'll be glad to prove it. 


HOW SIEGLER HELPS YOU SELL: 


4. Your profit stays in your pocket ...no 
loss for call-backs and complaints. Siegler quality 
sees to that and makes every customer an enthusiastic 
salesman for you. 


5. A Complete Line. There's a Siegler with 
“traveling” floor heat that’s just right for every home 
from 2 to 7 rooms. You can solve any home heating 
problem with Siegler. 


6. Your Own Merchandising Man. Your Siegler 
Representative is a full time, trained specialist in the 
home heater field. He will show your salesman how 
: to “sell "em up” to Siegler, and help you plan your 
“4 = advertising, promotions and demonstrations. 


comes ee ee eee 


~ “WRITE FOR THE SIEGLER “SELL UP” STORY 


Siegler Heater Company, Dept. HA-8 varemree | / awtomane 


Centralia, Illinois Oil and Gas Home Heaters 


Gentlemen: If a Siegler Selective Dealership is open in this area, please 
send me the details on your complete selling program. 
Name 


Store Name 


ASU 











es 


City State 





See coce Sieeeseecen 
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Satisfied Customers 
Increase Profits with 





Providing maximum customer satisfaction is 


often as much a matter of buying convenience 
as it is product quality. That’s why Republic 
has developed the new REEL-EASY combina- 
tion dispenser and display unit for Republic 
Flexible Polyethylene Pipe. This efficient 
sales aid requires only a 3’ x 4’ floor space, 
yet it holds three full coils of %", %4”, and 
1” 75 lb. FE pipe (or any combination of 
these sizes). 

You can set the new REEL-EASY display 
dispenser up where it will be most convenient 
for your customers. It will remind them of the 






REPUBLIC 





many plastic pipe applications around the 
home and farm. Fast service is assured because 
Republic FE is accurately marked in yellow 
every five feet for easy measurement. 

For a sales tool that will put up to 1200 feet 
of plastic pipe out where your customers can 
see it, feel it, and buy it, get the new REEL- 
EASY display dispenser soon. Cost is only 
$13.50, F.O.B. Monticello, Indiana. 

For complete information on this new REEL- 
EASY way to increase your sales of plastic 
pipe call your local Republic distributor, or 
mail coupon. 











WIRE NAILS AND STAPLES—c complete line for every farm and home 
use. Also ideally suited to and accepted by the building trades. 
Made from steel wire specially produced for nail manufacture. 


STEEL PIPE — for plumbing, heating, air conditioning, and all other 
home and building uses. This high-quality pipe is available in a full 
line, in sizes you want. Call your Republic Pipe Distributor. 














FASTENERS — over 20,000 types and sizes of standard bolts and 
nuts are supplied in eye-catching, tough, non-smudging packages 
that make attractive self-selling displays. 


REPUBLIC ENDURO® STAINLESS STEEL — is used by leading housewares 
manufacturers for utensils that will stay new looking a lifetime... 
will never chip, crack or flake . . . will resist rust and corrosion. 
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Woldé Witleat Range 
% Standard Steels and 
Stack Produdd 
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EPUBLIC 


PLASTIC PIPE 
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REPUBLIC STEEL CORPORATION 
DEPT. HA-5719 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Please send more information on: 

















| 
| 
7 C) Plastic Pipe [) Fasteners 
: 0 Nails and Staples 0 Steel Pipe : 
? Name Title 7 
7 Company | 
7 Address } 

| 
City Zone State | 
| ' 
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price FROM 9134-99" 


SPECIFICATIONS: 


CALIBER: 30-06, 280 Remington, 270 Win. 

ACTION: Bolt—bright-finished body, blued handle. Re- 
ceiver matte-finished. Match-type adjustable trigger. 
MAGAZINE: Fixed box with hinged floor plate. 

4-shot capacity plus one in chamber. 

STOCK:American Walnut—forearm and pistol grip finely 
checkered. Black grip cap, black checkered butt plate. 
SAFETY :Oversized thumb lever. Silent 3-position control. 
BARREL: 22-inch round tapered. 

WEIGHT: 7 Ibs. 

LENGTH: 42% inches over all. 














price 9O 2-25" 


SPECIFICATIONS: 


WEIGHT: 4 Ibs. 

BARREL: Aluminum-jacketed steel, 23” round tapered, 
crown muzzle. 

STOCK: New “Sun-Grain” walnut, checkered . . . anodized 
aluminum butt plate. 

CAPACITY: 20 short, 17 long or 15 long rifle cartridges. 
SIGHTS: Step-adjustable rear, custom-finished . . . gold- 
finished bead front. 

EXTRA FEATURES: Single loading through ejection port 


> . receiver grooved for “Tip-Off” ’scope mounts .. . 
cross-bolt safety. 

















New 222 Remington Magnum 
cartridge packs bonus 
reach and wallop 


Here’s a new Remington cartridge with all the 
outstanding characteristics of the fast-selling 
222—accuracy, speed and flat trajectory— 
plus magnum power to go further, hit harder. 
Perfect for varmints. Now in the fine Reming- 
ton Model 722 high-power rifle. 


Remington 


“swt Oo 















































**Fieldmaster,’’ ‘‘Gamemaster’’ are Reg. U.S. Pat. Off. 
by Remington Arms Company, Inc., Bridgeport 2, Connecticut. 






FOUR NEW Remington DEVELOPMENTS 
TO HELP RAISE YOUR SALES IN ’58! 








IN THE PAST DECADE, REMINGTON HAS DEVELOPED MORE GUNS OF NEW, ADVANCED DESIGN THAN ANY OTHER GUNMAKER. 












NEW REMINGTON MODEL 725 ADL 
HIGH-POWER RIFLE OFFERS 
DISTINGUISHED CUSTOM FEATURES 


The full list of custom features presented in the new Model 
725 give this distinguished new bolt-action big-game rifle 
overwhelming sales appeal. It’s the rifle for any shooter who 
has ever wanted more—much more—than “just another 
gun.” For top attractiveness to buyers, this quality firearm is 
drilled and tapped for 5 possible sight mountings covering 
every high-power rifle use. From its all-purpose Monte 
Carlo stock to its removable-hood front sight, it’s a seller. 






NEW REMINGTON “FIELDMASTER” 
MODEL 572 SLIDE-ACTION IS 
WORLD’S LIGHTEST, MOST COLORFUL 22 


Retaining all the fine operating features of the standard- 
grade Model 572, the new “Fieldmaster” 22 achieves the 
lightest weight—only 4 pounds—of any 22 in the world. 
and, in addition, barrel and receiver are finished in either 
of two distinctive colors selected especially for sporting arms 
—Buckskin Tan or Crow-Wing Black. These distinctive 
rifles are receiving enthusiastic response from wholesalers 
and dealers everywhere. To insure your having these for the 
buying seasons ahead, get your order in now. 









price From 9112-45" 


POWERFUL, NEW 280 REMINGTON CAL. 
NOW IN REMINGTON MODEL 760 
SLIDE-ACTION BIG-GAME RIFLE 


The success of the new long-range 280 Remington caliber 
cartridge, on everything from varmints to big game has 
spurred its introduction in the Remington Model 760 
“Gamemaster” slide-action — the world’s fastest hand- 
operated big-game rifle. Matching this exciting new car- 
tridge (now in 3 bullet weights) with an outstanding rifle 
adds up to sales. 


*Prices subject to change without notice. 
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TARPAULINS 


are Low . 


TREATED WITH RESIN & VINYL pilus ALUMINUM 


Here is a completely new kind of tarpaulin... a tar- 
paulin that means extra sales for you! Here's why: 

The new Eagle Tarp treatment actually is two sepa- 

rate treatments. First, the canvas is treated with a 

RESIN bath implanting millions of particles through- 

out the fibers. Then the canvas is baked in a gigantic 

100 foot oven. This baking process actually seals the 

Resin into the canvas. Now the canvas gets the 

second treatment containing VINYL and ALUMINUM 

and is re-run through the oven a second time. The 

second baking process fuses the tough Resin finish 

and the Vinyls throughout and within the canvas to 

create a treatment never before available. This 

lj 4 C 0 ¥ p | T | 0 % A [ LY exclusive Double Treatment means that Eagle Farm 
Tarps and Truck Tarps are metallic tarps . . . and are 

more water and rot resistant plus far superior in 


ruggedness and strength! 
Only Eagle Tarps have all these Selling Features: 


e DOUBLE TREATED FOR GREATER 
WATER AND ROT RESISTANCY 


rt Y FA . e@ ALUMINUM TREATMENT REFLECTS 
’ 90% OF SUN AND HEAT RAYS 


eROPE BOUND IN HEM... TAKES 
STRAIN OFF CANVAS ...GROMMETS 
WON'T PULL OUT 


OEE aan PACKAGED AND 
ALSO AVAILABLE IN ASSORTMENT 
WITH FREE DISPLAY RACK 


at ay gg \ caeeeedieeaes 
FOR ONE FULL Y 


a e TRIPLE SEWED SEAMS AND 
re lalt*Betloe DOUBLE SEWED HEMS 


4 OUT OF S HARDWARE 
WHOLESALERS CARRY EAGLE TARPAULINS 


H. WENZEL TENT & DUCK COMPANY e ST. LOUIS 17, MO. 
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means 


Heavy 1958 advertising behind 
PETERS “High Velocity’ 


ammunition will pay off in 















extra sales for you! Get 
your share—stock, display, 
and push the entire line. 





PACKS THE\ POWER aD 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Inc, 
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attend the 
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P nvited 
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Join the more than 40,000 buyers who annually attend the National 
Hardware Show. For here is your complete national showcase for hardware, housewares 
and allied items... lawn, garden and outdoor living products. See thousands of 
new items, new packages, new promotions and new ideas for profit shown for the first 
time on more than 300,000 sa. ft. of floor space. 


The National Hardwore Show is your once-a-year opportunity to see, feel and compare 
the offerings of over 1,000 leading manufacturers. Don't miss the most complete and 
diversified trade show in America. Fill out and return the registration coupon today. 
Your admission badge, which will admit you without further 
registration, will be mailed to you. 






i NATIONAL HARDWARE SHOW 






please fill out coupon and mail > Suite 1103, 331 Madison Ave., New York 17, N.Y. 


Please check below if you wish us to make hotel reservations for you. 
(Please Print) 


NAME TITLE 


NATIONAL im 
HARDWARE SHOW 


| 
| 
CITY STATE 
| 
i 
i 






















TYPE OF BUSINESS 


Please check below the classification of your business. 
["] Wholesaler [] Retailer [_] Dept. & Chain Store Buyer 
|_] Importer-Exporter [(] Mfgrs! Agent [] Manufacturer [] Other 
[_] Please send us your hotel reservation blank. 
Minors under 18 yrs. of age will not be admitted under any circumstances. 


oneal A ee ce eS ee ee ee ee meee es 





Executive Offices: 331 Madison Avenue 
New York 17, N.Y. @ MuUrray Hill 2-4802 


Pesase= 
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ACCURACY -—The new Detecto stabilized mech- 
anism (guaranteed by patent) gives you a great accu- 
racy story! Result of three years research, Detecto’s 
new mechanism is actually suspended from the case 
...records weight with watchmaker precision even on 
soft carpets and uneven floors! 


READABILITY—No more squinting or squat- 
ting. Detecto’s new 4-inch Hi-Fi, high style dial gives 
superlative, distortion-free reading! No bigger dial on 
any bath scale at any price. A tremendous plus your 
customers can see! 


36 


aly 
EASIEST 
READING 
DIAL 
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STYLING — New Detecto ‘99’ is slim, smart, mod- 
ern...the perfect accent for the most elegant bath- 
room. Styled by the noted designer, Harry Preble, Jr. 
STAIN-PROOF MAT- Beautiful, stain-proof 
Mylar mat looks new for the life of the scale, cleans 
with just a whisk of a damp cloth. 

PRICE -— New Detecto ‘99’ will retail at only $10.95* 
...& Volume price for volume sales! No other scale at 
any price comes near it—for accuracy, readability and 
decorator design! 

PROFIT-— Detecto ‘99’ is the most profitable scale 
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YARDLEY K PIPE 


made especially 
















tor the man who says: 





“| value my reputation...” 





The man who wants to be sure of his installa- 
tions insists on Yardley K — the pipe with the 
safety factor that protects against splitting, 
pin holes and rupture. Yardley K is Pressu- 
rated 150 P.S.1., yet costs no more. With only 
K-150 in your stock you can set submersible 
or jet pumps to 289 feet pumping water level. 
This means substantial savings in your inven- 
tory. Get all the facts. Write for free Brochure 
“How to Choose and Use Yardley K Pipe.” 








FOR JET PUMPS FOR SUBMERSIBLE PUMPS 


TIP-IN METHOD 

Use K-150 solvent weld pipe, cou- 
pled one end — 20-ft. lengths. The 
well piping system is assembled 
complete, with well cap, on the 
ground and then raised or tipped 
into the well casing. 


YARDLEY K FITTINGS are 
available in a wide selec- 
tion including male and fe- 
male adapters with standard 





3 





iron pipe threads for con- STRAIGHT-IN 


necting to pump outlets, etc. 


Use K-150 pre-joint, 
10 or 20-ft. lengths. 


Pipe supplied with TIP-IN METHOD 





iron pipe threaded Use K-150 solvent weld STRAIGHT-IN- 
male and female pipe, coupled one end — Use K-150 pre-joint pipe — 
adapters attached. 20-ft. lengths. either 10 or 20-ft. lengths. 




















YARDLEY PLASTICS CO., 142 PARSONS AVE., COLUMBUS 15, OHIO 
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Take an x-ray look into 


GOULDS NEW “dapie-Flow 
MULTI-STAGE PUMP 


1. Lower bearing is protected against sand and 
other well water abrasives. 


Special refinements inside this brand new multi- 











stage pump protect your profits after the sale. 
Coulds new ~“ Adapto-Flow” deep well pump re- 
quires less serv icing on the job due to these special 


Ss 


Safe motor loads permit continuous use without 


eg burnout. 
built-in features: 


Four units of 24, 1, 1%, and 2 HP are built with 
2 to 4 stages. Get capacities up to 930 GPH, pres- 
sures up to 115 Ibs for well depths to 300 ft. Get all 
the details by checking with your Goulds distrib- 
utor, or write: Goulds Pumps, Inc., Dept. HA-88. 
3. 3-way base helps you install it easily and quickly. Seneca Falls, N. Y. 


lL. It converts easily and quickly to the most efficient 
pumping range. 

2. Ball thrust bearing and flexible coupling keep it 
in perfect alignment permanently. 







PERMANENT ALIGNMENT 


Ball-bearing construction and flexible cou- 






















pling provide permanent alignment in 
pump, assuring longer seal and bearing life, 





CONVERTS EASILY, QUICKLY 


20-40 lbs standard to 60- 
80-100 Ibs or more depending on size—just 








For any pressure 


adapt discharge stage to required position, 








PROTECTED 
LOWER BEARING 





Leaded bronze bearing is fully protected 
against sand and other well water abra- 





sives. Can save you a service call. 

















EASY TO INSTALL 
9 tappings for well pipes permit fast and 
easy over-the-well or offset installations— 
eliminates need for extra pipe fittings, 





GOULDS 


BEST JETS YET 


a SR Mpa : Fics ie ay 
RS See eae RES: ts oR RES BS 
ee = —. RESSs {> is Se 


Ee ee oe ee Rela : x Bi age 


GOULDS PUMPS, INC. 
Main Office and Works 
HA-88, Seneca Falis, N. Y. 





Dept. 
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AUTOYRE ADDS A 


Sales figures prove that year 

i after year Autoyre’s famous 
| show’n’sell display panels 
have attracted more 


Now, help yourself to another merchandising 
first from the sales leader in bathwares... 


new! 


DISPLAY PANEL 
and self-service 
MERCHANDISER 

.. all-in-one! 


ere’s a complete array of handsome 2-in-1 
H panels featuring both “self-service” items 
and one permanently attached accessory of each 
number for non-stop selling. They not only attract 
your customers, but wait on them for you with a 
complete assortment of sparkling, famous brand 
name bathwares. Each display encourages bigger 
unit sales, add-on sales all along the line. There’s 
a help-yourself unit for every bath accessory price 
class, every style, every need... 
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coor 2700 
MATCHING BATHROOM ACCESSORIES / 


BRILLIANT CADMIUM FINISH OW gery 
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...and they’re versatile too! 


ON THE COUNTER 
with bins 





BACK TO BACK 
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MATCHING BATHROOM ACCESSORIES 
| GLUE ON or SCREW ON | toda wah a 


. . " - Do s& al in: . : | iy 
asaces Fairfield = 73: ee aes | 





~) 


MATCHING BATHROOM ACCESSORIES / = Siqee <= 


wm maa SEED PATENTED ARMORIZED CHROME-I2 FINSH/ 4, US Rn | 
dO au AA % “ e e * Pe . “> a * . sone: . 
aang a poe mails nee Sena) "ae 


coum 5OO 
MATCHING BATHROOM ACCESSORIES | 


PATENTED CHROME-I2 FINISH / dca iesiione 5 | 


e s lm, o ; + bol * 
~ %y “= es 
a ak ~ pr 
Peau? ae 


ope 














a MLL-PURPOSE Racx 
NR ee 











— 


~ | - 
——a 





























Ask your jobber today for all the facts about these 
new minimum-space, traflic stopping displays with 
fast moving Autoyre assortments. 


5 flag ‘em down merchandisers that never stop 
selling ‘round the clock...that increase your 
profit per foot all year ‘round. 


Designed to make — 
the passer buy NOW Vee BATHWARES 
® 


©1958 THE AUTOYRE COMPANY, 1949 N. Cicero Avenue, Chicago 39, Ill. + A Subsidiary of Ekco Products Company 
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™C0-Mat 


MOST BEAUTIFUL CAN OPENER MADE 





<a ~~ Oy 
= Guaranteed by © 
Good Housekeeping 
<< 


« 
? a’ 
45 apveatiseo ™ 


- 
_ 


with NEW 3-POSITION LOCKING BRACKET 


Can-O-Mat swinas right center or left 


7h ia le laale) (san Zell Mae (slelae lala No necessity 
for removing magnet. At simple touch of tinger, exe hictaliare: locking wedge bracket 
otters choice of 3 aielie ey eleiaelilire elestiilela: Smoothly harmonizes with oleh a: 
newest Te (stot: in "itaalsts erersiela relate rel “eels 


Cov-O-Mat' puts you in the top selling bracket! 


Gives you new, exclusive features that make sales easy. Exclu- 


sive die-cast bracket. New special-alloy steel cutter for easiest Ask About 
operation. New nylon bushing won’t stick, outlasts ordinary 
metal. New knee-action latch locks cutter solidly in place, yet FREE 


releases it instantly for cleaning. New tool steel feed wheel as- 
sures constant grip on can. DEMONSTRATOR 
Plus all the features that made Can-O-Mat famous: Single- 

action handle, no levers. Opens any size or shape can. Powerful DISPLAY 
magnet ends “fishing” for lids. Choice of gleaming chrome and 


colors, all-chrome and new “Copper Touch.” with A-61 
Nationally advertised to send you ready-made sales. assortment. 





See your distributor or write 


Rival MANUFACTURING COMPANY, Kansas City, Mo. Rival Mfg. Co. of Canada, Ltd., Montreal 


World’s largest manufacturer of automatic can openers 
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rvin | 


gives you 3 famous names in the 


NO.1 DISTRIBUTOR LINE 
OF IRONING TABLES 

















Arvin 
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Six best selling ironing tables with broad variety of design—a compact line that gives 
you complete market coverage and top values in all price fields. 


. 
e 
+. 
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SOLD EXCLUSIVELY THROUGH DISTRIBUTORS | 





Electronics and Appliances Division « Arvin INDUSTRIES, Inc., Columbus, Indiana 





Arvin also manufactures Radios, Phonographs, Portable Electric Heaters, Fans, Car Heaters, Leisure Furniture, Outdoor Grills 
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YOU CAN'T MISS... 


VA 





A new, new merchandising program 
4 

SAME TOP QUALITY | 

‘NEW LOW PRICE 

















combining . 





AMES - 
Nal 
@ The DESIGN’S there . a " 


® The VALUE’S there 
e The PROFIT’S there 


e The NEW LOW PRICE’S there 


AND YOU'RE THERE WITH AMES STOOLS, CARTS AND JUVENILE FURNITURE 





Here’s a new merchandising program made possible by the _in years — now at an unbeatable price. More value, more exclusive 
tremendous sales and acceptance of Ames Maid. You get all features, and that new low price means you're there with more sales 
the features that made Ames Maid the most talked about line and more profits. Let us tell you all about it! 

















©. Ames Company also manufactures the famous Ames line of shovels and garden tools, and Ames-Aire casual furniture. 
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The sales sensation of last season-now with even tnore to offer you / 


HEAT THE INSTANT YOU TURN THEM ON! 


Instant Heat—pioneered and perfected by Toastmaster—has 
taken the heater trade by storm. “Terrific!’’, “Sells on sight!”, 
‘““Obsoletes all other heaters!’”’—these are the things dealers have 
been saying about Toastmaster’s Speedi-Glo element ever since 
it hit the market last fall. Now you have a short but complete 
line—just 3 sensational models to stock and sell. All 3 are 


decorator-styled in rose-beige enamel to blend into any setting, 
and every heater is individually packed for easy, low-cost handling. 

This year, gain a full season of EXTRA heater sales .. . and 
launch it with a big measure of EXTRA PROFIT! Take advan- 
tage of the exceptional Toastmaster Heater Specials described 
below—and place your order now! 


ais | TOASTMASTER AUTOMATIC HEATERS 
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Model 9B! 
1320 W. 
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Model 9A2 
Available in either 
1650 or 1320 W. 


EXCITING NEW TOASTMASTER RADIANT HEATER NY © Y 1 


Adjustable Reflector. 


Here’s the wonderful new addition to 
Toastmaster’s heater line—smart, mod- 
ern and priced to sell fast! Check every 
‘“sales-tailored”’ feature—notice how ev- 
ery selling point is one you can demon- 
Strate quickly and convincingly! Then 
order your stock now! 
Y “Instant Heat”’ Element. No warm- 
up. Floods of radiant heat the moment 
you plug it in. Extra-long element. 


down to concentrate 
want it. 


v 


dentally overturned! 


Modern Design. 


¥ 


ers. Grille is 


Automatic Control. 
turns current on and off to maintain de- 
Sired temperature. 


Accurate Thermostat. 
iS in the intake air stream, 
temperature of room—not of heater 


Blower-Type 
tive-pressure 
ordinary blade fan. 


184 sq. in. of reflective surface. 


Safety Switch. Automatic safety 
switch cuts off current if heater is acci- 


High-style rectan- 
gular design obsoletes bowl-type heat- 
“little-finger” 


Two Sizes—Thermostatically Controlled! 
Provide both radiant and blower-forced warm air! 


Air intake Where It Should Be. 

Y Coolest air at floor level is drawn into 
heater through opening in bottom— 
gives most efficient heating. 


Thermostat 


Thermostat 
measures 


Tip-Over Safety Switch. Current 
is cut off automatically if heater is acci- 
dentally overturned. 


Y 


Posi- 
blower—not 
More heat, faster! 


Circulation. 


Convenient Carrying Handle. On 
centrifugal 


Model 9A2, cord wraps around han- 
die for storage. 


Y 





Tips up or 
heat where you 





Model 9C1 1320 W. 


4 


proof. 


Look! Two big Extra-Prott Offers on Todays Fastest Selling Heaters / 


Heater Special No. 12 
YOU GET ABSOLUTELY FREE, | 


Model 9B1 Toastmaster Automatic Heater 
(Retail $18.95) with your order for ANY 12 
Toastmaster Heaters of your choice—all one 
model or mixed. A total of 13 Heaters. 


® You make up to $18.95 Extra Profit 
on the Free 9Bl Heater... OR 


® You make up to $1.58 Extra Profit 
on each of 12 Heaters 








| 








BIG MERCHANDISING KIT GIVEN FREE WITH EVERY ORDER... 


Heater Special No. 6 
MAKE $6.32 EXTRA PROFIT! Get this 


beautiful Toastmaster Automatic Heater, Model 
9B1, Retail $18.95, at Special Cost of only $6.00 
(Regular Dealer Cost $12.32) with your order for 
ANY 6 Toastmaster Heaters of your choice—all 
one model or mixed. A total of 7 Heaters. 


® You make up to $12.95 Profit on Model 
9Bl1 at Special Cost .. . 68% off! 


® You make up to $6.32 Extra Profit... OR 


® You make a bonus of 90¢ Extra Profit on 
each of 7 Heaters 








THIS OFFER FOR LIMITED TIME ONLY—PLACE YOUR ORDER NOW! 





**TOASTMASTER" is a registered trademark of McGraw-Edison Company, Elgin, Ill. 
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TOASTMASTER 


, and Oakville, Ont. © 1958 


TOASTMASTER DIVISION 
McGRAW-EDISON COMPANY 


* Manufacturer's Recommended Prices 
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Perry Mason helps you solve 


the case of the | 
missing window glass sale 


on LV’s top-rated detective series 
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DURING AUGUST AND SEPTEMBER The Perry Mason Show will do a big, big 
selling job on quality window glass for you. Millions of viewers will see these hard- 
hitting L-O-F commercials and the merchandising aids that will identify your store 


with the window glass that people will be looking for. 










BE PART OF THIS PROMOTION! Don't 
miss this window glass sales opportunity. Ask 
your L-O:F Distributor for the display and 
merchandising aids to be featured on The 


Perry Mason Show...do it today! And 






above all... 






SPECIFY L-O-F QUALITY WINDOW GLASS 
every time you order! 


LIBBEY: OWENS: FORD 
a Great Name nm Glass 


S608 MADISON AVENUE, TOLEDO 3, OHIO 
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Watch Raymond Burr as ** Perry 

Mason” on The Perry Mason Show, 
Saturday nights, CBS-TV Network, 
117 1 
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the most unusual uses 











‘Theyre discovering 


for Wheeling Ware 
these days 


Wheeling Corrugating Company, Wheehng. West Virginia 


Ask your nearby Wheeling representative about 


FREE WHEELING WARE PROMOTION AIDS! 


means prompt, efficient delivery of Wheeling Ware 
as well as Channeldrain Roofing . . . corrugated roof- 
ing and siding... rain goods and fittings... metal 
lath and accessories... LaBelle Cut Nails...and 
many other items. 


Wheeling dealers everywhere are increasing sales 
... and helping their customers... with free coun- 
tercards and folders that show customers how to 
solve dozens of household problems with Wheeling 
Ware. It’s a combination that’s hard to beat — sales 
stimulators and top-quality products with proven 
reputations for quality! 


Wheeling dealers gain in lots of other ways, too. 
For Wheeling’s wide-spread warehouse system 


WHEELING CORRUGATING COMPANY-—IT’S WHEELING STEEL 


Get complete details today from the Wheeling 
warehouse or sales office nearest you. Or write 
Wheeling Corrugating Company, tl 
Wheeling, West Virginia. 





IMMEDIATE DELIVERY ON ALL STOCKED ITEMS FROM THESE WAREHOUSES: Boston, Buffalo, Chicago, Columbus, Detroit, Kansas City, 
Louisville, Minneapolis, New Orleans, New York, Philadelphia, Richmond, St. Louis SALES OFFICES: Atlanta, Houston 
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NOW SELL UP FOR MORE PROFIT! 


2 NEW BISSELL 


Shampoo Masters 


plus the new Shampoo-ette, a traffic builder 
with a sensational price—only $5.95 





poo 
Master Kit. Applicator and : 
eh sy Rug Shampoo. $16. one 
pf Vaiue Ress 








eae 





New Standard Sham- New Shampoo-ette 


ee orem a eaali? with FREE dip pan at 


if "priced at oul $595 
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Now Bissell brings you a complete line 
of rug shampoo applicators to meet and 
beat competition at every price level! 


Now—a new De Luxe Shampoo Master with Aqua- 
Tone styling! Cleans a 9x12 rug in 30 minutes. 
Comes packaged for store display with FREE $1.98 
size can of Bissell Rug Shampoo. A $16.93 value re- 
tailing for $14.95! 

New Standard Bissell Shampoo Master now fin- 
ished in attractive grey tone. Gives same famous 
Shampoo Master performance as De Luxe model 
(cleans a 9x12 rug in 30 minutes!)—and now you 
can offer it at a customer-catching $9.95! 

New Bissell Shampoo-ette is a sell-up base for 
both your Shampoo Masters. Gives far better job 
than any other applicator of its type, because it has 
exclusive Shampoo Master cleaning head. Really 
pulls in trade at $5.95! 


THE ONLY APPLICATORS BACKED UP BY 
STRONG NATIONAL ADVERTISING! 


Big exciting ads this year! In Life... 
The Saturday Evening Post... This Week... Parade... 
Ladies’ Home Journal . . . Good Housekeeping .. . 
Bride’s Magazine . . . Sunset Magazine 





New half-gallon size Bissell Rug Shampoo 


Guaranteed twice the cleaning power 
of other leading brands! 


New Economy Half-Galion Non- 
breakable Can makes 9 half 
gallons, cleans 475 sq. ft. 
$3.98. Regular Nonbreak- 
able 22-0z. can makes 12% 
pints, cleans 9x18 rug area. 


$1.98. 


Safe for all Rugs and Carpets 
Odorless - Nonflammable:- Nontoxic 











-< The Bissell Carpet Sweeper Company 





Grand Rapids 2, Michigan 














WESTCLOX, 





OrRBIT—decorative electric wall clock 
white (No. 1440) or black (No. 1441) 
dealer cost $8.18 

consumer price $12.95 





PENTHOUSE—keywound alarm clock 
in rich solid walnut case, luminous 
(No. 465) 

dealer cost $5.56 


consumer price $7.95 


| WESTCLOX > 








WALLMATE — electric wall clock 
styled right—priced right, red 
(No. 1370), white (No. 1371) or 
turquoise (No. 1372) 
dealer cost $3.10 
consumer price $4.50 





BABY BEN SEQUIN—keywound alarm 

clock exquisitely styled in pink 

(No. 354) or turquoise (No. 355), 
luminous 

dealer cost $6.65 

consumer price $9.95 





SPUR LUMINOUS —keywound alarm 
clock with extra bright dial, antique 
white (No. 20) or gold bronze (No. 
21) 


dealer cost $3.15 
consumer price $4.50 


BRUCEWOOD—electric alarm clock 
smartly cased in solid mahogany. 
Plain (No. 1347) or luminous (No. 
1357) 
dealer cost, plain $5.90 
luminous $6.56 
consumer price, plain $8.98 
luminous$9.98 





introduces new 


SALES-TESTED 


SURE-FIRE PROFITMAKERS! 





ANDOVER—electric alarm clock 
sculptured look in driftwood (No. 
1410) or black (No. 1411), luminous 

dealer cost $5.24 


consumer price $7.98 





clock in red (No. 52 55), cocoa (No. 
526) or blue (No. 527) 


dealer cost $2.74 


consumer price $3.98 





CHOO CHOO—novelty electric wall 
clock with white enameled case (No. 
1420) 


dealer cost $3.93 
consumer price $5.98 


NOW! Westclox offers you more sure profit than ever before! These fresh, original designs 
have all been tested for maximum consumer appeal. They’re priced and promoted to bring 
you fast sales at a FULL PROFIT. 
Don’t miss these exciting Westclox products. Sell the line that has more, does more and 
makes more for you. Sell Westclox. Get the full story from your Westclox wholesaler. 


Prices shown are suggested retail or Fair Trade 
prices and subject to 10% Federal Excise Tax. 


World’s largest manufacturer of timepieces 


WESTCLOZX | 


DIVISION OF GENERAL TIME CORPORATION 


MAKERS OF BIG BEN - 





, 
| 
| 
-_ 
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oxco’s EXCLUSIVE /“40V-(//AN LINE 


BRINGS YOU SPEEDY SALES AND PROFITS: 






PELDY (ink 


HOUSEHOLD 
MOP 


Profitable, high-quality household 
mop that builds volume and keeps 
your cleaning supplies department 
up to date. DuPont cellulose 
sponge yarn mops quickly, dries 
quickly, won’t lint or tangle. In- ONLY 
cludes strong metal head clamp, 


red wood handle with hanging $2.49 


ring. Mop head packaged in ‘ 
colorful film wrapper. retail 


NEW! _ xo. ee0 boecoy (LEAN 


PAN 
BRUSH 









ONLY 


59 ¢ retail 


e/” : 
oxco Sossvr- (can 
PAN BRUSH Scrubs and scours—a 


useful kitchen brush 
with real impulse fea- 
tures! Face filling is 
white tampico fibre for 
scrubbing . . . top fill- 
ing of crimped brass 
wire handles toughest 
scouring. Attractive 















plastic handle in eye- 
catching pink or yellow. 
Individually carded 
for mass or jumble 
display, or hang-up. 








SEE YOUR JOBBER Both items ideal tor peg-board 


displ mn 712 and +25 
for Details? gape mec tteoana 

























No. 770 


PEEDY-¢ LEAN 
DISHWASHER 







‘ ? 
er Yrs 
Dae ie é 
. &» f. 


ONLY 


98° You get fast turnover, fast profits, when 
housewives get a look at this fast new 
way to wash dishes. Light, sturdy brush 
with extra-long handle keeps her hands 
out of hot, harsh dishwater . . . makes all 
the tough jobs easier. Filling 
of springy, hygienic SARAN 
bristles . . . solid plastic handle 


retail 

















in yellow or pink has con- 
venient hanging hole. 





DISPLAY PACK 
Six dishwashers (3 pink, 
3 yellow) in protective 
stand-up display. 
























CARDED 


One dishwasher, corded 







for individual hang-up 
display. (One Dozen to 
shipping container.) 


oOx<so 


OX FIBRE BRUSH pve wie peed INC. 


reteraicu maRTL ANS 




























a LO5CO, Tc rion oll 


grand slam is in the cards | 





for you this fall! 

















ee oat 


LO5CO 
fuahivnolay 


CARD TABLES AND CHAIRS 





ne A a 








Mode! 60 Gatefold Chair, $8.95 ($9.75*) 
Model 70 Table, $14.95 ($15.95*) 
Complete Set, $68.75 ($54.95*) Other Sets from, $41.75 ($44.75* 


@ The biggest Cosco “fashionfold’”’ promotion ever—and a real 
bonanza for business this fall! Full color ads in four of the strongest, 
most influential magazines in the country. It’s the impact of over 
19,500,000 messages over a single, hard-hitting period. A real sales 
smash you'll certainly want to be in on. And, below, we list what’s 
in the special promotional package you'll need to tie in at the local 
level. A fast call to your nearby Cosco distributor will line up the 
“‘fashionfold’”’ stock to back it all up. Call him right now! 


HAMILTON MANUFACTURING CORPORATION « COLUMBUS, INDIANA 

















POWERFUL FULL-COLOR ADS IN FOUR TOP MAGAZINES 





—e A plus free 
* 


MERCHANDISING 

KIT CONTAINING: 
~ " Easel-mounted ad reprints 
The New York Times set of wall/window banners 
Aids Nik tie ane i atl Die-cut spotties 


Ad mats 
Display suggestions 


a ? 
v V *Colorado and west. 


Prices are retail list. 
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MAGNETIC CAN OPENER: Geared drive guarantees perfect 
performance...every time. Handy magnetic Lid-Lifter 
picks up and holds the cut out lid. Retails from $3.49 














AUTOMATIC -ELECTRIC CAN OPENER AND KNIFE SHARP- 
ENER: Opens any size, any shape can at the touch of a 


finger, and automatically shuts itself off when lid is 


cut out. Full size electric knife sharpener included. 








AUTOMATIC CAN OPENER: Opens cans in half the time. 
One motion locks on can and removes the lid.. .it’s that 
simple. Truly the better value automatic can opener. 

Retails from $4.49 















Retail $27.95 








WALL ICE CRUSHER: Crushes ice better, faster, easier. 
Continuous feed, multi-cube ice chamber. Simple ad- 
justment for fine or coarse ice. Retails from $7.95 


TABLE ICE CRUSHER: It’s portable for convenient use 
anywhere. ice bucket cup holds crushed ice from two 
full trays. Simple adjustment for fine or coarse ice. 

Retails from $9.95 


ICE BUCKET: Perfect indoors or out. Made from millions 
of Dylite bubbles it's so light it floats, so tough it 
bounces. Keeps ice fresh for 18 hours. Retail $7.95 





PORTABLE KNIFE SHARPENER: Sharpens any knife to a 
professionally correct razor edge, including the finest 
hollow ground cutlery. It’s safe, simple and foolproof. 

Retail $1.98 


PORTABLE CAN OPENER: Here's a can opener you can 
use anywhere. Kitchens, picnics, trips, barbecues. 
Same smooth double-gear cutting as in wall openers. 

Retails from $1.98 


BUDGET CAN OPENER: Opens any size, any shape can 
with ease ...and leaves a safe, smooth edge. Built 
to give years of dependable, trouble-free service. 

Retails from $1.98 


Swing-A-Way has everything you want! 


SWING-A'WAy 


FIRST IN SALES + FIRST IN VALUE! 


SWING-A-WAY MFG. CO. 
ST. LOVIS 16, MISSOURI 





THE QUALITY YOU WANT: SWING-A-WAY is rated first in quality and 
value by America’s foremost testing laboratory. 


THE STYLE YOU WANT: SWING-A-WAY is as fresh as tomorrow... today. 
Dramatic, new styling assures sales success. 


THE PRICE YOU WANT: SWING-A-WAY is priced right for fast turnover. 
It’s the worth-more product that costs less. 


THE PROTECTION YOU WANT: SWING-A-WAY is backed by a 5-year 
guarantee that protects both your customers and you. Why not put 
these selling advantages to work for you? You can sell more, make 
more with SWING-A-WAY! 
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In Canada: Fox Agencies, 


Port Credit, Ontario 





James H. Rowlett, 


of Van Dervoort 
o Hardware Co., 
ore — Srfrtttirse, Lansing, Michigan, 
| a | says— 











STO RAI Wat Boar | 


ont. DOOR ROCKERS 
Clase Beauly - - Enduring Qualidi 








































“Our Aristocrat Mail Box Display is doing a whale of a job 
= SELLING MAIL BOXES LIKE HOT CAKES!’’ 


“We've handled mail boxes for a long time,” to buy other items end up with a mail box as 
Mr. Rowlett (at right) said in a recent letter, well.” 
“but not as complete a line as the Leigh Aristocrat ; : 
line — and not as well displayed:” : This success story — mail boxes becoming 
impulse sellers — is being repeated in hundreds 
The striking display shown above is furnished of other stores now featuring the exciting new 
free with a minimum starter stock. It offers a Leigh Aristocrat line. 


mail box for every taste, every pocketbook, by 


presenting the full range of Leigh Aristocrat The same opportunity is open to you. For full 
models in all of their eye-pleasing styles and information see your jobber, or write to: 


color combinations. — LEIGH BUILDING PRODUCTS 


“You'll be interested to know, too,” he con- Division of Air Control Products, Inc. 


tinued, “that people are buying mail boxes on an 2258 LEE ST., COOPERSVILLE, MICH. 
impulse basis — people who come into the store In Canada: LEIGH METAL PRODUCTS LTD. 
72 YORK ST. LONDON, ONTARIO 


€ 


BUILDING PRODUCTS 


| Awnings & Canopies Aristocrat Mail Boxes le igh | 
Closet Accessories Full-Vu Bi-fold Doors 


| BUILDING | 


. : t 
Outdoor Accessories Ventilators | PRODUCTS} 


Ventilating Fans Range Hoods 
Folding & Sliding Door Hardware 
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TESCO ROASTERS 


A NEW ROASTER LINE DESIGNED FOR MODERN COOKING ~~. > 


tops fit into 
bottoms for easy, 
compact storage 








PEOtR AL tmameiing Ane stameime co. sitrseveow. °* 





A stock of these new Fesco Roasters will put you in line to meet the 
designed for requirements of the smallest to the largest families. 
These new roasters are especially designed to accommodate the 
NEW broad-breasted turkeys now so popular with homemakers, as well as 
’ modest to king-size roasts. Attractively finished in 


BIG-BREASTED glistening dark-blue enamel smartly flecked with white. All 


edges are curved, all surfaces smooth, for easy cleaning. 
Tops nest compactly into bottoms for space-saving storage. Order 
FOWLS ample quantities of each of the new Fesco Roasters described 
on the reverse side of this page. You'll find Fesco 
Roasters are popularly priced for a generous resale profit! 


FOUR POPULAR SIZES TO MEET EVERY ROASTER REQUIREMENT 











FEDERAL ENAMELING & STAMPING CO. 


| KEDE, RAL Te 


of Porcelain Enameled Kilbhenware 













FI5 ROASTER aes ex “weap 
6 Ib. Fowl—8 Ib. Roast > . Fowl— 8 Ib. oast 
18%" x 1242" x 82 


1242" x 92" x 7” ; 
Case Pkg. Doz.—¥2 Case Wet. Lbs.—11 Case Pkg. Doz.— fa Case Wet. Lbs.—21 


- 









F18 ROASTER 
10 Ib. Fowl—15 Ib. Roast 
Cc Pkg. Doz.—'2 C Wet. Lbs.—16 . Fowl— . Roas 
ase g. Doz V2 Case gt s 30 13%" = 9Va"" 
Case Pkg. Doz.—% Case Wet. Lbs.—13 
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FEDERAL ENAMELING & STAMPING CO. 


FEDERAL §— sits Largest Monufactirnn 
of Porcelain Enameled 






Kilehenware 





NRHA Congress 





NRHA weighs future trends 


in hardware merchandising 


Melvin Kraemer elected new president at 59th 


Congress attended by 800 in Chicago 


Hardware dealers gathered in 
Chicago two weeks ago for the 59th 
annual Congress of the National 
Retail Hardware Association. 

The general mood of dealers re- 
garding business prospects for the 
immediate future was good. A 
few dealers, in lobby conversations, 
indicated some rough going sales- 
wise in recent months. However, 
these dealers, along with those who 
had good volume during the spring 
and summer were confident about 
the future. 

The formal program reviewed 
current management and operating 
problems. 

On management, dealers were 
advised to make known to other 
segments of the hardware industry 
their position regarding industry- 
wise policies (see John §S. Stiles 
paper in this NRHA report). Also, 
dealers were advised to establish 
their own prices, and to play up the 
service angle, in selling in price 
disturbed markets (see W. H. Sah- 
loff paper). 

On the operating side, the value 
of credit selling was pointed out 
(see Frank J. Ross paper). Dealers 
were told how they can build credit 
volume by keeping customers con- 
stantly aware that credit terms are 
available, and by promoting add- 
on sales. 

The Congress was held at the 
Conrad Hilton Hotel in Chicago, 
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July 27 to 31. This was the tenth 
time the Congress was in Chicago. 
More than 800 dealers, their fam- 
ilies, wholesalers, and manufac- 
turers attended. 

Election of officers brought Mel- 


vin Kraemer, dealer at Marys- 


ville, Kan., from the vice-presi- 
dency to the president’s position. 
He succeeds Carl E. Graeff, of 
Dayton, Ohio. 
G. W. Aspinwall, Hawkeye, 
Iowa, was elected vice-president. 
Newest member of the board of 


The presidency changes hands as Carl E. Graeff, left, offers good wishes 
to the new president, Melvin Kraemer, the first Kansan to be NRHA 
president. 
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directors is Daniel V. Love, Hunt- 
ington, W. Va. 

Addresses dealing with indus- 
try problems on credit selling, 
price disturbances, and the inter- 
relation of segments of the indus- 
try are reported at length in the 
following pages of this NRHA 
Congress Report. 

The Congress also heard ad- 
dresses on the economic climate, 
the political situation, and on 
problems of selling and turnover. 
For entertainment there were the 
Industry Banquet, President’s Re- 
ception, and the Industry Lunch- 
eon. 


Margins should be varied 


The Congress took time off from 
today’s problems to consider 
transportation into outer space. 
Robert C. Bauman, head of the 
Satellite Structures Group of 
Project Vanguard, addressed the 
Congress. He showed miniature 
working models of parts of the 
launching rockets and satellites. 

Richard E. Snyder, Chicago, an 
economist, urged dealers to be 
imaginative in pricing. He said, 
“Have a variable price policy 
which rejects blind acceptance of 
standardized markups. 

“Be willing to experiment. Re- 
member that the customer has a 
part in the price-marking game. 

“An imaginative price policy, to 
be successful, must be tied to 
imaginative merchandising. 

“Devote more space, more fre- 
quently, to the best-profit items, 
big or little. Rotate featured floor 
space to emphasize the right lines 
for the season.” 


Net profits are a magnet 

Arthur W. Ramsdell, vice-pres- 
ident, MacDonald-Cook Co., Chi- 
cago, speaking on traffic and turn- 
over, said, “Why will a business 
man invest his hard-to-get, safe 
cash in merchandise? 

“It is the glorious possibility of 
having more money after selling 
the merchandise than he had be- 
fore. We call this possibility ‘net 
profit.’ ” 

Dr. Arthur A. Smith, vice-pres- 
ident and economist, First Na- 
tional Bank of Dallas, reminded 
the convention that we will have 
business cycles as long as we 
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have free enterprise in this coun- 
try. 

He said, “There is no crystal 
ball in which we can see the fu- 
ture. Uncertainty of the economic 
future will always be a business 
risk. We must carry our own in- 
surance against this risk.” 

Sen. Karl E. Mundt, South Da- 
kota, urged dealers to write their 
legislators to curtail unnecessary 
expenditures. Dealers should ask, 
he said, that labor unions be re- 
quired to hold secret-ballot elec- 
tions and fairly conducted elec- 
tions. 

He reported that 173 members 
of the House are in Washington 
as the direct result of labor union 
influence. 

Rep. Frank Ikard, Texas, ad- 
dressed the Men’s Industry 
Luncheon on July 29. He dis- 
cussed the highlights of legisla- 
tion before the national congress 
for tax relief of small business. 

William A. Mashaw, Indianap- 
olis, executive vice - president, 
NRHA, reviewed results of the 
1958 Hardware Week which he re- 
ported showed a total increase of 
6.4 percent over the volume for 
the same firms in the 1957 event. 

Names of Hardware Week 
award winners include Edwin L. 
Klotz, owner of the Fredericks- 
burg (lowa) Hardware store who 
won first place for IRHA promo- 





tion in towns of less than 10,000 
population. Boyle Hardware & 
Girt Center, Sumter, S. C., was 
winner for towns of more than 
10,000 population. 

W. H. Cherry, La Grange, Ga.., 
a salesman for Beck & Gregg 
Hardware Co., Atlanta wholesaler 
won a trip to Las Vegas for his 
Hardware Week efforts. 

The Geo. Worthington Co., 
Cleveland, was the Wholesale 
Hardware Firm of the Year, for 
its work in promoting Hardware 
Week. 

Opening social event on July 
27 was the annual dinner for na- 
tional association officers, direc- 
tors, past presidents, and their 
wives. 

The President’s Reception, July 
28, had as its theme the Roaring 
Twenties. Entertainment recalled 
the music and dancing of that 
era. 

The Canadian delegates brought 
pipers and a drummer to help pull 
the hardwaremen into the meet- 
ings. This has been a tradition 
since the Canadians joined the 
NRHA. 

The official NRHA family break- 
fast for state and regional presi- 
dents, secretaries and NRHA 
board members was held July 29. 

The annual dinner, dance and 
floor show on July 30 concluded 
the official social program. 


TUTTTTTT 
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the new NRHA president... 





Melvin Kraemer of Marysville, Kan., a hard- 
wareman for 30 years, is the new president of 
the National Retail Hardware Association. 

NRHA elected him to that office at its 59th 
annual Congress in Chicago. 

He has lived in the Sunflower state all of his 
life. At the age of 21 he was graduated with an 
A.B. from the University of Kansas, and started 
to work in his father’s hardware store. 

He bought that business in 1945 and has man- 
aged it since that time. 

He has been a regional or national hardware 
association official for 10 years. He was elected 
to the board of Western Retail Implement & 
Hardware Association in 1948 and was elected 
its president in 1955. 

In 1950 he was elected a member of the 


Melvin Kraemer 


NRHA board of directors. He was advanced to 
the NRHA vice-presidency at the 58th annual 
Congress in Dallas. 

Mr. and Mrs. Kraemer were married in 1935 
and have one daughter, Kandyce R. Kraemer, 
born in 1951. 

Melvin Kraemer is a Presbyterian, and is 
active in local civic and businessmen’s groups. 

He is a past president of the Chamber of 
Commerce, Rotary Club, Marysville Country 
Club, and has served as a member of the city 
council for two terms. 

His father was a partner in a hardware store 
in 1898, and sold his interest to enter the 
plumbing and heating business. In 1927 hard- 
ware was added and the firm became Kraemer 
Hardware & Plumbing Co. In 1933 the firm 
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The association president's store... This is Kraemer Hardware, and that's Melvin 
Kraemer. His father sold him the store in 


1945. Business is largely dependent on agri- 
cu/Ture. 


The association president's family . . . 


Here's president Melvin Kraemer, wife Dor- 
othy, and daughter Kandyce (Kandy) on the 
patio of their Marysville home. 





name was changed to Kraemer Hardware at 
which time the plumbing department was dis- 
continued. 

Melvin Kraemer’s store is in the county seat 
of Marshall County, and serves a diversified 
farming area. 

The firm carries a broad stock of hardware 


and related lines, but does not handle major 
appliances nor plumbing equipment. 

During the past two years giftwares stocks 
have been greatly expanded. 

Mr. Kraemer says of himself and of his store, 
“Really I am a farmer, dependent upon agricul- 
ture and happy with my lot.” 
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NRHA Congress 





President's address 








by Carl E. Graeff 
Dayton, Ohio 
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ware store operation to be improved 


and brought up to date are pricing and 


turnover... 


Size up the hardware situation from the viewpoint 
of a manufacturer trying to get his product to users 
and using every channel and outlet that he can find 
or can induce to handle his stuff. 

Size it up from the viewpoint of a user with the 
identical item flung at him from all points of the 
compass and through scores of stores at different 
prices or for other considerations. 

Any way you look at it, it takes on the appearance 
and clatter of a confused rat race. 

In between the place of production and the place 
of use, tortured and tormented by all the forces and 
factors that toss and tumble in today’s marketing 
mess, we find ourselves, as retailers and our whole- 
saler suppliers entangled and engulfed. 

Now and then, here and there, one goes down for 
the 10 count. 

Wholesalers of hardware are equally concerned 
with us retailers as to where all this confusion will 
wind up. 

Wholesalers can and do look for any customers 
they can find whether they’re hardware stores or not. 
They go in for industrial business and at times some 
become so enamored of their other customers that 
they are inclined to downgrade the importance of the 
hardware dealers. 

It is not amiss to observe that when the going gets 
too tough for retailers it’s too tough for wholesalers, 
too. Casualties are to be expected in warfare. But 
they always emphasize the hazard of the undertaking 
and sharpen our sense of risk. 

Neither dealer nor consumer can buy with confi- 
dence or own with satisfaction as far as price and 
value are concerned. Market value has become a will 
o’ the wisp, fluttering always just beyond our reach, 
fooling and frustrating with its tantalizing tantrums. 

If we could know when we open our stores in the 
morning what the retail value of our goods will be 
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.. . the two principal areas of hard- 





with some certainty or, better still, if when we buy 
goods we could have some assurance of what they 
will bring when we sell them we could conduct our 
businesses with more intelligence and satisfaction. 

The laborer knows the wage wherefor he works. 
The farmer has price props for his product under the 
kindly ministrations of a concerned and beneficent 
government. The retailer, also, should be worthy of 
his hire and be allowed to set his price fairly and 
confidently. 

But while the government has gauged its laws to 
encourage pricing arrangements between labor and 
management and has assured farmers a fair return 
for their labors it has barred little businessmen from 
acting together to clear the marketplace of price 
wreckers and fast buck boys. 

If, in spite of hardships and hindrances, we come 
out at the end of the year with something gained and 
entered in the profit column, the same big govern- 
ment that hampers us holds out its hand for so big a 
share of our earnings that we are not left the where- 
withal to improve our establishments. Tax treatment 
at least equal to that accorded the bigger boys in 
commerce and industry would be tremendously help- 
ful to us little business people. 

Our concept of serving the industry through im- 
proved retailing techniques, through better commu- 
nications and closer cooperation between retailers 
and suppliers have netted notable strides in new 
directions while further enlarging and increasing 
the effectiveness of established activities. 

Here I can do no more than enumerate that: 

More stores are being improved in keeping with 
the trend to self-selection and quick service, making 
it easier and faster for shoppers to find and buy. 

More members are improving their management 
through departmental accounting. 

More dealers are using credit to draw and hold 
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customers, and make it easy for them to increase 
their purchases through easy payments. 

Added numbers of members are using the Ad- 
vanced Course in Hardware Retailing to step up the 
productiveness of their salespeople. At last count. 
4854 had enrolled and the list of graduates qualified 
to display NRHA-Indiana University certificates grows 
longer every week. 

Two principal areas of hardware store operation 
remain to be improved and brought up to the state 
of advancement attained otherwise by independent 
hardware retailing. These are pricing and turnover. 

Not all customers wish to or can buy the same 
grade of the multitude of items that we sell. For 
reasons of their own, or because of circumstances, 
different customers selecting a pot or a pan, a tool 
or a piece of hardware will demand different quality 
and price. 

For the supply of these varying tastes and capac- 
ities to buy, producers turn out multiplied varieties. 
To bring these two together satisfactorily to all con- 
cerned and profitably to himself the hardware man 
needs to know the market and understand the calibre 
of his customers. 

This figures out to the number of grades and prices 
of any line of merchandise that any store should 
carry. The final index of a dealer’s skill in solving 


this equation is his pricing and quantity of each item 
carried. 

Too many different prices result in too many kinds 
of a given item in stock, too much money tied up 
in duplicate inventory, too slow turnover, too little 
profit. 

To help members improve themselves in this re- 
gard, to give us a tool whereby to know and not just 
guess what we should have in stock and how much 
and how to price it to meet competition and make a 
profit has never been undertaken by the Association. 

To answer this need of members—long standing 
and now more urgent than ever—is a major under- 
taking of NRHA in 1958. Before the end of the year 
there will be a handbook on turnover and pricing 
which will do for members precisely what I have just 
said. 

This project, like the training course for sales- 
people, has the cooperation of the industry and In- 
diana University, along with our own staff people. 

With this handbook, any dealer will have the 
foundation for correctly stocking his store and the 
directions for adapting the plan to his entire estab- 
lishment so as to tailor his whole inventory to cus- 
tomer requirements, to gear stocks to sales, to save 
unnecessary investment, to save space, to save ex- 
pense of handling to accomplish faster turnover. 


Can you sell in a price-disturbed market? 
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by W. H. Sahloff 


Vice-president and general manager 
Housewares and Radio Receiver Div. 
General Electric Co. 

Bridgeport, Conn. 

and 

President 

National Housewares Manufacturers’ 
Association 
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ers, and stick to those prices...” 


. if you want to stay in business, 
keep up assortments and services, set 


prices that give profit despite discount- 


Let me ask two pointed questions: 
(1) What does the electric housewares business 
mean to a retailer? 

(2) Why should he handle a line with unsatisfac- 
tory profit margin? 

Electric housewares can mean a great deal to re- 
tailers depending on how their businesses are con- 
ducted. If a retailer establishes a fair price on his 
merchandise to make a profit regardless of what some 
large competitor may do, gives his neighborhood good 
service and value, I believe the present disturbed 
pricing situation will not be a permanent problem 
for him. 

On the other hand, if you have sought to meet 
every low price offered by the price-cutters, found it 
impossible to operate at a loss as they have found, 
and have, therefore, discontinued the line or de- 
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emphasized it, there is no real business future for 
you in electric housewares. 

When customers ask for steam irons, toasters and 
skillets, tell them you don’t stock these items. 

Remember that customers really want these items, 
and therefore, will go somewhere else to buy them. 
These customers may also see garden hose, fertilizer, 
other items for what appear to be attractive prices. 
And they will buy these items. 

It is not at all improbable that their visits to your 
store will become less frequent because they have 
found another source of supply, a complete source 
for the merchandise they want. 

How many customers can you afford to turn away 
in this manner? 

How many customers can you afford to have visit 
your store, not see merchandise on display, and, as a 
consequence not even ask for it, going where they 
know it is advertised and displayed? 

How many customers can a retailer allow to get 
in the habit of not even going into his store? 

If you want to stay in business you’re in com- 
petition with downtown, the discounter, and even 
the store across the street, on assortments, whether 
you like it or not. 

So, keep your assortments, set prices at which you 
think you can make a profit and stick with them. 

How long do you think the no-profit and loss- 
leader sellers can continue to operate at a loss? 
Not very long, I assure you. We are in a temporary 
situation and the small dealer will come through it 
as he has always come through. He will be looked up 
to as a neighbor, remembered as a seller of good 
quality merchandise at a fair price for all. 





The greatest injustice you can do to customers 
in your neighborhood is to operate at a loss on any 
line. You’ll only find yourself attempting to get more 
than you should on some other line in order to bal- 
ance out. 

At General Electric, we urge a three-point pro- 
gram: 

(1) Display and merchandise electrics. 

(2) Set a profitable price and stick to it. 

(3) Give your neighborhood the service for which 
you are noted. 

The electric housewares industry has had a history 
of steady growth. There is nothing to stop the elec- 
tric housewares industry from growing to $7.5-billion 
within 10 years. That is three times the present 
volume. How many durable goods industries will be 
that large? You can count them on two hands. 

With new products, economic growth of the coun- 
try in general, with new homes, greater population, 
larger gross national product one challenging obser- 
vation comes to mind: 

Someone must service these millions of new cus- 
tomers, someone will get his share of this exciting 
industry. Someone will sell the extra millions of 
units. 

Will this merchant be you? 

Don’t these things give you pause to consider what 
your share of this greater potential can be? Or, 
are you going to allow it to go by default? 

We as manufacturers can only go so far. We will 
do our part, but we need and must rely upon the thou- 
sands of retail dealers like yourselves to do their 
part. 





Wholesaling meets the challenge 
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horns. We've been complacent and al- 
lowed manufacturers to take us for 


granted when planning distribution. ” 


These have been rugged times 
for our hardware fraternity. At 
first glance it might appear that 
the prophets of doom, who claim 
imminent end of 
retailer and the 


By John S. Stiles 
President 
Morley-Murphy Co. 
Green Bay, Wis. 


‘,.. we ve got to start tooting our own 


to foresee the 
the hardware 





and wholesalers who supply him, are 
President correct in their predictions. in the distribution chain. The 
National Wholesale Hardware Serious challenges have been discount house, the super market, 


Assn. 
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made to our position as vital links 


the drug chain, and the so-called 
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wholesale catalog house are only 
a few of those who have risen to 
claim that they are better 
equipped to do the distribution 
job than we. 


Stripped to essentials, the chal- 
lenge with which we are faced is 
simply this: 

Can we, as wholesalers and re- 
tailers, move merchandise from 
the manufacturer’s production 
line to the ultimate consumer in 
maximum volume and at mini- 
mum cost? 


Still the best route 


It should be no surprise to you 
that any answer is an unqualified 
yes! I am 100 percent sold on the 
wholesaler-retailer method of dis- 
tribution as far superior to any 
other method, for the distribution 
of hard-line products such as we 
deal with in our industry. 

We are currently experiencing 
an extremely difficult period, with 
prices being slashed by so-called 
mass merchandisers, and with 
new types of competition spring- 
ing up from every side to create 
more headaches. 

I am firmly convinced that 
when the smoke clears away, the 
hardware retailer and the hard- 
ware wholesaler will still be do- 
ing business prepared to take full 
advantage of the next upward 
swing in the economic cycle. 


This idea doesn't work 


During the lush years of the 
recent past, many of our manu- 
facturing friends have geared 
themselves to turn out massive 
quantities of merchandise. 


With the advent of the reces- 
sion, readjustment, or whatever 
name you choose to call the cur- 
rent slowing in the business pace, 
many of these manufacturers 
have found themselves with in- 
ventories accumulating at a rapid 
rate. 

As might be expected, some of 
the discount channels of distri- 
bution began to look pretty good 
as potential outlets, particularly 
since they were in a position to 
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immediately place rather sizable 
orders. 

Some manufacturers decided it 
was possible to do a balancing 
act— carrying water on _ both 
shoulders—and pretended to be- 
lieve that they could sell outlets 


of this type without seriously 
harming their established cus- 
tomers. 


To say we didn’t like it, and 
still don’t like it, is putting it 
mildly. This distributing business 
is no tea party. Our likes and dis- 
likes aren’t going to change mat- 
ters one bit. 

We wholesalers and retailers 
exist for just one reason: to move 
merchandise from the manufac- 
turer to the ultimate consumer. 
We will continue to exist just so 
long as we can perform this task 
efficiently and at minimum cost. 

We wholesalers and retailers do 
give full measure for every dol- 
lar we receive. The average hard- 
lines manufacturer can ill afford 
to not use this potent distribution 
combination. 

We’ve got to start tooting our 





own horns. All of us have been 
far too complacent. As individual 
firms, we have failed to contin- 
ually shout the praises of our in- 
dustry at every opportunity. 

We have allowed our manufac- 
turing friends to take us too much 
for granted in formulating their 
distribution plans. 

We have failed to speak up 
sharply and consistently, when 
sales policies were adopted which 
were contrary to our best inter- 
ests. Most of us have been too 
contented to adopt a “let George 
do it” attitude, leaving it to our 
respective associations to Carry 
the ball. 

I don’t know where the dis- 
count houses got their press 
agents. Wherever they came from, 
they certainly have been doing a 
beautiful job of glamorizing their 
clients. 

They have succeeded admirably 
in selling the idea that the dis- 
count house represents a revolu- 
tion in merchandising. 

Of course, these mass merchan- 
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disers can sell at a lower price. 
They are not performing the com- 
plete distribution function! 

They perform only a fraction of 
the selling function. 

They make no attempt to build 
acceptance for merchandise but 
depend on the full-function re- 
tailer and the manufacturer to 
do it for them. 

The hard lines manufacturers 
in this country have millions of 
dollars invested in research and 
development of new items. Who 
will introduce them? The _  so- 
called wholesale catalog house? 
The discounter? The super mar- 
ket? I should say not! 


Dealer service needed 


These operators say establish 
the market for us, then we’ll cut 
the price! 

Do they perform a complete fi- 
nancing function? 

Definitely not. I suggest you se- 
lect an assortment of hardware 
items at the super market and 
tell them to charge it. They want 
their cash now! 

On the other hand, by the looks 
of the lists of liabilities of some 
of the discount houses which have 
been folding up in recent months, 
they haven’t been at all hesitant 
about doing business on the funds 
of the suppliers who sold them. 

As for servicing the manufac- 
turer’s products, the operator of 
this type generally wants no part 
of it. 


They want ready markets 


These catalog wholesalers, dis- 
count houses, drug chains, and 
super markets are currently di- 
verting millions of dollars from 
the manufacturer - wholesaler - re- 
tailer channel of distribution on 
which we depend. 

As these operations skim off the 
cream, they seriously weaken the 
retailer’s position. 

And yet, paradoxically, these 
outlets cannot exist without the 
help of the retailer. They are 
parasites! They want only lines 
and brand names which have pub- 
lic acceptance. 

What do you suppose would 
happen if every hardware whole- 
saler and every full-function hard 
lines retailer decided he was no 
longer interested in handling any 
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Industry Luncheon speaker is Rep. Frank Ikard, of Texas. 





Official Family Breakfast for state, regional and Canadian presidents 
and secretaries opened Industry Day progarm. 


line of merchandise which ap- 
peared in outlets of this type? 

Obviously, the sales volume of 
such manufacturers would dip 
substantially. Important as the 
business received from these dis- 
counters may seem, it is still only 
a small portion of the manufac- 
turer’s over-all sales. 

Without the service-function- 
ing retailer operating to develop 
acceptance for him, the discount- 
er would soon be clearing such 
items from his shelves. 

The result of such a jolt to the 
manufacturer would undoubtedly 
be a swift and objective reassess- 
ment of his position, with the ex- 
tent of his dependence on tradi- 


tional distribution channels being 
brought home to him all too forci- 
bly. 

There would unquestionably be 
a sudden revision of sales poli- 
cies for the better! 

We hardware retailers and 
wholesalers have played an im- 
portant part in developing con- 
sumer acceptance for many of the 
manufacturers who today have 
seen fit to seek plus business from 
some of these discount opera- 
tions. 

We, as individual firms, can de- 
cide to de-emphasize such lines, 
if we think we can’t quite afford 
to discontinue handling them. 
We certainly cannot continue in- 
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definitely to do profitless busi- 
ness, in order to meet the dis- 
counter, while the manufacturer 
makes his full profit. 

The functions performed by the 
wholesaler -retailer combination 
cannot be eliminated. They can 
only be transferred to others. 

If the thousands of hard-lines 
manufacturers who depend on 
our distribution partnership for 
the major portion of their volume 
were to be forced to perform our 
functions for themselves, the cost 
would be staggering and the con- 
sumer would have to pay the 
piper. 

But the public cannot be ex- 
pected to stop patronizing the 
various types of discount outlets, 
so long as they continue to offer 
a lower price, and provided the 
customer is willing to do without 
the many valuable extras he re- 
ceives when dealing with full- 
function retailers. 

As for the manufacturer, how- 
ever, his concern for the future 


well-being of his business, should 
cause him to carefully weigh his 
sales policy in relationship to its 
effect on his wholesale and retail 
customers, who are far more im- 
portant to him than any tempo- 
rary plus volume he may enjoy 
from the so-called mass merchan- 
disers—whether he knows it or 
not. 

It’s our job to see that he 
knows it. 

Such action will serve. to 
dramatize the fact that by any 
vardstick which measures’ the 
true value of service rendered, 
our distributing combination is 
efficient. It is the manufacturer’s 
best bet to move merchandise into 
consumption at minimum cost. 

I would be the first to admit 
that we wholesalers are far from 
perfect, and must continue to 
streamline and improve our op- 
erations in every way possible. 

Much has been accomplished 
along these lines in recent years, 
but much still remains to be done. 
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This is a fast-moving business 
and he who stands still will soon 
be trampled underfoot. 

New methods of materials han- 
dling, order processing, and in- 
ternal procedures are constantly 
being studied and installed by 
progressive wholesalers in order 
to provide the retailer with better 
service. 

The hardware industry is ex- 
periencing a shake-out. There are 
those that will fall by the way- 
side, but out of it all will come 
a stronger, more aggressive group 
of wholesalers and retailers. The 
discounters will eventually run 
their course and we can look for- 
ward to a relatively stable mar- 
ket, that is until somebody eise 
comes along with another new 
way to beat the game. 


How Sears sells with credit 








By Frank J. Ross 


Assistant general credit 
manager 

Sears Roebuck & Co. 
Chicago, Ill. 


HARDWARE AGE, AUGUST 14, 1958 


... credit is a service that must be 


sold — just as you sell merchandise. 


It must be advertised, displayed and 


discussed on a day-to-day basis.. . 


We do just about everything that 
we can to let it be known that “Any- 
thing and Everything Sears Sells 
is Available on Credit’”—Easy Pay- 
ment or Revolving Charge. 

For mail order and catalog sales 
offices, the inside back cover of our 
big catalogs has traditionally been 
devoted to an explanation of our 
Easy Payment Plan. 

Through the book we have other 
pages promoting credit selling of 
special lines; as household appli- 
ances, modernizing materials, etc. 

Individual pages, in many in- 
stances, contain a variety of foot- 
note references to Easy Payment 


°° 


terms, usually inviting customers 
to refer to the Easy Payment pages 
for complete information. 

Articles priced at $20 or more are 
advertised with the required down 
payment and monthly payment, as 
well as the cash price. 

In our retail stores, the man or 
woman in charge of the credit 
department is the credit sales man- 
ager. This title was selected because 
we feel that the addition of the 
word sales is more descriptive of 
the job we want our people to ac- 
complish. And the department is 
the credit sales department. 

Our customer contacts in retail 
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stores are normally by newspaper 
and circular advertising or shop- 
ping visits to our stores by custom- 
ers, 

Our newspaper ads almost in- 
variably include references to use 
of Sears Easy Payment Plan or 
Revolving Charge Plan. The type 
of reference is usually governed by 
the kind of merchandise advertised. 
Ads that contain big ticket items 
include the down and monthly pay- 
ments for individual articles. 

Much emphasis is given to credit 
promotion in store signing. 

Attractive signs suggesting the 
use of Sears Easy Payment or Re- 
volving Charge Plans are located 
throughout our stores. 

We plan our signing so that you 
cannot stand at any spot in a Sears 
store without being able to see some 
kind of sign promoting the use of 
credit. 

Terms—at least down payments— 





What credit means to Sears... 


“The percentage of install- 
ment business to total com- 
pany business in 1935 was 
only 16 percent—by 1957 it 
was almost 46 percent. Our 
Easy Payment Plan accounted 
for 39 percent of our 1957 
credit business and revolving 
charge 7 percent.” 





Officers and their wives at the head table at the Industry Banquet, 








final social affair of the Congress. 





Officers and their wives march into 
Industry Banquet. 


are featured in all displays of big 
ticket merchandise, and price tags 
on individual articles show the re- 
quired down payment and monthly 
payment. 

Perhaps the most important fac- 
tor in increasing credit sales is the 
promotion of add-ons to open ac- 
counts. 

Your established credit customers 
are your best source for additional 
credit business. 

Review your accounts on a regu- 
lar schedule and determine which 
customers you consider to be eligi- 
ble for additional credit. Write 
these customers, thanking them for 
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the grand ballroom to start the 


the satisfactory manner in which 
they are paying, and invite them to 
make additional purchases. Custom- 
ers greatly appreciate this courtesy 
and really respond to the add-on 
invitation. 

When accepting payments on ac- 
counts, your employee should en- 
courage additional purchases where 
the balance and payment record in- 
dicate the customer is open to buy. 

Your customers who have satis- 
factorily closed their accounts are 
also a splendid source for additional 
credit business. At the time such 
accounts are closed, customers 


should receive a thank you letter 











with an invitation to reopen the 
account. 

From time to time follow - up 
letters should be sent to your closed 
account customers. These letters 
can tie in with the buying season 
for various types of merchandise. 

The axiom “A credit customer is 
yours —a cash customer is any- 
body’s” is altogether true. It is 
extremely important to get good 
credit customers on your books and 





Sears credit policy 
“To obtain all the good profit- 
able credit business that we 
can get.” 





even more important to keep them 
buying. 

Credit is a service that must be 
sold—just as you sell merchandise. 
It must be advertised, displayed, 
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discussed. This has to be done on 
a day-to-day basis, not just at some 
particular season, sales event, etc. 

Only by persistently suggesting 
that customers use their credit will 
you realize the fullest benefit in the 
form of plus sales. 


What makes a good promotion 








From a retailing standpoint there 
are four ingredients of a promo- 
tion: 

(1)-A merchandise offer. 

(2)-Stimulation of a dealer or- 
ganization. 

(3)-Implementing materials. 

(4)-Consumer advertising. 

Combine the best of manufac- 
turer-supplied material and local! 
material to give your promotion 
local flavor. Use product literature, 
streamers, national ad blowups and 
reprints. 

As a consumer, I am a little mys- 
tified by the infrequency of typical 
hardware advertising. It seems to 
me that once or twice a year the 
hardware stores in the area are 
consumed with a desire for my 
business, but on a day-to-day basis 
they have little interest. Remember, 
no retail business today can afford 
not to advertise consistently. 

Newspapers would be your best 
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... promote your store. .. your main 


function is to act as the final, most im- 


portant link in the distribution system 


’°? 


in America... 


by D. C. McDermand 


Sales promotion manager, appliances 


Hamilton Mfg. Co. 
Two Rivers, Wis. 


bet for local advertising. This ad- 
vertising is flexible, offers you max- 
imum assistance by trained people. 


And don’t overlook spot radio 
when preparing a hot promotion. 
The resurgence of daytime radio 


Social program for the ladies included this luncheon at the hotel, fol- 
lowed by an ice show, and a continental breakfast later in the Congress. 
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has been miraculous. It provides 
broad coverage at attractive rates. 

When you have established your 
theme and have ordered your pro- 
motional materials and set up your 
advertising, tell employees about it. 
When a consumer enters your store 
and wants something you adver- 
tised, and your employees say, “I 
didn’t see the ad,” your customer 
will be good and mad. 

People will buy because they want 
or need things and because a sales- 
man has found and defined these 
wants and needs in specific terms, 
then supplied specific answers to 
them. 

A promotion to be _ successful 
should cause consumers to buy 
something, and salesmen to sell 
something. Lately they have not 
been doing either. 


As a consumer I understand that 
your main function as a retailer 
is to act as the final, most impor- 
tant link in the distribution system 


in America. Your function is to 
have available for your local ter- 
ritory nationally advertised prod- 
ucts of all types. 

Your existence is justified be- 
cause you perform these functions. 
You gain profit because of the 
value you add to a product when 
you with other dealers cause it to 
be offered all over the country. 

I believe that many retailers have 
been acting as much as an obstacle 
to the final sale as they have been 
an incentive to it. 

Every business has an image, a 
personality if you will. It is created 
by a hundred subtle influences. 
These include location, store front 
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appearance, windows. They include 
your newspaper ads, the mainte- 
nance and cleanliness of your sales 
floor, appearance of your sales peo- 
ple, their attitude and your repu- 
tation. 

When you get home look at your 
store, your ads, your windows, your 
employees as if you were seeing 
them for the first time. Decide 
what must be done to improve the 
personality of your store. Then do 
it. 


Service sells hardware 





6é 


. . . What the customer wants spells 


the word care: c is for consideration; 


a is for alertness; r is for resourceful- 


ness: and e is for enthusiasm ... 


by William B. Logan 
Associate prof. of education 
Ohio State University 
Columbus, Ohio 


Selling is many things. In the 
hardware store we might call it 
service—customer service. 


Probably as much as any other 


type retail store, the hardware 
store is a place where people 
come for information. 

Selling in this kind of a situa- 
tion is a helping job. It requires 
patience, tact, courtesy, and em- 
pathy—a word the psychologists 
use to mean putting yourself in 
the other guy’s shoes. 


What does it take to satisfy the 
average customer? Do we really 
have to put super star salesmen 
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on our floors? No. The salesper- 
son will be a success if he does 
four things. Put them all to- 


gether and they spell care. 








ae 


Convention speaker, 








Arthur W. 
Ramsdell, MacDonald-Cook Co., on 
"Traffic and Turnover.’ 
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In the first place the customer 
wants consideration. 

He wants to be recognized 
when he comes into the store. It 
makes him feel important and 
all of us like to feel important. 
People like being in places where 
they get this kind of treatment. 
So a good salesperson gives his 
customers consideration. 

Second, a successful salesper- 
son has to be alert. 

The customer likes a person 
who is on his toes. Who knows 
the answer to questions. Who is 
interested in the customer. 

Third, the salesperson must be 
resourceful. 

The average customer can get 
pretty mixed up about his how-to- 
do-it-yourself problems. He ex- 
pects the salesperson to straight- 
en him out, solve his problem cor- 
rectly. A good salesman is re- 
sourceful. He knows how to get 
the customer out of his dilemma. 
If he doesn’t he makes the cus- 
tomer a friend by trying. 

Last, a good salesperson should 
have enthusiasm. 

The grouch, the indifferent per- 
son, the easily irritated person 
has no place on the sales floor of 
a hardware store. 
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Inventory tailored to community 


promotes giftwares traffic 


How unusual advertising and special displays 


pull store traffic to build firms’ sales 


Imaginative buying is the key to a profitable 
giftware department. 

There should be items low enough to meet all 
customers’ needs, and some in high price ranges 
to suit the tastes of people in higher income 
brackets. 

This policy has built giftwares profits for 
Ralph S. Senders and his wife Jeanne, in their 
Ames Hardware in Albany, Ore. 

About one-third of the firm’s stock is in gift- 
wares. The sales area is 45 x 100 ft with gift- 
wares on the right-hand side of the store in the 
front. 

Until recently the general price range in the 
giftwares section was from $1 to $20, with most 
of the items priced between $2 and $12. 

In 1957 the Senders reduced the price range. 
They stock many giftwares to sell at $5 or less. 

Albany is a small city whose principal indus- 
try is lumber. The city has suffered from a 
decline in lumber demand. 

The firm tries to get as many items as it can 
that are unusual and which are not offered else- 
where in the city. The Senders attend gift shows 
in Los Angeles and in Seattle to see what is 
new. They study the tastes of their customers 
who want new but fairly conservative items. 
They watch what is being advertised in maga- 
zines such as House Beautiful and Better Homes 
& Gardens and check manufacturers so that 
they can stock these lines. Mrs. Senders also 
shops competitors. 

Ames Hardware’s advertising program has 
done much to build sales of giftwares. That 


program is distinguished by the original think- 
ing of the owners. 

One thing the Senders try to work into their 
advertising is an individual style that will be 
recognized instantly. 

Each ad shows the store’s name at the top and 
also at the bottom, with a listing of merchandise 
items down one side. On the other side usually 
appears a cut or some very brief text in bold 
type. Most ads’ include the slogan, “At Ames, 
of course.” 

They use co-operative advertising as well. By 
individualizing them, they find that they make 
these ads much more interesting to their readers. 


The firm does not offer special prices except 
on two occasions. Once is during their pre-in- 
ventory sale, the other time during their “‘Dog- 
Days,” which they originated several years ago. 

Window displays are as highly individualized 
as are this firm’s ads. They try to get a theme 
into every window display, so that all merchan- 
dise is related to the theme. One good idea, for 
instance, was their window in which they dis- 
played only merchandise retailing for $2. 

The owners are equally alert to special pro- 
motions. One that they have developed has been 
a contest for table settings made up by mem- 
bers of different women’s clubs in Albany. 


The owners invite 15 clubs to come into the 
store and make up their own table settings. 
They leave the 15 tables on display in the store 
for one week. Judges are appointed, and the 
store’s customers are also given the opportunity 


to vote for the table setting that they like best. 
Votes are given according to the amount of 
the customer’s purchases. This stimulates a 
good deal of interest among customers. During 
that week, Mr. Ames estimates, the promotion 
brings at least 1000 people into the store. 


At the end of that week, the prizes are 


Mr. and Mrs. Ralph Sen- 
ders check some new 
items just received in their 
attractive giftwares de- 
partment. 


Even the ceiling is used to 
support display props for 


this 


eye-catcher _gift- 


wores section. 


awarded. First prize is $25, second $20, third 
$15, and fourth $10. 

After awarding of the prizes, the four win- 
ning table settings are left on display in the 
store for another week. 

The firm uses at least two display ads in a 
local newspaper each week. 


® End 
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now standard in new 50 Ib. carton 
and the familiar 100 Ib. carton 


...at no extra cost 


Nail inventory is more complete 
with J&L’s new 50-pound card- 
board carton, now available at 
no extra cost. 

J&L’s colorful 50-pound car- 
ton, made of 275-pound test 
board, is tough and durable with 
a two-piece telescoping design. 
Hand holes facilitate handling. 

The full-weight carton is only 
seven inches high. Other dimen- 
sions are 9” x 9”, 10” x 10” or 
11” x 11”, depending on the nail 


size. The new package permits 
fast, easy stacking with no waste 
of storage space. 

In addition to the standard 
cartons, J&L’s fast turnover 
line of nails is also pre-packaged 
in one-, five-, 10- and 25-lb. boxes. 

Next time you order, ask for 
J&L controlled-quality nails. Get 
name of your nearest supplier by 
writing to Jones & Laughlin Steel 
Corporation, 3 Gateway Center, 
Pittsburgh 30, Pa. 


Jones & Laughlin Steel Corporation 


PITTSBURGH, PENNSYLVANIA 








Midwest Hardware & Housewares Show 









How to shop the Midwest Show 


Dealers can meet their wholesalers and inspect manufacturers’ lines at first 


Midwest Hardware & Housewares Show on Chicago’s Navy Pier, Sept. 7 through 10. 


Here are highlights of first joint exhibit of four state retail hardware 


associations, to help you plan your visit to the Midwest Show 


A new hardware and housewares 
show will open on Sept. 7 at Chi- 
cago’s Navy Pier. This Midwest 
Hardware & Housewares Show re- 
places the individual shows of four 
retail hardware associations: In- 
diana, Illinois, Michigan, and Wis- 
consin. 

A new idea on the wholesaling 
level is being tried at this show, 
to give dealers and suppliers an op- 
portunity to work closer together. 

Several midwestern wholesalers 
will have conference booths set up 
as a meeting place with dealers. 
Other wholesalers are sending buy- 
ing teams to Chicago. Some whole- 
salers with salesmen at the show 
plan to shop the show with dealers, 
writing up dealers’ orders as they 
cover the more than 500 exhibits. 

Dealers and wholesalers from as 
far away as Texas and Louisiana 
have registered, in addition to those 
from the sponsoring state associa- 
tions. More than 15,000 hardware- 
men are expected to attend, ac- 
cording to William B. Moody, show 
manager. 

A new show with new ideas 
means dealers must organize their 
visits in advance, if they want to 
make the most of the trip. 

The following information is to 
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help you plan your trip now so you 
will have more time for the im- 
portant things like handling and 
buying new products, storing up 
product knowledge, setting up pro- 
motional programs, and sharing 
and solving mutual problems of 
hardware merchandising with 
wholesalers and manufacturers. 


Dates and show hours: 


® Show dates—Sunday, Sept. 7 
through Sept 10. 
® Show hours—Sept. 7, 12 noon- 


AAA 


9 p.m.; Sept. 8-9, 10 a.m.-6 p.m.; 
Sept. 10, 10 a.m.-10 p.m. 


Exhibit facts: 


® More than 500 booths, filling 
the entire north side of Navy Pier. 
® Official show headquarters and 
state association headquarters are 
in separate suites of Hotel Mor- 
rison. Staffs of four associations 
will be on hand. 
® Specialized lines of hardware 
(lawn and garden, etc.) will be 
(Continued on page 86) 
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Summary of Midwest Show highlights 


Place: Chicago, Navy Pier. 
When: Sept. 7 through 10. 
Sponsors: Four retail hardware associations, Wisconsin, 


Illinois, Michigan, Indiana. 


Accommodations: 
Harrison, Allerton. 


Hotels Hilton, Morrison, Congress, 


Feature: Wholesaler conference booths, and meeting 


dealers to inspect manufacturers’ lines. 


Advance registration: Midwest Hardware & Housewares 
Show, 1451 Merchandise Mart Place, Chicago 54, Ill. 
Travel arrangements: Railroad special arrangements for 


dealer groups. 
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HISTORY-MAKING 
eR-V-TEX 
e CEL-0-GLASS 

eR-V-LITE POLY 
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AMERICA’S NEWEST WINDOW MATERIAL | TOUGH ALUMINUM-BLACK R-V-TEX 


Heat-reflecting aluminum on one side, black on the other, and 
really tough! R-V-Tex 600X is unlike any other polyethylene 
protective material. Reinforced with non-stretch, non-sag Fiber- 
glas. Sun resistance makes it ideal for any outdoor use. Profit 
through sales for tractor, automobile or machinery cover, silo 
and crib cover, stack cover, ditch and pond liner. 100’ rolls, 72° 
width, 8 mil thickness, or may be pre-cut to standard sizes with 
grommets at 2-ft. intervals. Demand the original genuine R-V- 
Tex.* Available only through your R-V-Lite representative. 





R-V-Tex 500X is America’s newest low-cost window material 

. a runaway best seller! Tougher than any polyethylene-base 
clear material because it’s reinforced with non-sag, non-stretch 
Fiberglas! Lasts longer because it resists snags and tears. And 
low priced to reach all your trading area. 150’ rolls, 36” and 
72” widths, 4 mil thickness. Insist upon the original R-V-Tex ... 
through your R-V-Lite* representative, exclusively. 


/‘? 

















CEL-O-GLASS.... MORE USES THAN EVER| R-V-LITE WIDE POLY SHEETING 


Architects and decorators use Cel-O-Glass as never before, both You can supply aif your trading area’s polyethylene needs, 
indoors and out. Recommend and sell it for garden screens and from domestic to heavy industrial demands. Your R-V-Lite rep- 
windbreaks, fence heightener, panel doors and gates, in ad- resentative can help you maintain stock for all purposes, in 
dition to regular window and lighting purposes. More plastic any width (in either clear or black) from 36” to 40 feet, any 
per square yard, longer life assures customer satisfaction. weight, light, regular or extra-heavy. Take advantage of the 
Genuine, original Cel-O-Glass* available only through your fast-growing polyethylene market with R-V-Lite poly. 


R-V-Lite representative. 


Arvey ~C ORPORATION aennaioa conan 








Since 1905 R NS 





* “R-V-Lite”, “R-V-Tex” and “Cel-O-Glass” are trade marks of Arvey Corporation, Chicago. Copyright 1958 by Arvey Corporation, 
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FIR S T iL at the great new 


MIDWEST HARDWARE 
and 
HOUSEWARES SHOW 


“We'll see you in Chicago with new lines, new prices, new promotions,” say America’s 
“blue chip” hardware and housewares manufacturers. 













THIS IS IT—the kick-off for ’59; the big Show you can’t afford to miss. You'll see the 
latest and hottest merchandise first, plus the promotion plans that v. ill help get action 
at your Cash register. 


THE RIGHT TIME—THE RIGHT PLACE... 
CHICAGO'S NAVY PIER - SEPTEMBER 7-10, 1958 


Mail coupon today for advance registration and hotel rooms in America’s greatest convention city. 
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PRE-REGISTERNOW! | 00, vam eponcaenatec — . 
Midwest Hardware & | [] Yes | 
Houseware Show COMPANY NAME BUYER [} NO | 
1451 Merchandise | STREET ADDRESS 
Mart Plaza | 
Chicago 54, Illinois | CITY ZONE STATE | 
. : = PRINCIPAL COMMODITY BUSINESS 
PRensrengen S-253" | (J Hardware [ ] Department Store [] Retail 
| (J) Farm Equipment [| Variety [| Wholesale ' 
(Children under 16 [_] Lumber & Bidg. Supplies [ ] Other |] Manufacturing 
not admitted) " [| Garden Supplies [ |] Other l 
} [] PLEASE SEND US HOTEL RESERVATION FORMS | 
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Wholesalers you will dee at the . . « 


MIDWEST 


Acme Quality Paints 

(Insecticide Div.) 

Acme Quality Paints 

(Paint Div.) 

Acorn Adhesives Co., Inc. 
Aero Manufacturing 

Company 
Affiliated Can Co., Inc. 
Akay Corp. 

(Div. of Hauser Prod.) 
Allied Basket Company 
Allied Wheel Products Co. 
American Sisalkraft Corp. 
American Tack Co., Inc. 
Amerock Corp. 

Arrow Fastener Co., Inc. 
Arvey Corp. 

Associated Mills, Inc. 
James S. Baker (Imports) 

Co., Inc. 

Bar-B-Bow! Manufacturing 

Company 
Bearfoot Airway Corp. 
John Berg Mfg. Co. 

C. L. Berger & Sons, Inc. 
Otto Bernz Co., Inc. 
Best? Rollr, Inc. 

Billings & Spencer Co. 
Black & Decker Mfg. Co. 
Blossom Manvufacturing 

Company 
Borden Chemical Co., The 
Boyer Chemical Co. 

Bull Dog Electric Products Co. 
Bulman Corp. 

Burgess Vibrocrafters, (Tools) 
Burgess Vibrocrafters, 

(Hswrs.) 

Camp Co., Inc. 
Campbell-Odell, Inc. 
Carlisle Mfg. Co., Inc. 
Chesley Industries, Inc. 
Chicago Specialty Mfg. Co. 
E. D. Coddington Co. 
Continental Can Company 
Continental Drill Corp. 
Continental Scale Corp. 
Dalton Mfg. Co. 

D-Con Company 

J. C. Decker, Inc. 

Delta Power Tools 

DeMert and Dougherty, Inc. 
Desert Ray Products, Inc. 
Devoe & Raynolds Co., Inc. 
DeWalt Division of AMF 
De Witt Products Co. 

Dille & McGuire Mfg. Co. 
Donald Durham Co. 

Eagle Mfg. Co. 

Eclipse Lawn Mower Co. 
Elco Tool & Screw Corp. 
Fauitiess Caster Corp. 
Firelogs, Inc. & 

Brassware Corp. 

Flash Mfg. Co. 
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HARDWARE and 


HOUSEWARES 


Flexan Corp. 
Foley Mfg. Co. 
Gardex, Inc. 
Gary Screw and Bolt 
General Electric (Appl. Div.) 
General Electric (Lamp Div.) 
Georges Industries 
Gerts, Lumbard & Co. 
Gleason Corp. 
Gotham Industries, Inc. 
Greenlee Tool Co. 
Hahn, Inc. 
Hall Industries 
Hamilton Mfg. Corp. (Cosco) 
Hardware Mutuals 
Hartwell Bros. 
Henry L. Hanson Co. 
Heineke & Co. 
W. C. Heller & Co. 
Hooker Glass & Paint Mfg. Co. 
H. D. Hudson Mfg. Co. 
International Oil Burner Co. 
Irwin Auger Bit Co. 
Jacobsen Mfg. Co. 
Jordan Industries, Inc. 
Kent Corp. 
Kerr Wire Products Co. 
Kirsch Co. 
Max Klein, Inc. 
Knape & Vogt Mfg. Co. 
Victor J. Krieg, Inc. 
Laitner Brush Co. 
LaPierre-Sawyer Handle Co. 
Lavelle Rubber Co. 
Loma Plastics Inc. 
Macklanburg-Duncan Co. 
Melard Mfg. Corp. 
Melnor Industries Inc. 
Fred Meyer of California 
Millers Falls Co. 
Monarch Marking System Co. 
Morgan Sign Machine Co. 
J. W. Mortell Co. 
Moto-Mower 
F. E. Myers & Bros. Co. 
New England Carbide Tool 
Company 
New Hermes Engr. 
Machine Corp. 
Nicholson File Co. 
Olin Mathieson 
Chemical Corp. 
Lee Olsen Knife Co. 
Outdoor Chef Products Co. 
Ox Fibre Brush Co., Inc. 
P. & C. Tool Co. 
Par Enterprises 
Patterson-Sargent Co. 
Penens Tool Corp. 
Pennsylvania Lawn Mower 
Pennsylvania Saw Corp. 
Plierench Co. of America 





Poper Iron & Wire Works, Inc. 


Popular Mechanics Press 
Porter-Cable Company 


Quaker Industries, inc. 
Quick Chemical Corp. 
Reardon Company 
Redi-Bolt Company 

Remien & Kuhnert Co. 

W. C. Redmon, Sons and Co. 
Republic Molding Corp. 
Revere Copper & Brass Inc. 
Rival Manufacturing 

Company 
Rocco Products, Inc. 
Royal Oak Tile and Paint Co. 
Rubbermaid, Inc. 
©. M. Scott and Sons Co. 
Scovill Mfg. Co. 

(Green Spot Div.) 
Scovill Mfg. Co. 

(Hamilton Beach Div.) 
Seymour of Sycamore, Inc. 
H. B. Sherman Mfg. Co. 
Shor-Line Sewer 

Equipment Co. 

Sinclair Industries, Inc. 
Skil Corp. 

Southern Fabricators Corp. 
Speco, Inc. 

Stadler Fertilizer Co. 
Standard Products Co. 
Standard Tool Co. 


PARTICIPATING 


SHOW 





Stanley Elect. Tools 

Stanley Tools 

Star Expansion Midwest, Inc. 

Steel-Bilt Construction Co. 

Stellad Products, Inc. 

John Sunshine Chemical Co. 

Sunnyside Oil Company 

Supreme Products Corp. 

Swingline, Inc. 

Sylvania Electric Prod., Inc. 

Synthetic Fabrics Company 

Thor Power Tool Co. 
(Speedway) 

Time Saver Tools, Inc. 

Toledo Pipe Threading Mach. 

Turner Brass Works 

Turner & Seymour Mfg. Co. 

U.S. Expansion Bolt Co. 

United States Plywood Corp. 

Vaco Products Co. 

Vaughan & Bushnell Mfg. Co. 

Virax Metevier Lang 

Walton-March 

Warp Brothers 

Western Mineral Products Co. 

Western Newell Mfg. Co. 

Will-Burt Company 

J. Wiss & Sons Co. 

Wrightway Engineering Co. 


WHOLESALERS 


Ace Hardware Corporation 
Barrett Hardware Company 
Belknap Hardware & Manufacturing Co. 


Conron, Inc. 
Cotter & Company 


Hardware Wholesalers, Inc. 
Hibbard, Spencer, Bartlett & Co. 
Janney, Semple, Hill & Co. 
Shapleigh Hardware Company 











Giftwares pull traffic 


How a hardware department locates giftwares upfront, 


stocks department with housewares that have 


gift appeal, to build volume and store traffic 





Giftwares display of glassware is shown near outdoor living items. 


A well-stocked up-front gift- 
wares department builds volume 
and draws a lot of traffic that 
might not otherwise visit a store. 
That’s the experience of H. E. 
Schanz Co. of Caldwell, N. J., 
which has set up a varied display 
of gift and outdoor-living mer- 
chandise in an up-front location, 
showing them off in mass displays. 

Perforated wallboard panels, 
open racks and shelving are used. 
Robert H. Norris, manager, got 
the idea last Christmas when he 
arranged a small giftware display 
for holiday shoppers. 

Since he is in a suburban area 
where there is much enthusiasm 
for outdoor living, he includes gift- 
wares that are used indoors and 
out. 
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“We consider giftwares a 
natural part of a housewares de- 
partment, since many housewares 
items are bought as gifts,” Mr. 
Norris says. “That’s why we've 
set up our display as an extension 
of the housewares section. 

“Putting the gift stock in a 
front corner of the store makes it 
stand out sharply so it is not 
confused ‘vith the rest of the stock.” 

Gift merchandise appeals to the 
average housewife whether she 
lives in a private home or an 
apartment. Basic housewares and 
pottery stock, paper goods includ- 
ing cocktail napkins, fine grades 
of flatware and cutlery, serving 
sets and clocks are among the 
featured items. 


Mr. Norris also stocks items 
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which non-competing stores usually 
do not carry. He couldn’t avoid 
overlapping entirely, but prefers a 
varied stock most of which can not 
be found elsewhere in town. 

Open racks and shelving promote 
self-selection. Displays are _ rear- 
ranged to stimulate interest and 
to take advantage of seasonal 
trends. 

Mr. Norris makes good use of 
dealer display helps provided by 
manufacturers. 

The store’s most valuable promo- 
tion unit is one of the two windows 
directly in front of the gift de- 
partment which features. this 
merchandise. 

Ads are published in the weekly 
Caldwell Progress, a local news- 
paper. The firm also mails catalogs 
and flyers furnished by manu- 
facturers and wholesalers. 

Peak giftwares volume is done 
during the Easter and Christmas 
shopping seasons, but Mr. Norris 
is trying to level out his giftwares 
sales during the entire year, build- 
ing up slow item sales and im- 
proving sales wherever he can. 

One way he can do this, he 
believes, is through a gift registra- 
tion service he is trying to work 
out with a manufacturer’s help. 
Under this plan customer gift 
choices will be registered on a 
card index. Customers buying gifts 
ean check these records to avoid 
duplication. ® End 









What makes a ‘shopper-stopper?”’ 

















































A LIGHT, BRIGHT, eye-attracting Pittsburgh Open-Vision Front. Pittsburgh Store Front Products include Pittsburgh 
Store Front—that’s what. The large glass areas form Polished Plate Glass and Twinpow’” Insulating Glass Units 
a big showcase for wide-open display of your merchandise for the open-vision front, supported by Pirrco” Store 
—the best way in the world to make passers-by stop, Front Metal. Tuspetire”, West and Hercuurre”® Doors, 
take notice—then come inside to buy. A new store front Pittsburgh Door Frame Assemblies and Prtrrcomatic* 
will bring your regular customers in more often, too. Automatic Door Openers can also be used in your new 

Many businessmen owe increased profit and prestige or remodeled store front. It will profit you to investi- 
to modernization with a Pittsburgh Open-Vision Store gate a Pittsburgh Open-Vision Store Front soon. 

FREE BOOK. For more informa- 







tion on Pittsburgh Open-Vision 7 
Store Fronts, send in the coupon 
and we'll be glad to send you 
our new store front booklet. 


Pittsburgh Plate Glass Company 
Room 8256, 632 Fort Duquesne Bivd. 
Pittsburgh 22, Pennsylvania 


r 
: 

| Please send me a free copy of your booklet, 
| “Put Your Best Store Front Forward.” 

| 

| 

| 

| 


Name 


Address . 
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Anniversary promotion ... 


Cost: less than $200 





Results: sales up 15% 





Yes, these are the figures of a New 


England dealer who perked up business 


this spring with a month-long special 


A major sale event need not cost 
a fortune. 

George and Erwin Brosler, a 
father and son dealer team, proved 
it. It could work for you. 

In brief, here’s what the Broslers 
did to bring traffic to their Bridge- 
port (Conn.) hardware store: 
® Had their own broadside 
printed, at a cost of $108 for 4000 
copies. 
© Featured 50 spring items, 4 cou- 
pon specials, and 3 giveaways. 
® Had two school students deliver 
them as handbills to homes of all 
local residents. 
® Spread delivery out over three 
week period, for a one month sale. 
© Spread featured items around 
store to equalize traffic for more 
impulse sales. 

The reason for Brosler’s sale was 
the 25th anniversary of the store. 
A personal sales event rather than 
an ordinary newspaper ad or regu- 
lar broadside was wanted to thank 
local residents for store’s continu- 
ing success. “Celebrate with 
George” was the broadside’s theme. 
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Did the low cost (2%é¢ per cus- 
tomer) sale pay off? 

It did. 

In the face of the worst economic 
conditions and weather in many a 
spring, Brosler’s: 
® Showed a better than 15 percent 
sales increase. 
® Sold merchandise for 600 coupon 
items, or 15 percent of a possible 
4000. 
® Made customers out of many 
local residents who had never been 
in the store. 
® Made happier customers among 
the ranks of regular trade. 

How did Brosler’s prepare its 
own broadside? 

The cooperation of several whole- 
salers made it possible. 

Brosler’s made a list of key 
spring items it knew would go over 
big. The list was in tune with the 
wants of the community. The list 
was submitted to wholesalers. Each 
supplier was asked to add an extra 
discount in view of Brosler’s 25th 
anniversary. 


Because of loyalty and dim 





spring sales, most wholesalers co- 
operated by giving Brosler’s a price 
break. 

Then the Broslers made up their 
own broadside by clipping illustra- 
tions of items from suppliers’ cata- 
logs and specification sheets. Where 
an illustration was not available, 
Brosler’s made a hand drawing in 
India ink. 


The broadside was printed on 
glossy stock by an offset printer; 
4000 copies cost little more than 
$100. Rather than face a big post- 
tage bill, Brosler’s had two super- 
vised students deliver them to local 
homes by hand, at low cost. 


Two thousand broadsides were 
delivered the first week of sale. 
One thousand each were delivered 
to different addresses the second 
and third weeks. Sales reaction 
was therefore spread over approxi- 
mately one month. 


The personal appeal of this 
broadside worked, for almost every 
customer who entered the store 
said, “I want to see George.” ® End 
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SOUTHERN PLATED SCREWS? 


Stock up now on plated screws by Southern, so you 
will be able to supply Southern quality screws that 
are corrosion-resistant and handsome, too. Southern 
Screws current ads in the national craftsmens mag- 
azines point up the advantage in using quality 
plated screws that last longer, and cut down on rust 
and other discolorations on home projects and 
repairs. Although they cost slightly more than con- 
ventional screws, craftsmen are glad to pay the 
extra for the plating advantages. 


SCREW COMPANY 


STATESVILLE ° NORTH CAROLINA 
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There’s an extra amount of “sell” in Southern’s clean 
green package with the EZ to C® label, because 
Southern’s plated screws are as bright and shiny as 
the day they’re made. They stay that way in your 
bin, too. Plated finishes regularly stocked are: cad- 
mium, zinc, chrome, hot galvanized and blued. 


All of Southern’s cadmium and zinc plated screws 
are treated for extra brightness and corrosion re- 
sistance with IRIDITE® chromate conversion coat- 
ing. These IRIDITE® plated screws take paint 
without additional treatment. 


Stock up on Southern’s plated screws—a new profit 
item for you in a new area of demand by craftsmen 
who put quality first. 


Order Southern’s plated screws today from your 
Southern distributor.. 


Wood Screws ® Stove Bolts ® Machine Screws & Nuts ® 
ABC & F Tapping Screws ® Wood Drive Screws 


Warehouses: New York ® Chicago ® Dallas ® Los Angeles 
Sold Through Leading Wholesale Distributors 
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Free selling help for you! 


Cash-in by TYING-IN with the 


STEELMARK PROGRAM 


U. S. Steel’s great new year-round marketing service designed to help you sell more products made of steel 


This month, and every month in the 
year, 47,000,000 consumers will be 
hearing about, learning about, and 
wanting products made of steel—prod- 
ucts that you sell. On the United States 
Steel Hour, in Saturday Evening Post, 
in Time Magazine, they will be told , 
how products made of steel are light, 
stylish, right for modern living. The 
theme of this advertising is “‘Steel light- 
ens your work . . . brightens your lei- 
sure ... widens your world’’. Consumers 
will be urged to look for this merchan- 
dise tag, this mark of value, when they 
buy. 


—-—------ FREE MERCHANDISING HELP -—---——————— 


STEELMARK PROGRAM 
United States Steel 
Pittsburgh 30, Pennsylvania 


Send me my STEELMARK Merchandising Kit which includes window/wall banners, mer- 
chandise tags and stickers, counter displays, ad helps, and detailed information on how /| can 
make this great traffic-building promotion my own local promotion. 


i, 


BEARERS RRS SE See 
Type of Outlet: 
(1) Department Store [) Appliance Store [) Hardware Store [) Kitchen Dealer 


2 RSE ieee 
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Send for your free kit 
Send the coupon, today, for your free 
STEELMARK Merchandising Kit. Put 


up your STEELMARK displays. T'ag your 
merchandise. Feature the STEELMARK 
in your advertising of products made 
of steel. Tie-in with your bank and 
utilities in a community STEELMARK 
promotion. All the materials and help 
you need are contained in the STEEL- 
MARK Merchandising Kit. Send for 
yours. Don’t miss this great opportunity 
to add extra sell to your products made 
of steel. 


USS is a registered trademark 


ss) United States Steel 
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Signs with 
motion 
color 


humor 
sell 


oarden 


lines 


Color, humor, and motion 
in displays sell merchan- 
dise. 

All of these elements are 
used in the two displays 
shown on this page. They 
were used in the Builders 
Hardware Emporium, in 
Van Nuys, Calif. Bill Ha- 
ber, the store’s display spe- 
cialist, created the charac- 
ters and the displays. 

“Scarecrow Sam” was 
suspended from the ceiling 
on springs. That gives him 
motion from the air. 

The wheelbarrow was 
loaded with fertilizer. Signs 
advertise the fertilizer and 
two wheelbarrow numbers. 

The “Tired Man” figure 
also was suspended from 
the ceiling on springs to 
give the display motion. 

The balloon sign has a 
sales message on both sides, 
to be seen from both ends 
of the store. 

The “Tired Man” ani- 
mated display sold lots of 
power lawn mowers. 

Both signs used what 
was otherwise waste space 
above merchandise piled on 
the sales floor. The elevated 
position makes the signs 
seen from a considerable 
distance in the store. ® End 
















































ORDER—Prepare to profit from this year's 
bigger than ever promotion. Order ample stock 
AHEAD—in ai/ the sizes and types you sell. 


PLAN—Pick the dates with your G-E Bulb 
representative right now for your own store 
promotion on profitable G-E bulbs. Get your 
efforts in step with the heavy concentration 


of G-E Bulb advertising. 


BULBSNATCHER campaigns have 
been outstandingly successful for 
many years. 1958 Fall campaign is 
geared to hit price-conscious buy- 
ers with the low cost of G-E bulbs. 


COLORAMIC campaign—a natural 
“profit partner” with Bulbsnatch- 
ing—emphasizes color in lighting 
for inexpensive home decorating 
and modernization. 


RADIO 


Arthur Godfrey 
every week 
on CBS 
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SELL—Sell wp for extra profits this fall. Push 
4-bulb packs of regular G-E bulbs. Concentrate 
on premium-priced G-E Coloramic and Deluxe 
White Bulbs, too. Don’t forget 3-way bulbs, 
night lights, and other 

special-use bulbs. 


DISPLAY — Build extra displays of your own or 
use the special merchandising aids available 
from General Electric. G-E Bulbs will move 


BY THIS TREMENDOUS ADVERTISING 


during September, October and November 


DISPLAY MATERIAL— 
TELEVISION MAGAZINES NEWSPAPERS As always, a complete choice 


of special units for window, 
Hard-hitting Full-pages Sunday counter or floor. Also, giant 
nation-wide i Magazine mt . pear on a 4 rear 

. ; four customers to G-E bu 
commercials sections displays. Ask your G-E bulb 
representative for details. 
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packaged 


FELTOID TIPS 


& 
+ 
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Add another salesmaker to your traffic- 
building line of Bassick Casters and 
floor protectors. 

Feltoid tips now come in a new see- 
through, sales-suggesting package for 













each set of four. Highest quality felt | 
bases protect highly polished floors and 


furniture surfaces. 


Your customers can use plenty of | 


them—on light furniture, end tables, 


radio cabinets and other accessories— | 
anywhere there’s a highly polished floor 


or table surface needing protection. 





Other profitable floor protectors it 
pays to display are shown above. At 
left are Bassick rubber-cushion glides 
for furniture legs. At right is the No- 
Mar furniture rest for heavier furniture. 
The Bassick Company, Bridgeport 5, 
Conn. In Canada: Belleville, Ont. 61:4 
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SYMBOL OF EXCELLENCE 


as MAKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE 





intermixed in overall general dis- 
plays. 

® Shuttle bus service will carry 
dealers from Navy Pier to these 
hotels: Hilton, Congress, Harrison, 
Allerton, and Morrison. 


® Several snack bars will serve 
luncheon on the Pier. 


Transportation: 


® Travel arrangements to dealer 
groups are available on Greyhound 
Bus Lines. 


® Special arrangements are of- 
fered on the New York Central, 
Chicago & North Western, and 
Gulf Mobile & Ohio railroads. For 
example, a special car with a ban- 
ner will be provided for any group 
of 35 dealers who join the train 
in a 100 mile radius. 


® For details of group travel 
benefits, write to W. B. Moody, 
1451 Merchandise Mart Plaza, Chi- 
cago 54. 


Special events: 


® There will be a general “Early 
Bird” breakfast on the morning 
of Sept. 9 at the Hotel Morrison. 


® The Central States Hardware 
Club will hold a dinner party and 
social hour at the LaSalle Hotel 
on Sept. 8 for members and their 
guests. 


® There are ticket facilities for 
entertainment at show headquar- 
ters in the Morrison Hotel. This 
includes day and evening events 
such as baseball games, theaters. 


Wholesaler participation: 


® Ten or more wholesalers will 
have booths for dealer conferences. 
These booths will contain service 
displays and catalogs but no mer- 
chandise. 


® Another group of wholesalers 
will have buying teams present to 
cover the show and meet with deal- 
ers to share ideas. 


® Wholesalers will tour the show 
with their dealers, and take dealer 
orders for new merchandise on 
exhibit. 





Midwest Hardware & Housewares Show 


(Continued from page 74) 
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® Participating wholesalers have 
mailed newsletters to their dealers 
urging them to attend the exhibit. 
These mailings also included pre- 
registration forms for show and 
hotel rooms. 


If you haven't registered: 


® Registration takes time, and 
last minute hotel accommodations 
may be hard to get. If you wish to 
cover these things in advance, write 
to Show Director Moody. 


® You'll have a lot of ground 
to cover, and just four days to 
cover it in. Plan your trip in ad- 
vance, register for show and hotels 
in advance, and take along lists of 
key lines and promotional ideas 
that are most important in your 
future merchandising plans. 


® Check your wholesaler to see 


if he’s going to be there. Plan to 
spend time with him. 
® Take along a file marked 


“Product Knowledge.” Fill it with 
brochures, fact tags, and new idea 
material so that you can train your 
sales staff when you get back home. 


® Remember, it’s starting to 
look like the recession’s a dead 
duck. Carry this optimism to the 
show with you. Prepare to buy and 
promote, instead of wait-and-see. 
®E'nd 
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“Note the superior road ability and 
handling ease.” 





—on a *19.59 Investment! 









This New 
pressure- Mount 


7eEIb 
Display 


] itable 
yes you profita 
® stom-Screen Sales 
wit 


No Inventories 
No Installation Problems 


No Servicing 


It’s the easiest-to-install attached Flexscreen ever 
—and all you need to sell it in volume is one of 
these display stands that costs you just $19.95 
complete with Flexscreen. Attractive display in- 
cludes new Pressure-Mount Recessed Flexscreen, 
novel peep-hole and mirror device which shows 
customer simple pressure attachment — and pro- 
vides handy return postcards imprinted with your 
store name and address for customer use in order- 
ing the proper size. 


WE SHIP COMPLETELY ASSEMBLED... 


You merely relay orders to us— and we ship the 
Pressure-Mount Flexscreen to you (or your cus- 
tomer if you so instruct us). It’s all ready for easy 
attachment by the customer in a matter of seconds. 
You carry no inventory — we're geared for sudden 
service. Remember you get your full discount and 


there’s no installing or servicing necessary to dilute 
your profits! 


GET YOUR DISPLAY NOW... 
Put this Flexscreen salesman to work on your floor 
and watch your fireplace profits soar. 
BENNETT-IRELAND INC. 
858 North St., Norwich, N. Y. 


Melrose Park, Ill. 1355 Market St., San Francisco, Calif. 
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NOW... THOUSANDS OF DOLLARS IN SALES 






















DISPLAY DIMENSIONS 
Stand is 36” wide x 48” high 


with feet 12° deep. 

















printed 
place m 






openin 













you or 
ready 





it’s the finest 


Cant 
it png AO ct 
1, Customer vig 
your display $ 

with your § 
easurements. 

s out wi 
d mails cat 
r—comp 


2. Customer fill 
g—an 





Be 


to 
relay orders 
_ direct to custome 


for install 


Your customers know .. 


if it’s a 


Ss Pressure- 


d— take 


ation in s 


Easier Than This ¢ 


s home 


tore name and a 


dth and heigh 
d back to you: 
hip Flexscreen to 


econds! 





exscreen On 
order card im- 
ddress for fire- 


t of fireplace 


letely assembled, 



















































Complete 


DO-IT-YOURSELF KIT 
FOR HOMEOWNERS 


Order TODAY from 
your dealer, or write 


Stns 


Now is the time to remind your customers to 
seal cracks around doors and windows, screens 
and dozens of other places in the home. 


Shuford’s weather stripping is 100% vinyl... 
won’t crack or peel. It’s flexible in any tempera- 
ture and weather and easily fits any shape 
opening. Can be painted. 


Comes in eye-catching “Do-it-yourself” kit 
containing 18’ continuous length strip, tacks and 
instructions. Packed 12 kits, assorted white, 
brown, gray, in self-display carton. 500’ reel 
bulk put-up, too. 


Nothing for you to do except order NOW and 
cash-in on the tremendous customer-appeal of 
Shuford’s “all-purpose” Weather Stripping! 












CLOTHES LINES « TWINES 


PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS « WEATHER STRIPPING 
COTTON & RAYON YARNS « EXTRUDED PLASTICS 











World’s Largest Manufacturer of Cotton Cordage 
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This shelf holds bulky items. It is 
high enough to be seen, but not low 


enough to bump customers’ heads. 


High shelf display uses 
otherwise wasted space 

Structural pillars can be used in 
hardware stores to give extra dis- 
play space. 

If you have a high ceiling you 
can use these pillars to show bulky 
items. 

Two center posts at the Foster 
Lennep & Sons store in Moss Point, 
Miss., are fitted with irregular 
Shaped shelves placed 7 ft above 
the floor. 

Hooks and chains fastened to the 
perimeter of the high shelf are also 
sometimes used to suspend light- 
weight items above the heads of 
customers. 


Sunday sport section ad 
builds store’s traffic 


To attract men an eastern deal- 
er uses ads in the sports section of 
a paper each Sunday. 

Most of these ads promote a 
single item or group of related 
merchandise from the same de- 
partment. Some Sundays the ad 
emphasizes national brands fea- 
tured by the firm. 

To add variety to 
these ads occasional 
housewares or gift 
women. 


the series 
feature 
items for 












FEATURES SELL 22's 


. the WINCHESTER Model 55 has 
more than any 
other SINGLE SHOT 


...count ‘em! 






















The best way to sell the 
Winchester Model 55 is 
to let it sell itself. Put a 
new, accurate Model 55 


1. Cocking is automatic after the first shot. 

The action can be kept open by depressing 

loading platform and pulling cocking ‘handle. 
gp pulling g 


2. Easy, straight-line loading is done through 


into the hands of your the hinged platform in the top of the receiver. 


customers and point out 
these exclusive. worth- 
more features. 












3. Loading the Model 55 automatically puts 
the safety on. It must be manually released 
before each shot. 


4. When the Winchester Model 55 is fired, 
the empty cartridge case ejects through a port 
in the bottom of the fore end, and the Model 55 
automatically recocks itself for a fast second 
shot. 


There are your sales points. Use them for a big season. 


WINCHESTER 


TRADEMARK 






Send coupon for free, full-color 22 display kit that holds 
three rifles— models and descriptive cards can be 
changed as stock moves. 


STORE 
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WINCHESTER-WESTERN DIVISION + OLIN MATHIESON CHEMICAL CORPORATION - NEW HAVEN 4, CONNECTICUT 
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sportsmen... 
| dealers... 


gun experts 
demanded it 




































































here it is 
the Savage 110 MC 


in .2438 and .3808 
calibers with 
Monte Carlo stock | 


LETTERS—WE VE GOT LETTERS by the 
score asking for the great new Savage One-Ten 
rifle in .243 and .308 caliber or with Monte 
Carlo stock for scope shooting. So, here it is, 
months ahead of schedule, the Savage 110-MC 
in an authentic short action. It’s chambered for 
two popular new cartridges, the versatile .243 
and hard-hitting .308. 


BUT THAT'S NOT ALL! The 110-MC has a 
high comb stock, excellent for scope use. It’s 
available in both the regular action—.270 and 
.30-06—and new short action .243 and .308 
calibers. 


THIS MEANS EXTRA SALES opportunities for 
you! You can now offer the sportsman the right 
caliber and stock for all types of hunting in 
every section of the country. Supplies are 
limited—order from your jobber today. 


SAVAGE 110-MC—high comb Monte Carlo 
stock. Short action—.243 and .308. Regular 
action—.270 and .30-06. Savage 110—standard 
sporting stock. Regular action—.270 and .30-06. 


ALL AT THE SAME VALUE-PACKED PRICE 


Savage 


TRADE MARK 


SAVAGE + STEVENS + FOX FIREARMS 


$109.75 


RETAIL PRICE 





aS 
ALL PRICES SUBJECT TO CHANGE ... SLIGHTLY HIGHER IN CANADA. 


SPORTING ARMS DIVISION, SAVAGE ARMS CORPORATION, CHICOPEE FALLS, MASS. 














To boost sales... 
try related displays 


Your customers will buy more 
when you display and advertise 
lines where one purchase suggests 


the need of another item 


Merchandise displayed with similar lines 
suggests impulse needs to shoppers. 

The sales potential of many lines can be in- 
creased by displays with related line merchan- 
dise. 

Take vacuum ware as a case in _ point. 
Vacuum ware is used in connection with food. 
The customary, or logical, place for displays 
would be in housewares. Yet, vacuum ware 
also can be considered to have gift potential, 
hence suitable for displays in giftwares. 

This is just the beginning of building vac- 
uum ware sales by some extra attention to dis- 
play possibilities. Here are some other ideas 
from Vernon K. Church, vice-president in 
charge of sales, Aladdin Industries, Inc., on 
vacuum ware: 


Don’t hide vacuum ware. The colorful plaid 
and tweed outing kits, often with bottles of 
matching design, and the decorated school 
lunch kits are attention-getters at the point of 
sale. Let them sell themselves. Display them 
where they can easily be seen and put at least 
one kit in easy reach of the customer for exami- 
nation. Lookers will look, but handlers buy. 


Vacuum ware is a good impulse item. Place 
vacuum ware wherever there might be a buyer. 
Display a workman’s lunch kit along with flash- 
lights and items that workmen need. Children’s 
school lunch kits placed in the gift section or 
toy section will help shoppers in their selecting 
of gifts. Help the sportsman to an outing kit 
by putting them in the gun or golf club display. 


Take after-hour advantage of your window 
display. Many people pass your windows before 
8 and after 6 and on holidays. If they see some- 
thing which catches their eye they’ll be in the 
store during the day. Try the uncluttered look. 
One hardware dealer in a Chicago suburb 
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Vacuum ware combined with cooking utensils makes 
combination appealing to women customers. 


places fewer items in the window,-: but those 
which appeal to commuters who have to pass 
his store each day on their way to and from the 
train station just down the street. He has real- 
ized many sales from this technique. He also 
uses large, easily-read price tags. 


Capitalize on tie-in publicity. Make use of 
local newspapers and consumer magazines. 
Feature stories on school lunches, picnics, etc., 
are good tie-in materials for displays. One 
store owner places mounted cards of editorial 
features and finds his traffic increases immedi- 
ately. Reprints of your ads are good for dis- 
play, too. 


Utilize all extra space for display. School 
lunch kits are excellent items to display on a 
peg board. The plain background sets off the 
colorfully decorated kits and attracts both 
grown-ups and children to look! Place the 
lunch kits where they will catch the eye of the 
youngsters. Once his interest is motivated, the 
sale is usually completed. 


Stress back-to-school sales. Among today’s 
wide selection of school lunch kits there’s a 
kit to appeal to any child. The biggest selling 
time of the year for school lunch kits is in the 
late summer and early fall and plan your big 
push for school kits at this time by smart mer- 
chandising. © End 
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only 
nationally 
advertised 
pump gun in 
its price class 





in 3-inch magnum 
the Stevens 77M 
handles 3" and 

234" shells...for 
waterfowl and 
upland game 


A SMOOTH-ACTIONED, streamlined pump 
shotgun at a popular price is the key to real 
sales volume in today’s market. And the Stevens 
model 77 is the only nationally advertised gun 
in this price class. 


THERE'S A REAL D=MAND for a 3-inch mag- 
num pump gun at a moderate price—for maxi- 
mum effect on high-flying ducks and geese; up- 
land game at extreme ranges. 


SO MEET THE STEVENS 77-M. It’s a 12-gauge 
gun with 30-inch, full choke barrel. Handles 
both 3" and 2%" shells without adjustment. 
Three-quarter pound weight in stock means 
greater comfort with heaviest loads. It’s re- 
movable, too, for field use. The 77-M comes 
equipped with rubber recoil pad. All this at a 
retail price of only $79.50. 


HERES THE COMPLETE LINE-UP of fast 
turnover Stevens 77 pump guns: Model 77—12, 
16 and 20 gauge popular barrel lengths and 
chokes. $67.50. 

Model 77-SC—12, 16 and 20 gauge with Savage 
Super-Choke and recoil pad. $79.50. 

Model 77-M—12 gauge, 3" magnum, 30" full 
choke barrel, recoil pad. $79.50. 


Stevens 


SAVAGE - STEVENS + FOX FIREARMS 








$79.50 


RETAIL PRICE 


ALL PRICES SUBJECT TO CHANGE .. . SLIGHTLY HIGHER IN CANADA. 


SPORTING ARMS DIVISION, SAVAGE ARMS CORPORATION, CHICOPEE FALLS, MASS. 
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mum Deluxe WOW, MULTI-STAGE Champions* 0 to 200 ft. 


For maximum profit, sell UP to these completely 
deluxe Rapidayton multi-stage Champions. Big and 
powerful, they give the higher capacities and pres- 







sures needed for contemporary living. The incom- 
parable Twin is multi-stage, convertible, and fully 
packaged. What a profitable combination! 





»~— Deluxe 


Ga ~Low-priced 


The Twin Champion 





America’s No. 1 all-purpose water system. Big 
volume, big profit—covering 85 to 90% of 
the entire jet pump market! Two stages, con- 
vertible, packaged with 13- or 30-gal. horizontal 
of 42+ or 52-gal. vertical tanks. Exclusive Quick- 
Connect flange saves up to $10 in time and 
materials. Reaches to 150 feet, pumps full 
capacity at 40 ibs. pressure, and delivers up 
to 1250 g.p.h. Completely deluxe and quality- 
built. Retails in same price range as most deluxe 
single-stage pumps. 







































Here are the unmatched volume and profit builders 
among all jets: the completely deluxe Rapidayton 
single-stage Shallow Well and Convertible Cham- 


Shallow Well Champions 


The most popular pump in America today. True 
premium quality and superior performance at 
a low price. Completely deluxed. Compare its 
quality, installation, and performance features, 
one by one, with any other shallow well pump 
made. Quad-Volute self-priming design; open, 
separate motor mounting bracket; one-piece 
bronze impeller; 56-frame heavy-duty capacitor 
motor. Packaged with stainless steel and hori- 
zontal and vertical galvanized tanks, 4- to 42- 
gal. sizes. Pumps up to 1730 g.p.h. 
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NEW! Quality-built Jetstar Shallow Well and Con- 
vertible systems at hard-hitting competitive prices. 
Their high performance and dependability will bring 


Shallow Well Jetstar 


A big new pump, a real 
quality pump—and out- 
standing déluxe features. 
With a price so low, and 
a frade discount so gen- 
erous, you can dominate 
a highly competitive sit- 
uation at substantial 
profit! Fully packaged. 
Quad-Volute design. Ca- 
pacities up to 1250 g.p.h. 








NEW! 








Vertical and Super Champs 
for “‘over-the-well’”’ installations 


Vertical Champion—single and two-stage for 
depths 20 to 150 feet, with capacities ranging 
up to 1220 g.p.h. Easy to install with exclusive 
recessed base. 





Super Champ — two and three stages, for depths 
20 to 200 feet. Axial flow principle. Capacities 
up to 1350 g.p.h., pressures to 87 Ibs. ALL- 
BRASS internal construction. 
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GIL S\NGLE-STAGE Champions* 0 to 80 ft. 


pions. With these systems you can capture the entire 
heart of the jet market. Solid, “sellable” features, 
many exclusive. Priced just above the lowest. 


Convertible Champions 


The original Convertible Champion, widely imi- 
tated but never equaled. A big system, com- 
pletely deluxe—with outstanding features, many 
exclusive and new. Converts from shallow to 
deep well (reaches to 80 ft.) without additional 
pump parts. Exclusive Quick-Connect flange 
saves up to $10 in time and materials. Quad- 
Volute self-priming design. Packaged with 4-gal. 
stainless steel, 13- and 30-gal. horizontal and 
42-gal. vertical galvanized tanks. Delivers up 
to 810 g.p.h. 





GOW SINGLE-STAGE Jetstars* 0 to 80 ft. 


you lasting customer satisfaction along with maxi- 
mum profits. Basic parts have high degree of inter- 
changeability with Rapidayton Champions. 


Convertible Jetstar 


Stock this one new, low- 
priced competitive system 
for any well 0 to 80 ft.! 
Converts from shallow to 
deep wells without addi- 
tional pump parts. Com- 
pletely packaged with 
Stainless steel or hori- 
zontal and vertical gal- 
vanized tanks. Exclusive 
Quick-Connect flange. De- 
divers up to 750 g.p.h. 





NEW! 







fa 
Do business with your RAYMMAGON wholesaler for Rapidayton jet, submersible, 


reciprocating pumps and water systems * water softeners + cellar drainers 








* TRADEMARKS 















For MORE Volume and Profit 
MORE Promotional Advantages 


MORE Installation and 
Service Advantages 


Whatever you need in jet pumps to secure maximum 
volume and profit in your area, you have it with 
Rapidayton — America’s most complete and fastest 
selling line. | 

With Rapidayton you have a jet pump or system 
to surpass any competition, be it quality, features, 
performance, or price—or a combination of these. 
And you have a tremendous long-range promotional 
advantage when you can select from one nationally- 
known, accepted brand, anything from the most 
deluxe water system to the most competitive, any- 
thing from the smallest package system to the larg- 
est, and anything from a single-stage shallow well, 
through single- and multi-stage convertibles, to ver- 
tical multi-stage deep well models. 

You profit more with Rapidayton jets, for there’s 
a pump tailored to your exact needs. And you profit 
more because you’ve got more pump to sell —more 


KRepidag Gon 
The Tait Manufacturing Company, Dayton 1, Ohio 


Established 1908 as The Dayton Pump and Manufacturing Co. 




























@iose0 TAIT MFG. CO. 








Regain 


aa * fo 
ee x tie oe 
¢ 4 - = - es 
a . 3 nd ~*~ 
Pes we ¥ me 
Fe ; 
Bee OFA é 
& ay % * 7 * 
Ee = « : 
chee “E49 ¥ 
ae ae 7% 
— a >, 
ae 
sab rate + ~ 
; +. _ n 
tes a a 
~~ ae ee « 
oa AON, Re . 
of rn, Ce of ec Oe! 
——. ~ * m oli ae east 
4 =? i F s hal 4 
gh “ ee * 
‘ Saye Seas ~~ = A 2 
ay ee 4 . \_* -s = 
a Py eae | es 
ee ee. = ; 
* .<a~ aw 2 g 
\ a + j ms > 
tee AS ere % 2 as 
vw Fz Be ¥# 
@ + ts oa -. >, % 
Ses ae 5% = 
ee Roe ie Ae ale ees Sa 2 
& - - « ae 
: Ete: : 
Fe aye 
. 2 a 
* 
4 - 
wh 
no ane 
& = 
> 
oo ae. 


Sn ‘ee. we Bae ys sas 
2 
bac 
* 


deluxe quality features, many exclusive and new. 
Among these are the Quad-Volute self-priming 
design; big, heavy-duty long-lasting 56-frame motor; 
an open, separate motor mounting bracket (which 
prevents moisture from pump entering motor); and, 
on all convertible models, an exclusive patented 
Quick-Connect flange which saves up to $10 in time 
and materials. Interchangeable parts (only a hand- 
ful needed) keep inventory low and make service 
easy. 

Stock and sell Rapidayton—the jet line that has 
EVERYTHING. Do business with your Rapidayton 
wholesaler today. Generous trade discounts, 


Packaged for PROFIT! 
THREE 
TANK 
TYPES 





‘ 
Rede ae 
Rapidayton jet water systems are fully pack- 
aged with 4-gal. stainless steel tanks (10-yr. 


warranty) and with horizontal and vertical hot- 
dip galvanized tanks in all the popular sizes. 

















Here it is 
...and It’s 


Pat. Applied For 


RikzaaiIib 
Hex Wrench 


Time-Saving, Positive, 4-Sided Grip 
on Hex and Square Nuts 
- «+ immediately popular seller! 








Here’s the adjustable wrench they’ve needed for 
hexes, squares and flatheads, rough or finished. 
Extra useful—no more skinned knuckles or 
rounded nut shoulders. New wide-open jaw goes 
on easily . . . won’t slip off. 4-sided grip gives 
extra leverage. Stays to adjusted size during use. 
Famous RI@aib heavy-duty design, guaranteed 
housing. Narrow jaw makes work easy in tight 
places, even on thin nuts. The new RI@eaIp> Hex 
Wrench gives them more for their money than 
wrenches costing twice as much. Show it and 
they buy it. Order from your Wholesaler today! 







For hexes 
For squares 


Flatheads, too. 


Available in 3 Sizes 


No. 11, ¥%” to %”—WNoe. 17, %” to 1%4"—No. 25, 1” to 2” 


















WALLACE BENTLEY 
has been a hardwareman 
since 1905, and a dealer 
since 1923. He entered the 
hardware field as an em- | 
ployee of the Sacramento 
branch of Baker & Hamil- 3 
ton, San Francisco whole- % 
saler. In 1915 he joined @ 
Shaw Batcher Co., Sacra- 
mento wholesaler, to. 
travel Nevada. Later he 
took over a northern Cali- 
fornia territory for that 
firm. Since 1923 he has owned and managed the 
Wallace Bentley Hardware, a retail business in 
Live Oak. Calif. Hardware merchandising is his 
hobby. He is a member of Elks Lodge of Marys- 
ville, Calif. 





J. CLAUDE CARRING- 

TON, a retired hardware ~~ i 
dealer, began his  hard- i 
ware career with Hibbard, ee: 
Spencer, Bartlett & Co., ‘ : 
wholesaler, in 1901. Two gy a 
years later he joined Van 
Camp Hardware & Iron 
Co., Indianapolis whole- 
saler, as an order clerk. 
In the next 40 years he 
served Van Camp’s as ship- 
ing clerk, city sales man- 
ager, housewares buyer 
and assistant secretary at different times. In 1943 
he purchased the Beech Grove (Ind.) Hardware 
Co. and operated the store until 1956 when he 
sold the business to his son, C. V. Carrington. He 
spends winters in Sebring, Fla., and says that the 
hardware business is his chief hobby. 
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with built-in MAGNASTAT temperature control 





lee | -) am @ Orr. 5 © Peer u@mriet i a @lelatigellicts 


lower temperature for printed circuits, etc. 


—- 


Model TC-60—6 
. temperature for light to med 


trical soldering. $Q0o 


Worrs 4 rytr 


Model TC -120 — 120 watts. Con- 


trolled temperature for medium to heavy 


electrical soldering. | Ose 


aE 


— 
Pe 
: . 
‘ : 
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More reliable soldering and less down time for 


your customers... more profits for YOU! 
At last... precision soldering tools with built-in temperature control! 
Weller Magnastat soldering irons never overheat . . . constantly 
maintain proper soldering temperature. This means more depend- 


The sensing device is in 
the MAGNASTAT Wellertip 


The MAGNASTAT automatic 


temperature control is logically 
located in the tip and is fully 
protected by a sheath of stain- 
less steel. Tips are premium 
plated for longer life and ta- 
pered for heat efficiency. Re- 
placement tips screw on simply 


able soldering by skilled or unskilled workers. Less down time, 
too, because tip redressing is minimized. Plus these other exclusive 
advantages for a more reliable and economical production tool. 


@ Saves current when idling 
@ Reaches full heat quickly 
@ Delicate balance—cool handle 


@ Approximately /2 the weight of 
uncontrolled irons 


e Cord plugs into handle 


e All structural parts are stainless e Guaranteed against defects in 
steel materials and workmanship 


Write for catalog and price schedule! Plan to stock up now! 


WELLER ELECTRIC CORP. ° 601 Stone’s Crossing Road, Easton, Pa. 
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Stock the one 
all purpose 
water repellent 








































































































































Proved by home owners 
— contractors 
widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 


Wood «+ Tile + Stucco + Masonry 
Concrete « Shingles « Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains + Retards dampness 
in basements « Lasts five years 


OUTDOOR USES 


Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 
furniture, pads, planter boxes, boots, 
shoes, any porous material 





































Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 


Excellent concrete curing and sealing 
agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 
son distributor. Ask about free perma- 
nent display fixture to speed up sales, 
save inventory. 


Write for complete information and name of 
distributor nearest you. 4936 


rs 


_ MANUFACTURERS OF FINE PROTECTIVE 
CHEMICALS SINCE 1929 
E. A. Thompson Co., Inc., Merchandise Mart, 
~ San Francisco 3, California 





San Francisco * Los Angeles * San Diego * 
Portland * Chicago * Seattle * Denver ¢ Dallas 
Houston * St. Louis ¢ St. Paul ¢ Detroit «¢ 
Philadelphia * New York City * Memphis * 
Cleveland * Factory: King City, California 
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Convention Calendar 





conventions shows 


conferences 








August 


18-29 American Hardware Supply Co. 
Gift & Fishing Tackle Show, 
Pittsburgh 


September 


7-10 Mid-west Hardware & House- 
wares Show, Chicago 

8-9 Walter H. Allen Co., Inc., An- 
nual Stockholders’ Meeting & 
Merchandise Show, Dallas 

8-9 North Dakota Retail Hardware 
Assn. Convention, Mandan 
N. D. 

22 Franklin Hardware & Supply 
Co. Annual Convention & Stock- 
holders’ Meeting, Philadelphio 

28-Oct. | National Builders’ Hardware 
Convention, Chicaao 

28-Oct. 3 Independent Hardware Ex- 
hibit, New York 

29-Oct. 3 National Hardware Show, 


New York 





— Convention Check List 


For complete details about the conventions listed by dates below use 
the alphabetical listing following this quick check 


1958 October 


21-23 Hardwore Wholesalers, Inc. An- 


21-23 M. S. Young & Co., Fall Mar- 


29-30 Nationa! Assn. of Domestic & 


30-Nov. | Montana Hardware & Im- 


November 





4 





5.8 American Hordwares Mirs. Assn. 
—Nationa! Wholesale Hardware 
Assn. National Convention, At- 


lantic City 


nual Convention & Stockholders’ 
Meeting, Fort Wayne, Ind. 


ket. Allentown, Pa. 


Form Pump Mfrs. Meeting, 
Chicago 


plement Assn. Convention, Bill- 
ings, Mont. 


10-20 Cotter & Co. Spring Goods Fu- 
ture Order Show, Chicago 
18-20 Retail Paint & Wallpaper Dis- 

tributors of America Convention 


& Trade Show, Cleveland 








National Events 


American Hardware Mfrs. Assn. joint 
annual convention with the National 
Wholesale Hardware Assn., Oct. 
5-8, Atlantic City, N. J. Headquar- 
ters Marlborough-Blenheim Hotel. 
Arthur L. Faubel, AHMA secretary, 
342 Madison Ave., New York 17. 
Thomas A. Fernley, Jr... NWHA 
managing director, 1900 Arch St., 
Philadelphia 3. 


National Assn. of Domestic & Farm 
Pump Mfrs. Meeting, Oct. 29-30, 
at Hotel Sherman, Chicago. John 
Hosford, executive vice-president, 
Room 614-A, 1028 Connecticut Ave., 
N.W., Washington 6, D. C. 


National Builders’ Hardware Conven- 
tion, Sept. 28-Oct. 1, Chicago. Head- 
quarters and exhibition, Hotel Sher- 
man. Exhibition Sept. 29-Oct. 1. 
Sponsored by National Builders’ 
Hardware Assn., John R. Schoemer, 
managing director, 515 Madison 
Ave., New York 22, and American 
Society of Architectural Hardware 
Consultants, George P, Merrill, ex- 


ecutive secretary-treasurer, 220 “E” 
St., Santa Rosa, Calif. 


National Hardware Show, Sept. 29- 


Oct. 3, Coliseum, New York City. 
Sponsored by National Hardware 
Show, Inc., 331 Madison Ave., New 
York 17, Frank Yeager, director. 


National Wholesale Hardware Assn. 


joint annual convention with the 
American Hardware Mfrs. Assn., 
Oct. 5-8, Atlantic City, N. J. 
Headquarters Marlborough - Blen- 
heim Hotel. Thomas A. Fernley, 
Jr.. NWHA managing director, 1900 
Arch St., Philadelphia 3. Arthur L. 
Faubel, AHMA secretary, 342 Mad- 
ison Ave., New York 17. 


Retail Paint & Wallpaper Distribu- 


tors of America Cenvention & Trade 
Show, Nov. 18-20, at Municipal 
Auditorium, Cleveland, hotel head- 
quarters at Hotel Cleveland. Dee 
Belveal, executive director, 34 N. 
Brentwood Blvd., St. Louis 5, Mo. 
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~ SPECIAL 


v (lain > 
PROMOTION 


STARTS AUGUST 15 
, —-ENDS NOVEMBER 15 







Order open stock—No 
special deals to buy! 





> N gost gy? ' 
Me Quart? 


Y home| 


Say: -it “yourel 


AL KY? 
















ma “SPRAY. 
h ee merchandise Here's big money-making news—For old and new 





Broma friends alike! You can now earn Free Broma 
© ian Ls e LH SPRAY in time for the fast selling Christmas season. 

There are no “gimmicks’’—you still make your regular 
40% profit—but you get FREE—as a Christmas BONUS 
—'Y, dozen cans for every 2 gross you order of Broma 
SPRAY open stock from your distributor from August 
15 through November 15, 1958. Order a total of one 
gross during this three-month period—and you get one 
dozen cans of Broma SPRAY—worth $20.28 at retail— 
FREE! Order a total of four gross of open stock and you 
get four dozen cans—worth $81.12—all FREE! 













ma 
ng free Bro : 
oye: Christmas Start earning your Broma SPRAY Christmas merchan- 


erchandise) dise tomorrow—start ordering Broma SPRAY from your 
os local distributor NOW! 


SPRAY cians. em aa reat a has 

etc) 3 —Eac ma can a 
sen nw THE MARKET! bright YELLOW “COLLAR” as illustrated 
VALUE O at right. Save these valuable “COLLARS” 
until you have a minimum of 72 (4 


.2 02.) 
Vo QU ARTs aie gross). For every 72 “COLLARS” that 
S P=) ere returned to Master Bronze, your 


distributor will be authorized to award 
retall 








; 
seautipur covok 








you with “2 dozen Broma SPRAY open 

stock of your own choice. 

a 

, OTHER FAMOUS MASTER BRONZE POWDER COMPANY 
PRODUCTS ENJOY NATION-WIDE ACCEPTANCE: 


RVING » HIGH LYS 


IMPORTANT-—FREE Broma SPRAY will be awarded retail 
outlets only. All yellow “COLLARS” must be received by 
MASTER BRONZE POWDER COMPANY, INC., CALUMET CITY, 
ILLINOIS, and postmarked NO LATER THAN November 25, 
1958 —any received later will not earn FREE Broma SPRAY. 







Derusto 
SPRAY 












Derusto galv-a-grip 


ps 
MASTER BRONZE POWDER COMPANY, INC. ¢ CALUMET CITY, ILLINOIS 








aphid /))) Made to Last... 


$150 RETAIL Priced to Sell! 
oF Ve Vhelch yy, Note the Ames quality built 


into this Ram leaf rake. 

RAM Teeth are woven and locked 

| inside the double frame 

— automatically secured 

a7.\: RAKE under pressure — there to 
2 ; stay! 


Sales? Profits? Quality? Price? J 


They're all there in the fan shaped R-22 






































Ram leaf rake. Locked inside a two-piece 


heavily ribbed double frame are 22 oil 








tempered spring steel teeth. Ram leaf 





rakes fit the market you may have been 





©. AMES CO. 


PARKERSBURG, WEST VIRGINIA 


©. Ames Company also manufactures Ames-Maid metal household furniture and Ames-Aire casual furniture. 


/ 
Gel. 


when you go Baan 


GLAMOROUS GIFTS...or PRACTICAL GOODS 
Compare! Bulman offers more exclusive features for 
instant flexibility and mass merchandising for every 
department whether it’s glamorous gifts or practical 
goods. Compare! Store operating expenses reduced. 
Compare! Proved sales increases average 31.2% in 
Bulman equipped stores. Comparison proves you go 
UP when you go Bulman. 


THE Bulrman CORPORATION 
Grand Rapids 2, Michigan 


_In Canada: Bulman of Canada 
28 Taber Road, Toronto, Ontario 


The Greatest Name in Self-Selection 





missing. Quality at $1.50 retail. 
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HASTEN DRUNLE TUNVER CUMPANT, INK. © CALUMET CITY, ILLINOIS 











Convention Calendar | 
(Continued) | 
and gallon 


Regional Events “Lustro-Ware” POLYETHYLENE* 


Walker H. Allen Co., Inc., 24th An- 
nual Stockholders’ Meeting & Mer- e & - U 5 F.TA | N ra R y 
chandise Show, Sept. 8-9, at Baker . . 

give you Wsizes for 
MORE SALES, more profits 


‘ Hotel, Dallas. Company offices are 
at 6210 Denton Drive, Dallas 35. 


American Hardware Supply Co., 41 
= Terminal Way, Pittsburgh, Gift and 
Fishing Tackle Show, Aug. 18-29, 

at company warehouse. 


Cotter & Co. Spring Goods Future | 
Order Show, Nov. 10-20, at company | 
warehouse, 365 E. Illinois St., Chi- | 
eago 11, Ill. 


Franklin Hardware & Supply Co. An- 
nual Convention & Stockholders’ 
Meeting, Sept. 22, at company ware- 
house, 918-28 N. Delaware Ave., 
Philadelphia 23, Pa. 


Hardware Wholesalers, Inc., Nelson 
Rd., Fort Wayne, Ind., Annual Con- 
vention & Stockholders’ Meeting, 
Oct. 21-23, at company warehouse. 


Mid-West Hardware & Housewares 
Show, Sept. 7-10, Navy Pier, Chi- 
cago. William B. Moody, show man- 
ager; William F. Ewert, operations 
manager, 1451 Merchandise Mart 
Plaza, Chicago 54. Sponsored by 
Illinois, Indiana, Michigan and Wis- 
consin Retail Hardware Assns. 








M. S. Young & Co. Fall Market, Oct. 
21-23, at New Agricultural Hall 
Annex, Allentown Fair Grounds, 
Allentown, Pa. Company office is 
at 11 S. Eighth St., Allentown, Pa. 


State Events 


Montana Hardware & Implement 
Assn. Convention, Oct. 30-Nov. 1. 
Sessions and hotel headquarters at 
Northern Hotel, Billings, Mont. 
Norman O. Blevins, P. O. Box 1152, 























AEE IIE A LION, LOCO, LIFTED EO 





Compare and discover why these handsome 
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- $4 

wy 
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Helena, Mont. Be Lustro-Ware REFUSE-TAINERS invite more 
<a cD ja, sales. Rugged, deep-fluted construction 
North Dakota Retail Hardware Assn. — absorbs hard knocks . . . UNBREAKABLE, 
Convention, Sept. 8-9. Sessions and C-124S * juMBO 24 gal. REFUSE- free-swinging, metal handles are best for 
exhibit at City Auditorium, hotel i a aan ~ carrying, for locking cover. Unequalled for 
headquarters at Lewis & Clark C-112$* ALt-purPOSE 12 gel. GUARANTEED utility and thrifty value. 
Hotel, Mandan, N. D. Miss E. J. evn navn high ae ane a ee Choice of colors for indoor or outdoor 
MeGrann, 54% Broadway, Fargo, €.1083* comacre glamour. Stock all 7 sizes along with other 
N. D. oc gs oomadligy + oo , nationally advertised Lustro-Ware staples. 


sealing cover, strong 
metal boil. 


HARDWARE HUMOR B-34 CS * Round 812 


gol. Covered-Tainer with 
oll ‘round handle rim. 


C-100 sTEP.oNn 


oo. 
CAN. 11 qt. pail #. a 4 
P-SO CS * pan 
with cover, 11 qt. 
B-30 B DIAPER 





For cataleg and information on 
/; New “ELEGANTE” Pantryware, contact 
your supplier or write 





HAMPER of Hi- 
Impact styrene. 


SJQUID [-asnjay a4D 44-044SN7 4O SabDjUDAPD ayy OF SUOI/jIW 4/9/D |JIM TYNYNOL INOH ,SI/GV7 42qwaAon uw buisipsaapy 










Guaranteed by 


WORLD’S LARGEST manufacturer of Plastic Housewares 
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for fast FALL Sales Ea eee 


Fall baking season’s just around the corner. So stock Boost impulse sales by showing the complete Fire-King 
up now with plenty of fast-moving Fire-King Oven- line. Fire-King gives you a markup of about 50% so you 
ware! It costs less than any other leading brand. can always be sure of high profits. It’s just one of many 
Customers can afford to buy a wide range of items |= money-making Anchorglass lines specially suited to your 
for many different baking uses. And it’s so high in stores. Order it now from your wholesale distributor, 
quality that every piece is backed by a two-year 

written guarantee against oven breakage. 


Now...more than ever... 
We oa be AAAABAA IAA AMAIA PABARIIIIIIIIIIIIBIRC 
ANCHORGLASS ==) "zietsamu 
— 3 AGAINST OVEN BREAKAGE : 
makes you money...makes you friends OVO LLL AE HAE 
ANCHOR HOCKING GLASS CORPORATION LANCASTER, OHIO 
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lowest-cost glass ovenware anywhere! 


HERE IS THE COMPLETE LINE OF FIRE-KING OVENWARE WITH APPROXIMATE RETAIL PRICES: 


Approx. Doz. Lbs. Approx. Doz. Lbs. 


Item No. Size Retail Cin. : Item 
Standard Custard 5 oz. 2 
Egg Cup & Deep Custard 423 6 oz. 
Dessert or Low Custard 424 6 oz. 

Deep Pie Dish 425 10 oz. 
Deep Pie Dish 426 15 oz. 
Individual Baker 442 8 oz. 
Measuring Cup 496 8 oz. 
Measuring Pitcher 498 
Measuring Pitcher 499 
Pie Plate 459 
Pie Plate 460 
Deep Pie Plate 461 
Pudding Pan 443 
Individual Casserole 402 
Casserole, Knob Cover 405 
Casserole, Knob Cover 406 1 qt. 
Casserole, Knob Cover 407 lV at. 
Casserole, Knob Cover 408 2 at. 
Casserole, Utility Cover 1% at. 


z 
° 


Size Retail Cin. 
467 1% at. , Wy 
446 1 af. ‘ ] 
447 1” at. 

448 2 at. 

440 64% «7%" 

409 2ay 

410 6%y x 10'A” 

411 8x12" 

412 9% x4,” 

452 8” 

450 8” 

449 3 qt. 

490 2 cup .69 


FIRE-KING OVENWARE IS ALSO AVAILABLE IN THE FOLLOWING 
POPULAR SETS: 

3 Pc. Casserole & Server Set H 400/94 4 30 

7 Pc. Starter Set H 400/96 , 29 

12 Pc. Ovenwoare Set H 400/95 3.29 50 


Oval Casserole 
Boker 

Boker 

Baker 

Squore Baking Pan 
Deep Loaf Pan 
Utility Baking Pan 
Utility Baking Pan 
Utility Baking Pon 
Squore Cake Pan 
Round Cake Pan 
Square Double Roaster 
Carafe 


(Prt + Se > PS PS PS P+ - 
St et et et et et 


txzrrrrrrrsrrrrrzIzItIstt 
— 
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WHAT'S NEW 





(Continued from page 15) 


4 hp electric power driver 


Any major Black & Decker 1} 
attachment 


in. drill can. be 





operated with this Power Driver. 
The 3% lb unit has a 4% hp motor 
that will handle 24 different jobs 
including long continuous opera- 
tions. The Power Drive with 
geared drill chuck and detachable 
side handle is packaged for gift 
buying in a bright display box. 
Specially priced at $26.95 until 
Dec. 26 when retail price will be 
$29.95. Black & Decker Mfg. Co. 


For more data circle No. 14 on postcard, p. 105 


Square tapered table legs 


Do it yourselfers will be inter- 
ested in these square tapered fur- 








niture legs with brass ferrule for 
tables, chairs and benches. The 
hardwood legs come in an assort- 
ment of 9 popular sizes from 3% 
to 28 in. high. A heavy duty steel 
bracket with threaded clinch nuts 
insure rigid support. Legs are 
sanded ready for finishing and 
come packed in sets of four with 


102 


brackets and all hardware. The 


314-in. set sells for $3.85. Catalog 
available. 


Dennix Products Co. 
For more data circle No. 15 on postcard, p. 105 


Metal kitchenware pattern 
Continental’s new Copper Cat- 
tails pattern is available on a com- 
plete line of metal kitchenware. 
Included are, four canisters 
(shown), cake cover and tray, dust 
pan, step-on can, open top bread 
box, 12 and 28 qt waste baskets and 
an oblong serving tray. The new 
pattern is a cluster of cattails in 
silver and copper colors on a yellow 





background with copper colored 


trimming. Continental Can Co. 
For more data circle No. 16 on postcard, p. 105 


2-piece plastic shaker set 


Outdoor barbecue chefs and 
housewives alike will want this 
large 2-piece polyethylene shaker 
set. The set features lock-tops that 
prevent spilling but are easy to 
open. Available in four colors with 
white tops at $1.29 a set, list. A 


F 








special display pack comes in each 
A shaker set with the same 
available in the 
black or 
gold 


carton, 
features is also 
Gold Line. It comes in 
white with non - tarnishing 
trim. Plas-Tex Corp. 


For more data circle No. 17 on postcard, p. 105 


Magnesium extension ladders 
This line of Superlight mag- 
nesium extension ladders features 





reeded 2% in. step ladder type 
steps welded to I-beam channel 
side rails for rigid durability. 


Ladder sections interlock for slid- 
ing ease and safety. These light- 
weight ladders are equipped with 
rope, pulley and_ special locks. 
Available in sizes up to 40 ft. 
White Metal Rolling & Stamping 
Corp. 


For more data circle No. 18 on postcard, p. 105 


Adaptable multi-stage pump 


Gould’s Adapto-Flow multi-stage 
jet pump for deep well water sys- 





’ 


water 


tems provides pressures 
from 20-40 lb, 40-60 lb, 60-80 Ib, 
or 80-100 plus lb. The pump can 
be adapted on the job to the pres- 
sure range required. It comes in 
3, and 1 hp two stage, 1% hp three 


stage and 2 hp four stage for well 
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Yes, Mr. Hardware Dealer, MW LEP on you. Syndicate stores — 


chain stores of every type—Discount Houses—All are after the hardware dollar. 


Upgrade your store now—Upgrading with M & D Challenger Hardware Store Fix- 
tures ALWAYS produces increased sales and increased profits—M & D completely 








flexible fixtures enable you to show more merchandise profitably. 


Contact the nearest distributor of M & D Challenger Store Fixtures... 


in the East 


Walter H. Allen Co., Dallas, Texas 

Belknap Hardware & Mfg. Co., Louisville 
Bigelow & Dowse Co., Needham Heights, Mass. 
W. Bingham Co., Cleveland 

Bostwick-Braun Co., Toledo 

Conron, Inc., Danville, Illinois 

Magnolia Seed, Hardware & implement Co., Dallas 
Malden Supply Co., Malden, Massachusetts 
Masback, Inc., New York City 

Miller Brothers Hardware, Richmond, Indiana 
Shapleigh Hardware Co., St. Louis 

Standard Wholesale Hardware, Chicago 

Stratton & Terstegge Company, Lovisville 

Van Camp Hardware & Iron Co., Indianapolis 
Weed & Co., Buffalo 

Witte Hardware Corp., St. Louis 

Wright & Wilhelmy Co., Omaha 

Warner Hardware Co., Minneapolis 





in the West 


Wilson F. Clark & Co., San Diego 

Dunham, Carrigan & Hayden Co., San Francisco 
Jensen-Byrd Co., Spokane 

Lewers & Cooke, Ltd., Honolulu 

Pacific Southwest Hardware Assoc., Los Angeles 
The Salt Lake Hardware Co., Salt Lake City 

The Thomson-Diggs Co., Sacramento and Fresno 
Union Hardware & Metal Co., Los Angeles 

Zork Hardware Co., Albuquerque and El Paso 





M & D Store Fixtures, Ine. 
>>>?> MODERN DESIGN 








JUST OFF THE PRESS-M & D’s 1958 FIXTURE CATALOG 


available through the M & D Store Planner in your area. 
Write, wire or ‘phone M & D Store Fixtures, Inc., Dept. 80 
6 No. Michigan Ave., Chicago 3 or City of Industry, Calif. 













WHAT'S NEW 












































depths to 300 ft with capacities up 
to 930 gph and pressures to 115 
lb. Jet assemblies are furnished 
with complete systems for 3, 4, 
4% in. twin pipe and 2, 3 in. 
Packer installations. Units are 
shipped with manual _ control 
valves. Automatic valves are avail- 
able. Goulds Pumps, Inc. 


For more data circle No. 19 on postcard, p. 105 


Large size wood bits 


The Irwin Speedbor 88 wood bit 
line for electric drills and drill 
presses now offers four new larger 
sizes. The new sizes are 1%, 1%, 
134 and 1% in. The line now in- 
cludes 17 open stock sizes from 4 
to 11% in. from 75¢ to $1.25. The 
new sizes have a \4 in. shank with 





hollow ground point. Irwin Auger 
Bit Co. 
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Low cost surface level 
Professional and do it yourself 

handy men will want this useful 

surface level. The low cost unit 





is made of plastic and is circular 
in shape. When the bubble is cen- 
tered in the circle the surface is 


level. Johnson Products Co. 
For more data circle No. 21 on postcard, p. 105 


Oven cleaner in squeeze can 
Convenience and safety in use 
are the principal sales points of 
this oven cleaning product in a 
squeeze can, A snap on seal top 
prevents caking and drying. The 
item does not contain caustics or 





free lye, and produces no harmful 


fumes or mist. G. N. Coughlan Co. 
For more data circle No. 22 on postcard, p. 105 


Spatter head for sprayer 


Your customers can convert any 
can of Plax Spray paint to spatter 





finish with this 15¢ adaptor spatter 
head. Linoleum, terrazo, and con- 
fetti patterns result when a spatter 
finish is sprayed over conventional 
solid tones. Various sizes in spatter 
patterns result from a light or 
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heavy touch on this fitting. Comes 
24 to a display panel. 
Brothers Co. 
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Lowe 


Household rug shampoo unit 


This new Jacobus rug shampoo- 
ing unit is being packaged with a 





free bottle of Carbona Soapless 
Lather as a special promotion item. 
Shampoo Queen cleans and sham- 
poos rugs with a set of brushes and 
a Miracle polyurethane roller. The 
unit is made with all metal parts 
and a reversible handle. Retails at 


$5.95. A. G. Jacobus’ Sons. 
For more data circle No. 24 on postcard, p. 105 


Home key control system 


There’s plenty of use for this 
key holding unit around the home 





or in 


store. 
keys with identifying tags can be 


your Ten different 
placed on the metal panel for 
emergency or reserve use. A 
method of indexing is provided if 
key identity is to be kept con- ™ 
fidential. Ten unit panel (shown) 

sells for $1.59. Eight unit racks 

retail at $1.19 and five racks sel] 

for 79¢. P. O. Moore, Ine. 
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(Continued on page 108) 








use this FREE 























CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 
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New York, N. Y. 







































































1 BUSINESS REPLY CARD pa 

Ne postege necessary if mailed in the United States —_— 

) POSTAGE WILL BE PAID BY oe 

Be sure to write name | HARDWARE AGE a 

and address on post card. | mt 

: ) Post Office Box 60 

Please use this P. O. : : — 

. Village Station a 

Box Address for Quick ! NEW YORK 14. N.Y. mem 

Check Cards Only ) ane 
Postcard valid 8 weeks only. After si use aieen edie Sethe. ‘enaes ay 


Please send me further information on the WHAT'S NEW items, code numbers 
: for which | have circled below. 
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‘|| Here is Your Quick Check Card 


What it is... How it works 


@ Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New’ columns. You get more of these in 
HARDWARE AGE than in any other magazine. 











- 


@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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Postcard valid & weeks only. After that use own letterhead fully describing item wanted. 8/14/58 
A big help for busy deal- 


Please send me further information on the WHAT'S NEW items, code numbers 

for which | have circled below. 
ers. Use this card for free 
intormation on new prod- 
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HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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No. 380 FOLD and 
SLIDE DOOR 


The smoothest 


in movement 


Juts a slight touch on the door 
pull starts the sliding, folding 
action to fully open or close this 
smart new type of flush door. 
Two sets of double doors can be 
used to serve larger openings. 








‘ 
_ as 


wk 














Noiseless nylon pivots carry door 
weight and nylon roller guides 
door in adjustable steel track 
mounted at top of opening. No 
track on floor to catch dirt. 
Adjustable rubber stop is pro- 
vided to keep doors firmly closed. 


































































































ADJUSTABLE PIVOT BRACKETS GUIDE ROLLER 


Jamb bracket permits use with 
either wood or concrete floors. 
No measuring needed to locate 
bracket—just attach to jamb. All 
JAMB hardware zinc and chromate 


BRACKET plated. 
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STEEL GALVANIZED TRACK 
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Pivot brackets are adjustable, both laterally and vertically, and never 
need lubrication. Bottom door aligners to keep four panel installations 
in perfect alignment. 








easily installed 


HOME 
DRINKING 
FAUCETS 


sure appeal for 
every homeowner 





\ ° 
HAWS AourilainiMe 
FOR INDOOR USE — LIST PRICE $5.95 

Sanitary, fool-proof, inexpensive—models 
for indoor or outdoor use! Indoor model 
screws on in place of aerator. Water 
runs normally through FOUNTAINETTE-100 
smooth flow tip; or a flip of the lever pro- 
vides a convenient drinking stream. Fits 
most threaded faucets, with adapters 
available for all others. Outdoor model 
FOUNTAINETTE-200 screws on hose bibs, 
leaving faucet free for regular use or 
providing a drinking stream as desired. 
Both are precision-made in chrome plated 
brass, and are furnished packed six in 


an attractive counter display carton. 





HAWS 
FOR OUTDOOR USE — LIST PRICE $7.35 


MODEL 3C 


tains easily attach to 42 








2 SourilainiMe 200 


Patio and garden foun- 










pipe for hose bibs, with 
simple T-connection and 

: pipe extension. Neat, 
convenient, sanitary. These fountains 
keep traffic out of the kitchen, eliminate 
untidiness. Economical and long lasting; 
a great impulse item! 





LIST PRICE $15.96 


Stock these and other popular items. Write 
today for details and the name of your near- 
est HAWS Representative. 








DRINKING FAUCET CO. 





1439 FOURTH STREET 
BERKELEY 10, CALIFORNIA 
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WHAT’S NEW 
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(Continued from page 104) 


Workman's large lunch kit 


Workmen with hearty appetites 
will want this large size lunch kit. 





It holds about 50 percent more 
food than the average size kit. 
This Universal kit is equipped 
with a 1% pt Pour-Easy vacuum 
bottle. There is a useful cup holder 
in the kit lid. Landers, Frary & 
Clark. 


For more data circle No. 26 on postcard, p. 105 


Slide bolt with guide 


This Adams- Rite _ slide bolt 
features a concealed double guide 
with constant spring tension be- 





tween guide and bolt. This holds 
the unit in any position until 
moved. Designed especially for 
Dutch doors, screens and lavatory 
stalls. Safe Padlock & Hardware 
Co. 
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Modern style radio sets 


Smart Set 1959 table and clock 
radios include slim cabinets in 
bright two-tone colors. Here’s the 
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there are 
BETTER profits 
in MAGNESIUM 
: products 


2 

















Patent Pending 


’ NEW! 
i “The EXTENSION LADDER 
} with the STEPLADDER 
‘ :+ STEP!” Easier to 

; work on, less tiring. 
These Wide-Tread 
Straight and Exten- 

sion ladders have 

reeded 2'/2” step- 

rungs welded to 

i-Beam channel 

side rails... inter- 
locking sections for 

safety and sliding 

ease. Equipped with 
rope, pulley and 
specially-designed 

locks. 
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' World’s most complete 
metal ladder line 


MAGNESIUM 
LADDERS 


Outlast . outperform other ladders. 


* So light a 40-ft. ladder can be easily 
handled by one man 

¢ Stronger than any other metal ladder, 
pound for pound 

* Precision engineered 

* Fireproof, rustproof, corrosion and shock 
resistant 

* Non-magnetic, 
sparking 

Write for full information, catalog and 
prices on complete metal ladder line, and 
other household products. 


HITE METAL ROLLING 
. STAMPING CORP. 


443 FOURTH AVENUE, NEW YORK 16, N. Y. 
Plants: Warsow, Ind., & Brooklyn, N. Y. 
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non-smudging, non- 
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call 
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—~ Se 
=> 10 YEAR ¢& 
= = 
= GUARANTEE 
— - 
< SHEF-KOTE is warran- — 
— ted to weatherproof — 
= and waterproof any — 
—_ roof for a minimum of =~ 
a ten years... replace- = 
—_ ment of material is a 
— fully warranted by _ 
— manufacturer. = 
—_ -_ 
AN 00000000000000005N 


hetkole aluminum roof coating 


... one coat covers and seals any roof! 
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LLM MM hhh, 


ALumINUM 
ROOF coaTING 


Tr 
Efe e) 
“© BRONZE PAINT ¢ 








Have the best... 
it costs no more than the rest! 
Here is the COLORFUL answer to economical roof 
maintenance! SHEF-KOTE stops leaks , forms 
a weatherproof and waterproof metallic. coating 
., and will not crack, rub, or peel! it is NOT A 
PAINT. but a special formulation of asbestos 
fibres, asphalt, fine preservative oils and millions 
of polished aluminum flakes that are TINTED in 


Arse: CC 


severe weather conditions, both hot and cold. 


WA TERPROOF! because in drying, the aluminum flakes float to 


the surface forming a coating of metal, YET the 


under portion is flexible and in an elastic state 


Shettiele =| lel) 4m) Vi pameie)-lle]-) Gale). i 


17814 Waterloo Road «+ Cleveland 19, Ohio 






WHAT'S NEW 






















Bolero model 1108RE, less than 4 
in. deep. This set has 4-in. front- 
mounted speaker and direct drive 
front tuning knobs. List $22.95, 
coral and white. Sylvania Home 
Electronics, Div. Sylvania Electric 
Products, Inc. 

For more data circle No. 28 on postcard, p. 105 


Fire extinguisher spray can 


Gasoline, alcohol and other sol- 
vent fires can be extinguished upon 


contact with this fire extinguisher 


hobbies, and general furniture and ‘ 
door manufacturing. Can be mixed 4 
with water, or with resin modifier 
to eliminate crazing and shrinkage. 


Sr i ea 


SUS eS 


in a spray can. S’Nuf will also put 
out electrical, automobile, rubbish 
and asphalt fires without difficulty. 
The 16 oz can sells for $1.98. Glid- 
den Co. 
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Marine gra? 


~— 


Marine plastic resin glue 16 oz. size, $1.25. Wilhold Products 
Boat-owning customers will be Co. : 
. . . For more data circle No. 30 on postcard, p. 105 
prime prospects for Wilhold plastic 
resin glue, marine grade. Especial- 
ly recommended for boat work, 
with a shear test of 3500 psi, this 
easy-to-mix powdered glue is also 
effective on cabinet work, for 


Electric tool grinder 

Farms, shops and schools will 
have use for this heavy-duty % hp 
electric tool grinder offered at a low 

































for the other! 


leader in its field. 


Evaporating Plates. 


Trow™ 
girratio®- 


He Stocks Both. . 


] ONE SELLS THE OTHER! Prospects for fuel oi filters and 
- furnace humidifiers are frequently one and the same. 
Combine these two profitable lines and one gets business 


9 FAST, PROFITABLE INSTALLATIONS! 
+ assembling or fitting — and no service. “call-backs’’. Gen- 
eral Humidifiers and Filters are trouble-free . 


3 SURE, YEARLY REPLACEMENTS! Easy, added profits from 
« yearly replacements of General Filters Replacement Car- 
tridges (fit all leading filter makes!) and “Porous Weave” 





Your Jobber Knows and Trusts Goacra€t 
. How About You? 



















No complicated @ No float or 


tricky po" 
leveling. ” 
e “Porous Weave 
plates resist 
clogging: 

@ Operates so 
by water 
pressure. 


.. each a 


lely 







General Fuel Oil Filters and General 800” Furnace Humidifiers go “hand-in- 
hand” in sales—and profits. General Filter users are prime prospects for humidi- 
fiers—and vice versa. When you service one, recommend the other. Doubling up ; 


your sales effort saves time, service trips and money — makes handling 
GENERAL doubly profitable! 





GENERAL FILTERS, INC. 
43800 Grand River Avenue’ e 
IN CANADA: Canadian General Filters, Ltd., 39 Crockford Bivd., Scarborough, Ontario 


Novi, Michigan 
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Self-Priming Shallow Well 
WATER SYSTEM 


There’s a big market and a good 

profit in selling the Dempster 
Prime-o-jet! Compare its exclusive 
features with any other shallow-well 
pump of its price... note the self- 
priming advantage...many models to 
choose from...the high capacity and 
full 25 ft. suction lift. Here’s a water 
system that opens the door to many 
sales where price has been a factor... 
yet of such high quality that you can 
sell it with confidence. Remember — 
Prime-o-jet, like all Dempster water 
systems, is backed by Dempster! 


At Your Servvice ...79 years of 
water system experience 





SUPPLY 


DEMPSTER 


EQUIPMENT 
i _l 
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Branches and Warehouses: Omaha, Kansas City, Mo., Des Moines, 
Sioux Falls, Denver, Oklahoma City, Amarillo, San Antonio. 












Only Dempster Prime-o-jet offers all these 
features in a low-priced water system: 


@ Self-Priming — (After case initially filled). 

@ Maximum Lift — Guaranteed suction to 25 ft. 
depth. 

@ High Capacity — Delivers up to 1010 gals. 
per hour. 

@ Nationally-known Motor — Designed specially 
for horizontal jet-type pumps; ventilated. 

@ Renewable Rotary Seal —For easy service 
and sustained performance. 

@ Corrosion-Proof ejector and nozzle. 


@ Insert-Type Venturi — No threads, no wrenches 
needed. 


@ One Moving Part — For minimum wear. 


@ Heavy Bross wearing ring; corrosion-proof 
impeller shaft. 


Write for illustrated Prime-o-jet folder and details 
on the valuable Dempster Dealer Franchise. 









LW: DRAMATIC PACKAGING 
makes specialties 
sO 


EASY 
TO CHOOSE 
AND BUY 


| Few who see this dazzling array of sparkling 
hardware conveniences can resist stopping and 
) Shopping! It’s fun to select the many wanted 
items! (/-H COMPAKS have quality, distinc- 
tion, practicality—everything to attract shoppers 
who buy fast, yet who want to see at a glance 
| what they're seeking 
—everything to pro- 
mote impulse buying, 
to quicken turnover, to 
increase profits for 
you. Get the complete 
W/ BH #8801 chrome 
and brass assortment, 
including 
FREE 
SALES-MAKING 
REVOLVING DISPLAY 
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WESSEL HARDWARE CORP. 


919-931 N. 5th St., Philadelphia 23, Pa. 
In Canada: Geo. S. Hall Co., 25 Grenville St., Toronto 1 
Export: Hall & Reis, Inc., 165 Broadway, New York 6 






























‘DLETERMO 
FINS * 


US. PATENT NO. 2.709.074 Conedo Pat. Pend. No 670.699 


dai ysursely eatlialines 


FOR ALL EXISTING HOT WATER 
AND STEAM HEATING SYSTEMS. 





gives up to 7OO% more heat... turns 


existing pipes into radiators in minutes! j 


Suggested retail price 





per box 

SIMPLE TO INSTALL! 

Interlocking sides space FINS evenly 

slong pipe, align them automatically 

Small metal piece on one holf FIN fits 

into hole in companion holf. When 

pressed over by pliers, FINS ore se- 

curely joined and bonded to pipe 
Sell these potented THERMO FINS wherever additional heat is HOW TO ESTIMATE THE SIZE YOUR CUSTOMERS NEED 
needed without the expense of radiators, heating experts or Cut strip of paper and wrap around pipe. This gives you the 
plumbers. One box of THERMO FINS makes one lineal foot of circumference of steel pipe or copper tubing. Find this size in 
radiation. Only tool necessary is pliers! Easy and quick to install, Circumference Table below. 
they're available to fit the five pipe sizes used in home heating MODEL 
systems. THERMO FINS ore mode of high-grade rust-resistant CORCUMPERENCE TABLE seuensen 
steel. %” Copper Tube 2%" Cire 4c 
MARKET-TESTED! 1” Copper Tube 3%" Cire nc 
THERMO FINS hove been extensively tested in retail outlets in 1” Steel Pipe 4%" Cire 10$ 
various markets. They were found to be an excellent impulse 1%" Stee! Pipe 5%" Cire 8 

2 Steel Pipe 7% Cire 205 


sales item, reordered many times by customers. Cash in on this 
profitable do-it-yourself item by asking your wholesaler for 


them today or write us for complete information Lancaster Engineering Company 


470 MAIN STREET CLINTON, MASSACHUSETTS 
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WHAT'S NEW 








price. Features include a 115-230V 


capacitor starter motor with long 


life starting switch. Motor is 4 hp 
A.C., 3450 rpm unit. Wheels are 7 
in. dia. one 36 and one 60 grit. 
Overall height 10°, in., length 18°%4 
in., base 9%, x 10 in. Optional 
equipment: full pocket end guards, 
wire wheel, tool rest, eye shields 
and water pot. Wissota Mfg. Co. 
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Insect repellent spray 
Picnickers and other outdoors- 
men will want this Black Flag 
Insect Repellent. It repels insects 
from the body for five hours and 
from treated clothing for up to 
three days of normal wear. The 
non-greasy spray resists wipe-off 
and perspiration. Repels mosquli- 





toes, gnats, biting flies and sand 
flies. Retails at $1. Counter card 
with each case. Boyle-Midway Inc. 
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5-in. rotary surface sander 


Handymen and professionals will 
want this rotary surface sander 


| for use with any 1% in. electric 


HARDWARE AGE, AUGUST 14, 1958 







AMATEUR or PROFESSIONAL 


they all go for 






sa 
NEW IMPROVED 


PARKS 


SEALER PRIMER 


White Pigmented Shellac 











Does 4 jobs in one 
easy application! 









@ Seals © Primes 
® Kills Stains ® Preserves 


Test it Yourself 


Write for FREE SAMPLE 
on your letterhead 








Stock and sell the primer that applies easier, seals 
and kills stains effectively, and DRIES IN 30 MINUTES! 


Your customers will appreciate the greater viscosity 
(which REDUCES SPATTERING) and greater coverage. 
You'll like selling this reliable product with unlimited 
repeat sale potential. 

Now .. . over 3,500,000 prospects being reached by 


our aggressive consumer and trade advertising. Dis- 
play Parks Sealer Primer for easy tie-in sales. 


The PARKS COMPANY 


25 MAIN STREET, SOMERSET, MASSACHUSETTS 


La Porte Flexible Steel 
Door and Floor Mats 


These steady profit makers keep snow, mud and dirt 
outside. Lie perfectly flat. Prevent slipping. Easily 
rolled up leaving dirt to be swept away. Besides, they 
are sanitary, rust resistant, durable, indestructible, 
reversible and economical, too. Will not scratch floors. 


ONE at Your Door 
Will Sell Many More 


Sizes Carried in Stock 


#1 18x30" #3 24x48" #5 36x60" 
#2 24x36" #4 30x48" #6 48x72" 


OTHER SIZES TO ORDER 
Used everywhere — residences, apartments, churches, 
office building, theatres, factories, schools, soda fountains. 


Write at once for literature and 
name of Jobber nearest you. 


O20) S08 a oC Oe 


BOX +124 LA PORTE, INDIANA 
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MERCHANDISE 


PLUMB & SHOP MERCHANDISER racks all the 
chrome-plated flexible copper tubes, valves, 
fittings, necessary for water supply hook- 
ups to kitchen sink, wash basin and foilef. 



























SELL YOUR CUSTOMERS WITH... 





“, .. select the right combina- 
tion for the job.” 


. step over to my plumbing 
department.” 





. step-by-step directions go 
right along on the job.” 


*...only Plumb Shop gives profes- 
sional appecrance and quality.” 


“FREE MERCHANDISE! 


Five chrome-plated angle valves ($6.75 retail valve) 
absolutely free with purchase of either the #100 or 
#200 Plumb Shop Merchandiser. 
















© 1958 Plumb Shop 





PLEASE SEND: HA 


C) Explanotory Folder 
(] Merchandiser #100 (327 pc. asstm't.)__ $96.22 
[}) Merchandiser #200 (122 pc. asstm't.)__$42.17 


NAME 
ADDRESS. 
CITY. 
WHOLESALER 

(Do not send payment. Your Wholesaler will invoice you.) 








STATE. 

















= © 
PLUMB @ SHOP 


1341 TEMPLE + DETROIT 1, MICH. 





ELECTRIC 
GENERATING 
PLANTS 















GASOLINE 





POWER 
TOOLS 





ELECTRIC 
PORTABLE 








made by PIONEER GEN-E-MOTOR ote] - 1.20). 7: Bele), | 






POWER 
LAWN 
MOWERS 





WHAT'S NEW 
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drill. The 5-in. diameter pad is 
made of soft sponge and mounted 
on a rubber universal joint. Sand- 
ing can be done at most angles 
without gouging or marring the 
work surface. A tacky pad surface 
holds abrasives without screw or 
washer. Flexan Corp. 
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Modern design bath scale 


The Detecto 99 scale features a 
modern design and a new stabiliz- 
ing mechanism that provides scale 
accuracy even on rugs. The distor- 











tion free dial offers an extra large 
viewing area and can be read from 
distances up to 12 feet. The 99 has 
a chrome carrying handle and a 
stain-proof Mylar mat. Comes in 
seven colors at $10.95 retail, higher 
in the West. Detecto Scales Inc. 
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Vinyl rug floor covering 


Easy cleaning vinyl has been 
given the textured effect of carpet- 
ing in two patterns of yard goods 
and stair treds. Tweed and Home- 
spun patterns come in green, san- 
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SyOQ-FLy 
| BREEZETTE 


FAN 





creates a delightful breeze . . 
no harsh drafts ... 

no intermittent blasts... 
shoos annoying pests .. . 
spreads comfort indoors .. . 
ideal for shop and office .. . 


heightens outdoor fun 
in the patio 
and at the poolside... 


guards baby against 
germ laden flies... 
slowly rotating blades 
are pliable and safe... 


DISTRIBUTORS 
and DEALERS 
WANTED 


HEHR MFG. CO, 
3353 CASITAS AVENUE 
LOS ANGELES 39, CALIFORNIA 


Sell 


CARPENTERS 
PLUMBERS 
ELECTRICIANS 


Conn. Valley Expansive 
Bits for 


POWER TOOLS 





























FOR ¥,” DRILLS 
Wright's Expansive Ma- 
































chine Bit. No. 110 bores 
ALL size holes from 
7%” to 3”. No. 120 from 
oy ” to 1 3, ~. 

A 

— 


FOR 4” DRILLS 


“Hobbyist” Expansive 
Bit. No. designed 
with special, easy-feed 
point for the high speed 
of average home crafts- 
man’s drill press. Bores 
ALL holes from %” to 
1%”. 


920 





THE CONNECTICUT 
VALLEY MFG. CO. 


Centerbrook 7, Conn. 
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GET A BIGGER SHARE OF THE 
~ FABULOUS AEROSOL MARKET WITH 
BULLS EYE” SPRAY. SHELLAC 











Introducing Butts Eve Spray SHe_tac—the same famous 
Zinsser quality, but in a new clear formula and in a new, 
handy aerosol package! Your customers will like this easy 
way to touch up worn floor areas (blends perfectly with 
varnish, lacquer or any other worn floor finish) . . . refinish 
furniture (especially the rattan and wicker type) . . . seal 
off knots, sappy streaks and spackled areas . . . and it has 
scores of other household uses. 


HERE'S OUR PROFIT-MAKING INTRODUCTORY DEAL: 
ONE FREE WITH ELEVEN! (Expires Nov. 15, 1958) 
Butts Eye Spray SHELLAC is packaged twelve 16-oz. cans 
to each case. For a limited time, one can in every case is 


yours FREE! 

























9ORS WITH 


Bs zine? 


This gives you a handsome 45% profit as shown below 


Suggested At 1 free with 11 At 1 free with 11 
Retail Prices Your Cost Is Your Profit Is 
$1 FD each $1 207 each $9.71 per doz. 


$21 48 per doz. $1 1.77 per doz. 45% 


Eye-catching counter display — 
plus a supply of descriptive fold- 

e ers — included in every case of 12 
cans! 


ACT TODAY! ORDER FROM YOUR REGULAR BULLS EYE DISTRIBUTOR 
OR USE COUPON BELOW. 


















Prices Slightly Higher West of the Rockies 
a i i ey — oe ee ae oe ee ae ae ay 


WILLIAM ZINSSER & CO. 
516 W. 59th Street, New York 19, N. Y. 






furniture 
seal knots, soPPY pried 


Please send me more information about BULLS EYE SPRAY SHELLAC. 


Name 





Company 





Street 











16-0z. Aerosol Can. Suggested Retail City Zone State 
Price — $1.79. Can be used over any 


4 Erich! C) Please include the name of the neorest Bulls Eye Distributor. 
worn moor nnisn: 






eee cee Gees ee ee ee Ge Qe ee ee ann eum cums oul 
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AW 4 Son 
SANDING 


FOR FINE SURFACE FINISHING 


HOM 
dace mine Mes ew 2 Pilb 





Pleran 5 inch ROTARY 
| SURFACE SANDER 


| dalwood, and grey. Roll goods mea- | Sart $2.98 COMPLETE 
| sure 27 in. wide at $2.99 per linear | 
| yard. Stair treds are 1814 x 27 in. 
‘at $1.79 per tred. Durability and 











e Price everyone can afford 
e Smooth, beautiful finishes 
e Instant change, adhesive mounted 


| easy installation are key features. | — Ree 
: : ie ° prings, keyways . . . no center screw 
> ss . * > » > ' . 
| Boston Vv oven Hose & Rubbe } ( 0. | . Write for Bulletin 600 
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| THE FLEXAN CORPORATION 
CHICAGO 34, ILLINOIS 


SEE US AT BOOTH 662 
Heavy bodied finish remover NATIONAL 


DuPont’s Paint And Varnish Re- HARDWARE 
mover is a heavy bodied material SHOW 5 
; + € ‘ ‘ v< . ‘ ' Se e/ 
that is non flammable and washes COLISEUM « NEW YORK CITY 
completely away with water. It 
stays put on vertical and horizontal 


Sept. 29 
thru 
Oct. 3 

















Merchandising Ideas 


Looking for more profits, better 
salesmanship? Hundreds of deal- 
ers have used this Hardware 
Age reprint as a source of ideas 
for sales training meetings, etc. 





Linemen, electricians...men who 
know good tools... are satisfied only 





with the best. When it comes to pliers, | Self-Service 
they know the best is Klein’s—famous | . 
for quality “since 1857.” | Salesmanship 
For your top customers...those |. i¢ ; . : 
who cmaidiads tad Suen in cools... | *U7t8ces- Removes the mee oer 10c each 
be sure your stock of Klein Pliers is most surfaces and brushes without 
adequate. harming them. No solvents are Selling in a self-service store re- 


FREE POCKET needed before repainting. Finishes quires a new type of salseman- 


Div., E. I. DuPont De Nemours & ship. Here is an easy to under- q 
TOOL GUIDE Co. stand explanation of how you 


can train your sales people to 
get the most out of self-service. 





A free copy of the 
new Klein Pocket 


For more data circle No. 36 on postcard, p. 105 





| 
Tool Guide will be | 
sent on request with- | 4 pages. 
salts tecmani | Sailor motif wind clock order copies from 
Foreign Distributor | Shoppers looking for a clock for Editorial Reprint Service 


international Standard Electric Corp. den. or child’s room will be inter- 


New York ested in the action of these nautical HARDWARE AGE 


Sailor clocks. Hand wound, pendu- 
Mathias KLEIN & Sons lum and ship decoration rock back Chestnut & 56th Sts., Phila. 39, Pa. 
nee eee faa . ed and forth to draw attention. Colors Cash must accompany order 


are blue, red, and cocoa. Total 














——— 
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“It’s been smolderin’ ever since we started 
suggesting ‘ScotcH’ Brand Masking Tape 
with every paint sale!”’ 














the fastest selling Tan es 
BE es 


Bal 
wrought 
iron 
mailbox 
on 

the 
market! 











TM. REG, 


SOUTHERN FABRICATORS CORP. 


225 Aero Drive, P. O. Box 693 Shreveport, Louisiana 
Phone: 24671 








Write for Catalos — 
16 Different Model> 
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THE FAVORED WEATHERSTRIP 


New Choice of Dealers and Users Everywhere 


FOAMEDGE 


VINYL COVERED POLYURETHANE FOAM 


SENSATIONAL PRODUCT! 
SENSATIONAL SALES 


A new product of superior material and de- 
sign, packaged, promoted and merchandised 


WEATHERSTRIPPING 


ayia: 





Above: 17 ft. on cone 
300 ft. on counter reel 


strip, only better. Insulates better ite 


Foamedge performs functions of all 
Not affected by light, paint, oil or air. 


MULTI-PURPOSE 
SELF ADHESIVE 


Our newest product, in 
white vinyl jacket. It is 
excellent weather-strip 
but has a thousand 
other uses. Self-adhesive 
flange makes it easy to 
install. Very popular 
Cones of 10 ft. or 17 ft 


GARAGE DOOR BUMPER. SEAL 


These double: seals for 
bottoms of overhead 
garage doors keep ou? 
snow, rain, wind ond 
dust. They cushion stop 
— never ounce. Do not 
stick to floor. Very 
tough. Popular sizes or 
reels. 





Ask your wholesaler or write for catalog 


STERLING ALDERFER CO. 


3850 Granger Rd. Akron 13, Ohio 


INSULATES « DECORATES 
SEALS ¢ PROTECTS 















these Mossbergs 









finger-operated 
C-LECT-CHOKE 


vented barrel 








Lt 
Li 
8 
t 





You can’t beat 






















o\* 
Feussrteet by 
Good Housekeeping 


wr as AdveaTisto rat 





P PRE-PACKAGED IN POLYETHYLENE 
Big 6’ x 30” rolls 


— 
—- 
~ | 


Fast-moving, All Purpose 


HOUSEHOLD MAT 


Now in 5 new decorator colors as well as popular transparent! 


Terrific seller for floor runners, carpet protectors, closet 
floors, door mats, other uses. Miracle polyethylene trims 


with scissors. Cleans with damp cloth. 


CHOICE OF TAKE-HOME PKG. OR ROLL GOODS 
FREE SALES AIDS 


NATIONALLY ADVERTISED « 






PRE-PACKAGED, PRE-PRICED 
Big 9’ x 11%” rolls 


Sales-popular Miracle Polyethylene 


SHELF LINER 


in 5 most-wanted household colors! 
Peps up sales! Comes in turquoise, pink, yellow, white 
and red. Handy 11%” width for shelves, cabinets, closets. 
It’s odorless too! 


CHOICE OF TAKE-HOME PKG. OR ROLL GO 
WASHABLE. WON’T FADE OR STAIN « NATIONALLY ADVERTISED 


GERING 








Gering Products, Inc., Kenilworth, N. J. 
Garden Hose Sprinkler Hose « Soaker Hose « Garden Trellis « Tidy-Mat Line » Super Mat 


ream —— CLIP AND MAIL NOW! © = oe ow = = 
r-8 

















| Gering Products, Inc., Kenilworth, N. J. | 
" Please send me complete information and samples: | 
' [] Tidy-Mat Household Mat [ Tidy-Mat Shelf Liner ' 
| Name | 
| Address l 
l City Zone State | 
i My jobber is | 
er ee cit ee dale eam aah ue Nam cies Gee nk wk es a ON i 
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This is the year when VALUE 
counts. And in Mossberg shot- 
guns you have it! 







































3-shot, clip repeaters with finger- 
operated C-LECT-CHOKE (there's 
none better)—vented barrel—cush- 
ion rubber recoil pad—genuine 
walnut stock —thumb-operated 











safety —perfect balance—the fea- 

tures customers want, and at 

Mossberg’s prices! 

Model 195K (12 ga.).... .$39.95 perfect balance 
Model 190K (16 ga.).....$38.95 


Model 185K (20 ga.)..... $36.95 
Model 183K* (410 ga.). . .$34.95 


Chambered for all 2%” or shorter 
factory loads and 2%” Magnums. 
Also take rifled slugs. 


*2'2” and 3” factory loads and rifled 
slugs. No recoil pad nor barrel vents. 


| 


Cream of the Value Crop 


TRAFFIC BUILDERS...which you sell 
with complete confidence in qual- 
ity and user satisfaction. 
Model 183D (410 ga.) 3-shot re- 
peater with interchangeable Full 
and Modified choke tubes—only 
$30.95 
Model 173 (410 ga.) top loading, 
full choke, single shot—only $24.95 








(P= ae ee 





(> 





Chambering same as 183K above. 





thumb-operated safety 


For lively fall sales jot down 
“Mossberg shotguns’ on your 
want list, right now. 


All prices are retail... $1 higher west of Rockies. 







ossberq 


for accuracy 


O. F. Mossberg & Sons, Inc. 
81608 St. John St., New Haven 5, Conn. 


genuine walnut stock 





cushion rubber recoil pad . 
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Poly-wrapped metal mats 
> Poly wrap packaging has been 
added to Chrome Star, Stainless 


will want this Penn reel with the 4 
to 1 gear ratio and extra large spool 
arbor. The JigMaster 500 provokes 
game fish to strike at the active 
lure. Line capacity is 300 yd of 20 
lb test mono, 250 yd of 36 lb nylon, 
200 yd of 9 thread linen. Metal 




























Steel, Pearl-Tex, and Wood Grain 
models of stove and table protec- 
tors. This packaging keeps samples 
clean and protects them from dirt 
and scratching. Each wrapping 

, carries fact tag and one-year war- 

ranty. Ballonoff Metal Products Co. 


For more data circle No. 39 on postcard, p. 105 


diameter is 6% in., and clock has 
built in key holder. Free display 
with each three-clock order. Re- 
tails at $3.98. Westclox Div.. 
General Time Corp. 


For more data circle No. 37 on postcard, p. 105 





















Extra-fast retrieve reel spools are available at $2.40. Penn Matched PVA paint colors 
Fishermen who need a fast line Fishing Tackle Mfg. Co. Painting contractors and home- 


retrieve for certain types of fishing For more data circle No. 38 on postcard, p. 105 owners will be interested in this 








Your Most Complete Source 


Wf: concrete tall 


for 


Zuality Weather Strip 


If it’s weather strip, you can get it from Dennis. All 
types — metal, metal and felt, all felt, wood and felt in 
rolls, strips and sets. Also complete lines of metal 
thresholds and door bottoms. 









is an anchor, too! 


Vinyl and 1 ih eit is 7 


Aluminum 
Threshold 


No. 100A— Vinyl specially 
designed with extra lip seal 
to prevent dirt from enter- 
ing between vinyl and 
aluminum. Vinyl seal on 
bottom leg, also. 


Nothing else to buy! The Red 
Head drills its way into the 
toughest concrete in two 
minutes and then expands to 
become a threaded anchor 
for any standard ‘%” bolt. 
Can't pull out, rust out or vi- 
brate loose. Holds hundreds 
of pounds. Cheapest method 
of anchcring to concrete. 













a 
—_ = 
* 
‘ 





Call Your Hardware 





Jobber Over 50 Years | | Mam COUPON ropay! 
ee ames eae PHILLIPS DRILL CO.. DEPT. "H-7208 
+ nd stpaid my sample 
Development RED HE Red Head Send poe | and Anchor Kit 
| Ap that retoils for $1.85. 
W. J. DENNIS = : 
CONCRETE DRILL /( address___ a 
& COMPANY TCL | AND ANCHORKIT | cin cine aera nal 
Chicago 41, Ill. | Contains: 1 driver, ec inallliiiae iam 
. | 4 Red Heads Jreuengebieggeam, Rone Se 
address... acai oon 
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| INTHE NYLON | 
{ CORD BUSINESS | 


f © The Easy Way * 
= °©TheLlowInventoryWay 
a 6. ®@ The Low Cost Way = 
& ° The Packaged Way : 
= 8 6® The High Profit Way a 





wa Ge & A” 











779} 100% NYLON 
BRAIDED CORDES 
RACK 2 


That’s right...here is an 
easy, low cost way to get into 
the highly profitable Nylon 
Cord business. This rack is 
only 24 inches high and takes 
up less than 1 square foot of 
. floor or counter space. Cord 

is one reel each of 1/8”, 

3/16", V4” and 5/16”. Rack 
fi is FREE with order for 4 or 
fH = more spools. 


al ” 
arr - 





ye FR “e 5 er 
- 4, ~~ 


’ 
ek ‘a‘e £>25 , 
* De = a 


Ask your jobber about it... 








CORDAGE 


John H. Graham & Co. Inc. 
105 Duane St., New York 8, N. Y. 












WHAT’S NEW 





muralo 


super murat" 


sat 
Frat watt ** 


\>. 
Muralo interior PVA _ semi-gloss 
finish with a companion fiat finish. 
Both emulsion paints are available 
in 14 matched colors. Super Mural- 
Tone is odorless, needs no prime! 
and dries in less than an hour. The 
new all white label will help you sell 
more of this PVA interior finish. 
Muralo Co. 


For more data circle No. 40 on postcard, p. 105 


Open roast and broil pan 


Home cooks will be customers for 
this stainless steel open roast and 
broil pan from Revere. The pan 
features drop end handles which 





are welded to the pan. Rounded 
corners and beaded rim make it 
easy to clean. The pan holds an 18 
lb turkey and measures 16 x 12 x 
2 in. Retails for $14.95. Revere 
Copper & Brass Inc. 

For more data circle No. 41 on postcard, p. 105 


Low cost drawer slide 


Here is a lightweight, low cost 
drawer slide that requires only four 
screws to install. Slotted holes per- 
mit adjustment for warped drawers 
or cabinet. No measuring, marking 
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Gold Seal Tape 
splices neatly, fast 


It has high dielectric strength without 
bulk—a big advantage in many 


splicing jobs. It’s elastic...easy to 


mold into a neat, thin wrapping. Just 
what the doc ordered for cramped 
areas, but we birds see more Gold Seal 
used for insulating cable splices than 
any other tape. High service line or 
terminal box, quality and convenience 
talk — and assure you repeat sales on 
Gold Seal Plastic Tape, in the handy 
20 ft. roll. Jenkins Bros., Rubber Div., 
100 Park Ave., New York 17. 






Plastic 





IN HANDY 

20 FOOT ROLLS 
Ten 20 ft. rolls in the 
Handy Pack can 


Single 60 ft. rolls in 
individual meta! cans 





Gold Seal FRICTION — RUBBER — PLASTIC Tapes... 
Commercial and Specification Grades 





or templates are needed to install 
the set which has a 25 lb capacity. 
Standard size is 22 in. but there are 
extra holes to permit cutting to 20 
in. Sizes from 12 to 24 in. are avail- 
able on special order. Anape «& 
Vogt Mfg. Co. 

For mere data circle No. 
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Heater with humidifier 
heat in cer- 


portable 


Folks who need extra 
rooms will want this 
room heater. It 
noisture cell for humidification and 
a control that can be changed with 


tain 


electric features a 





the toe, Heat is fan forced. The 
unit is controlled by thermostat 
and puts out about 5640 btu per 
hour. Weighs 16 lb and is finished 


in burgundy leatherette. This 
heater is at the top of a line of nine 
models ranging from $19.95 to 
$39.95. Westinghouse Electric Corp. 
105 


For more data circle No. 43 on postcard, p. 


Lighter weight shotgun 
A full pound’s weight has been 


eliminated on the standard model 


12 shotgun in the new version 
model 12 Featherweight. It weighs 
6 lb, 10 oz. Other features to 


customers: 
aluminum 


interest 


sign, alloy 


simplified de- 
trigger 


profit-making reasons 


why more 


Ee \\\ 
/ Hy 
dealers are selling 


CAMPBELL CHAIN 















if My Bese marked for identification of contents. 


Assure you prompt delivery and service. 
Back-up stocks are maintained in a 
nation-wide network of warehouses. 


















Va, He’, %” —pre-cut to lengths of 10", | 
135 20’, 50’ and 100’; pre-packed for 







‘BY MAKE—the Compbell"C in relief on 
BY GRADE the grade mark is on every, 
BY 5 INTERVALS —morked and color- be 























CAMPBELL CHAIN Comsany 


Factories and Warehouses: York, Pa.; 
E. Cambridge, Mass.; Atlanta, Ga.; Houston, Texas; Chicago, Iil.; 
Portland, Ore.; Seattle, Wash.; Los Angeles, Sacramento, San Francisco, Calif. 


CAMPBELL 
CHAIN 


West Burlington, lowa; 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 





WHAT’S NEW 





guard, easier-to-load magazine as- 
take-down 
inter- 

and 


sembly, 
system for 
changability. 
shooting qualities of the original 
model 12 are retained in the light- 
Shotshell load: 2%4 
Barrels avail- 
cylinder, 
28 in. modified and full choke, 


weight model. 
in. in 12 gage only. 


able: 











and 





because Plastex gives 


you more fo sell! 


FLEXIBLE PIPE 


Plastex Polyethylene ... in sizes 
from %” thru 6” — 75 and 100 psi 
pressure rated — single and twin- 
tube types—lengths- to 600’ — 
NSF approved. 


SEMI-RIGID PIPE 


Plastex Kralastic ... in sizes from 
14” thru 6” — for pressures to 150 
psi and even greater chemical and 
heat resistance—10’ and 20’ lengths 
with plain ends, or sleeve-type cou- 
pling one end — NSF approved. 


A COMPLETE LINE OF 
FITTINGS FOR BOTH 
Packaged Nylon and Styrene insert- 
type, for mechanical coupling to 
flexible Plastex Pipe — Kralastic for 
solvent-weld coupling to semi-rigid 
Plastex Pipe—in every wanted 
style, ultra precision made, NSF 

approved. 


AND NOW, DRAIN PIPE 
AND FITTINGS, TOO! 


Plastex OX ... high strength, high 
impact drain and sewer pipe — in 
2”, 3” and 4” sizes — plain and per- 
forated — with sleeve-type fittings 
for root-proof solvent-weld joints, or 
dry joints—10’ and 20’ lengths. 


Let us send you complete information 


Tt PLAS TEX ©. 


3232 CLEVELAND AVENUE 
COLUMBUS 24, OHIO 
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80 in. full choke. Retails at $94.95. 
Winchester - Western Div., Olin 
Mathieson Chemical Corp. 


For more data circle No. 44 on postcard, p. 105 


Push-action egg beater 
Here’s an item the busy house- 


wife will pick up on impulse. This 


full size egg beater is operated with 
one hand by pushing down on the 





handle. It will mix anything from 
an egg in a cup to paint. Sells for 
69¢. Ekco Products Co. 


For more data circle No. 45 on postcard, p. 105 


Wrought iron letter box 

Leigh’s Aristocrat mail box holds 
a generous amount of letters and 
the loops hold newspapers and mag- 
azines. The strongly constructed 
box is made of wrought iron with 


> 





Colonial Black and Oyster White 
baked enamel finish. Retails for 
$5.50. Leigh Building Products 
Div., Air Control Products, Inc. 


For more data circle No. 46 on postcard, p. 105 


Ultra modern wall clock 


This modernistic wall clock is 
one of many designs in the new 
General - Electric Telechron line. 
Ribs branch out from the circular 




















ELECTRICIANS — K1500 SERIES 


CRESCENT SCREWDRIVERS 


with improved 
Blue Tenite Handles 

















REGULAR 
KI300 SERIES 











~ a, ee 
= — 
¥ 5 
— 
a | 


K1600 SERIES 





SQUARE ROD 


| 





PHILLIPS POINT 
SERIES 





STUBBY 
REGULAR & PHILLIPS POINT 


A, 


EVERY CRESCENT SCREWDRIVER 
IS INDIVIDUALLY TESTED 
Crescent tests each and every screwdriver to 
this combination of handle and make sure that blades are hardened to exact 


blade superiority. The improved specifications ... your assurance that Crescent 
: tips will mot break or twist. 


Only in Crescent do you get 


Tenite handle provides a firm, com- 
fortable grip that turns screws easily without 
causing hand blisters. The blade is hot forged, 


CRESCENT TOOLS — 
Give Wings lo Work mm? SG, 






. hardened full length, and then assembled to 
the handle under great pressure... 
it cannot turn loose or come apart. 


Sign of the frtisan 
Jymtlol of Cuccllence 


« ~ 
_ , \ Me 
— “SS - N 





Crescent is our trode-mork, registered in the United States ond abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere ond mode only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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NOW...Really Ne i: 


ANDIRON DESIGN 
Creates a beautiful, 
active fire...actually 


ra re lates heat ! Holds 3 to 7 logs on top; one “feeder” 


log on bottom. Underside of top logs 
radiates heot. 


GRANDIRONS 
































The newest concept in andiron design ble to all sizes of fireplaces. Top cross- 
in fifty years! Aaero Grandirons hold bar telescopes to permit use of large, 
logs so that the hot, underside actually extra long logs. Measures 13” wide with 
radiates heat into the room. Ideal for cross-bar closed; extends to 23”. Stands 
every home... especially practical and 13” high x 15” deep. With long life jet 
wanted in northern areas where fire- black matte finish. Simple three-piece 
place heat is a winter time must. construction. Assembled in a jiffy; no 
Smartly designed of heavy steel... screws or bolts. A real profit-maker with 
sturdily welded at every joint. Adapta- a wide-open potential! Send for details. 


Aaero Offers a Complete Line of Fireplace Accessories 
Sturdy Welded Steel Construction...Jet Black Finish 


oll Cl. 





Pitched & Tapered Straight & Level New Hi-Gard Swing-Grill Unit Andirons Fire Lighters 
Five Sizes Four Sizes Two Sizes or Two Sizes All Black or 
21°-24"-27"-30"-36" 21”-24”"-27"-30" 27”-33" Fireplace Cooking 16-19" Block & Bross 


WRITE FOR CATALOGS 


4 facro MFG. CO., ROCKFORD, ILL. PRICES TODAY 


ALSO, ORIGINATORS OF SNO-THRO SNOW PLOW 


Tks L8 [) 


.. « there's nothing just like 
X-Il-M FLASH BOND to 
make paint adhere firmly 
and longer to almost any 


type of surface. Yes... 
USING 





é 





FIRST 
MAKES PAINT LAST 


@ NO SANDING REQUIRED. PREVENT 
Of time between the primer (MCTEESAZAD Te 


coat and finish coat. AND 


@ ACTS AS A RUST INHIB- 
ITOR. When applied over PEELING 
slightiy rusted surfaces or 
where loose rust has been 
removed it stops progressive 


Sproy Containers 


~ 
Pint< Ywvuor 


Ask about 


action of rust. our 

@ IMPARTS FLEXIBILITY TO FINISH COATS. Special Dealer 
Resists damage to finish due to weather Assortment 
changes. Helps to resist dulling, chipping, Package 
peeling, flaking. Ofer! 








7 


Se 


YOU CAN CONFIDENTLY RECOMMEND X-I-M FLASH BOND! 


it is not “just another primer’ .. . it's in a class by itself, has been for 
more than 20 years. Next time any customer asks you for something that 
will make paint ‘‘stick,"’ will stop peeling, popping, blistering . . . confi- 
dently recommend X-i-M FLASH BOND. Ask about our Special Dealer 
Assortment and Sales Helps. 


H. FORSBERG COMPANY ciévetano 14. onto 


WHAT'S NEW 
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dial. Design of the clock can be 
changed by twisting the face to a 
vertical position. Comes with black 
and gold color fleck case and ribs, 
and in solid white with copper color 
ribs. Retails for $9.98. General 
Electric-Telechron. 


For more data circle No. 47 on postcard, p. 105 


Porcelain touch-up liquid 
Housewives can do their own 
appliance touch-up jobs with this 





white plastic repair material. 
Duro Plastic Porcelain is a liquid 
for covering chips, nicks, blemishes 
and worn spots on kitchen cabinets, 
appliances, venetian blinds and 
plumbing fixtures. Dries in several 
hours. Retails for $1 a tube. Wood- 
hill Chemical Co. 


For more data circle No. 48 on postcard, p. 105 


Hedge trimming, drill kit 

Home owners with hedges will 
find this electric drill and hedge 
trimmer kit interesting. The hedge 
trimmer attachment cuts a 12 in. 
swath with self-sharpening teeth 
and has a two position handle for 
left or right hand cutting. The 















Triple-Tone Remington 149 DL 
Deluxe % in. drill is the power 
source. The drill has a _ coppe 


plated housing and polished alumi- 
num body. It is rated at 2.7 amp 
with a 115 volt AC-DC 25/60 
cycle motor. Comes with a 7 ft, 
3 conductor cord, plug and ground. 
Remington Arms Co., Ine. 

For more data circle No. 49 on postcard, p. 105 


(Resume reading on page 16) 


TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 

(Continued from page 16) 
variety of finishes possible with 
Weldwood finishes. The formula 
for getting each finish is noted be- 
low each sample. Display is avail- 
able with a counter stand (shown) 
or wall bracket or can be used as an 
window or wall display be- 
the panels hinged. It 
comes free of charge with an order 





aisle, 


cause are 





of 12 gal or more of Weldwood fin- 
ishes. United States Plywood Corp. 
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Vegetable shredder package 
This colorful package highlights 


the same features of Mouli’s 
Julienne shredder emphasized in 
television demonstrations of the 
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HIGH 
FOOD 
PRICES 


make HOME 
BOTTLE 
CAPPERS 





ROOT BEER 
FRUIT JUICES 
OTHER BEVERAGES 


No. 250 CLIMAX CAPPER > 


Volume-selling capper 


AD 


dozen to carton. 








one-half dozen to carton. 


BR SS 





THE EVEREDY 


CATSUP 





~ 


that’s a real value. 
Popularly-priced for 
quick sales. Sturdy, heavy 


metal construction gives long 
service. Easy to operate. Han- 
dle springs back into place 
after bottle is capped. Adjust- 
able to handle bottles up to 1- 
quart capacity. Packaged one 


co. 


AA> 
ae ' 


No. 150 GEAR TOP CAPPER 


Deluxe model priced to bring you big profits. Women 
like its easy-to-operate, gear-type action. Equipped 
with cap-holding “‘Double Seal’”’ throat that elimi- 
nates cap balancing. Crimps sides and depresses 
top for sure closure. Heavy, padded base prevents 
bottle from slipping, adjusts to bottle size. Packaged 


© FREDERIC 


® 














Everedy Cappers are ideal for re-sealing soda 
and ginger ale botties, too. Phone your jobber 
now for details and prices. Ask about Everedy's com- 
plete line of fast-selling, profitable Chrome, Copper and 
Stainless Steel Housewares. Write direct for Free catalog. 


W714) 





K, MO. 



























SPACE SAVERS! 





TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





















HINDLEY 
Bright Wire 


fication of contents. 








IC PAKS 


You save 60% or more on bright wire hardware display space, when you stock 
and sell handy Hindley Pic-Paks. Unlike plastic bags or other bulky containers, 
compact Pic-Paks will not tear open or crowd your counters. Die-cut tabs permit 
straight stacking or wire rack display while “see-thru” tops assure rapid identi- 








Pre-counted . . . pre-packaged . . . pre-priced 
Pic-Paks provide a profit-packed bright wire 
hardware department which can be set up in 
seconds. Complete assortment includes screw 
eyes, cup hooks, screw hooks, curtain rod 
hooks, gate hooks, shoulder hooks, and clothes- 
line hooks. Units are available individually or 
as part of a colorful Masonite display rack. 


Order yours now from your wholesaler. And 
remember . . . when counters or racks lack 
Pic-Paks, order refills fast and keep sales mov- 
ing. Call your wholesaler for prompt service! 


indle 


y/ 
fe, 1897 














WIRE HARDWARE > COTTER PINS - PLUMBING SPECIALTIES 
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HINDLEY MANUFACTURING COMPANY 
Cumberland, Rhode Island 
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unit. These are its versatility and 
the assortment of blades it uses 
to slice, shred, grate and chop vege- 
tables. The new package ties-in 
with television and retails for the 
regular price of $2.98. Mouli Mfg. 
Corp. 


For more data circle No. 51 on postcard, p. 105 


16-page gun cleaning guide 
Many tips on the care and clean- 
ing of firearms is contained in this 
free 16-page guide. It offers a step 
by step cleaning method for gun 
protection and explains lead foul- 
ing, rust, pitting and gas cutting. 
The well illustrated book also con- 
tains complete information on 
Hoppe’s many gun cleaning kits 
and materials. Frank A. Hoppe, Inc. 
For more data circle No. 52 on postcard, p. 105 


Rug cleaner package, offer 


Housewives will want to pick up 
this handy carry-home package. It 
offers a pint size of Glamorene 
liquid rug and upholstery cleaner 
free with the purchase of its com- 


gh ot BPHOLSTEMURS 
c.sanee th 


MAKES » ale 











panion quart bottle. The brightly 
colored triangular package features 
an automatic lock bottom for quick 
assembly and the top handle col- 
lapses for easy stacking. Glamorene 
Inc. 


For more data circle No. 53 on postcard, p. 105 


Putty knife tool display card 
Impulse sales of this new putty 
knife tool will be boosted with this 
four color display card furnished 
with each dozen knives. The display 


DUO-FAST 
PUTTY 





eard is 9 x 7 in., has an easel at- 
tachment and a hole for wall dis- 
play. One Duo-Fast putty knife is 
attached to the display. The tool is 
made of stainless steel and is de- 
signed for shaping and trims excess 
material. The opposite end of the 
tool is formed into a _ scraper. 
Fastener Corp. 


For more data circle No. 54 on postcard, p. 105 


Solderless terminal catalog 


Here is the Vaco solderless ter- 
minal catalog for 1958. The new 





book is designed for ready refer- 
ence. It offers schematic drawings, 
detailed specifications and illustra- 
tions of solderless terminals plus 
pictures and data on new and estab- 
lished Vaco tools. Plastic Service 
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EVERYBODY 


is a customer for S-K/Lectrolite Wrenches 


SERVICE DEPT 





/nelucling typliance fenvicellen 


home handymen, farmers, and even housewives 


Every customer who enters your hardware store is a prospect for socket 
and flat wrenches. The NRHA Approved S-K/Lectrolite No. 100 Wrench 
Merchandising Program gives you everything you need to turn this po- 
tential into profits. 


Designed to meet hardware space and selling requirements, the No. 100 
Program includes the fastest selling wrenches and sets that cover 90% 
of all wrench applications. S-K/Lectrolite combines superb quality with 
attractive pricing to offer the wrench industry's most outstanding values. 
Finally, this Program provides the most practical and effective wrench 
displays available. 

Hardware stores consistently get 3 to 4-time turnover with S-K/Lectro- 
lite, a major share of the volume being in big-profit wrench sets. 


Ask your wholesaler’s salesman for details of the No, 100 Program... 
or write, wire or phone S-K/Lectrolite Tools collect! 


Don't overlook S-K/Lectrolite’s line of high-quality, attractively priced 
general purpose tool boxes and carpenters’ tool chests. 


Phone Chicago, LAfayette 3-1300 or Defiance, Ohio, 3-2065 
LE'4 


S-K/LECTROLITE 
TOOLS 


Dept. 1403 





3535 W. 47th St., CHICAGO 32, ILL. and DEFIANCE, OHIO 


DESIGNERS AND MANUFACTURERS OF QUALITY WRENCHES SINCE 1923 
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SEND TODAY 
ror FREE pata on 


Extra Profits from 
Quality-Built Augers! 











































Te 


CLEAN-OUT AUGERS 


For clogged drains and closets; equipped with 
adjustable rotary handle; boring end bent as 
illustrated to pass through sink strainer, trap, 
and fittings. Available in regular finish or 
aluminum rust ban coating. Individually pack- 
aged in attractive counter display carton. 


THRIFTY « RUGGED 
EASY-TO-USE 


STEEL TUBE 
CLOSET AUGER 


Rugged steel spring with Barrel Type Bor- 
ing Gimlet and sturdy steel tube. Longer 
lasting—lower cost. 


IDEAL FOR 
HOME USE 


Senet = 


GENERAL MANUFACTURES A FULL LINE 
OF ELECTRIC AND HAND-OPERATED 
CLEANOUT EQUIPMENT 


WRITE FOR FREE LITERATURE 
AND PROFIT-MAKING PRICE LISTS! 


GENERAL WIRE SPRING 


COMPANY 
904 South Sarah Street, Pittsburgh 3, Pa. 


OK! 


Send details on Gen- 
eral’s Quality Augers! 




























TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


Kits and merchandising materials 
are also described and illustrated in 
the free catalog. Vaco Products Co. 


For more data circle No. 55 on postcard, p. 105 


Plier assortment special 

Fuller pliers and nippers for the 
home mechanic normally retailing 
at $1.98 are offered in this special 





display for $1.19 retail. The new 
assortment includes four end cut- 
ting 6 in. nippers, four 7 in. engi- 
neer’s all-purpose pliers, and four 
614 in. long nose, sidecutting pliers. 
All are drop forged with polished 
ground heads. Assortment in dis- 
play carton costs you $9.52. Fuller 
Tool Co., Ine. 


For more data circle No. 56 on postcard, p. 105 


Corn cutter display package 


Folks who like to can corn or just 
like corn off the cob will be at- 
tracted by this colorful display car- 
ton for American Corn Cutters. The 
corn cutter is made of plastic and 
has steel knives that can be ad- 
justed to the size of the ear of corn. 
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New Squee-zit Oiler 


has no working parts 
to get out of order! 







screw-on spillproof cap 





Perfect control always 
Simply squeeze a drop or 
squirt where you need it. 
Ideal for home, work- 
shop, ofhce, and garage 





Oll SUPPLY 
ALWAYS 
VISIBLE 








Bottle translucent un 
breakable plastic 
Type and amount of 
oil visible. Sturdy 
aluminum fittings 
Withstands buffeting 
Cap prevents spilling 
Safe in toolkit or 
pocket. Popular sizes 
in straight and angle 


nozzles 


See your distributor 
or write. 


BUTLER STAMPING CO. 


1000 SHORE ST BUTLER, PA, 





PRODUCTS ARE PACKAGED 


TO CATCH EYES 
AND CREATE SALES 


Clotheslines Sash Cords Mason Line 
Starter Cords Jump Ropes Water Ski Ropes 
HANKS: Venetian Blind, Traverse, Shade 
Cords, Anchor Rope, Tow Lines, etc. 





Enjoy added volume and extra profit with 
NOVA Products .. . 
parts of the country. 


/ NOVA | 


PpRooUCcTs NOVA | oF 


our Sales Offices in all 


West Georgia Mills 
Inc. 
Whitesburg, Georgia 
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TWO-WAY FLOOR DISPLAY 


e A complete Peg-Board® department that takes up 
less than 5 sq. ft. of self-service floor space. 2614” 
wide by 24” deep by 76” high. 

e One side displays genuine Peg-Board panels; the 
other, famous Peg-Board fixtures. 

Completely equipped with: 

e 234 assorted cards and bubbles of 23 different Peg- 
Board fixtures. 

e 6 utility starter sets of 46 pieces each. 

e 24 shelves of 14” Tempered Presdwood® in 2 sizes. 

e 18 genuine Peg-Board panels of Masonite® 1/4” 
Tempered Duolux® with neutral gray Primecote® 
on one side for easier painting. 6 panels in each of 
3 sizes: 24” x 24”, 24” x 36” and 24” x 48”. 











®Masonite Corporation—manufacturer of quality*panel products. 


) 
7 Name 
cash in now! | *m... 
| 
send the coupon today! cst 
| SE oc vce eh UU TENS S Ca FEC Pk ac ows Zone... . County eas. 
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Big P§ 0, BOARD profits in small space! 


with these panel and fixture displays 
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MASONITE CORPORATION 
Dept. HA-814, Box 777, Chicago 90, IIl. 


Please send me more information about the profit possibilities of Peg-Board panels 
and fixtures, and prices on the two new dispensers. 






g§ es 

| MASONITE © 

: Pit - BOARD 

God) / 
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COMPACT COUNTER DISPLAY 


"7 


e A big-value producer in a small space. 26'5” wide 
by 24” deep by 36” high. 

e Attractively designed for quick self-selling, easy 
stocking. 
Completely equipped with: 

e 90 assorted cards and bubbles of 15 different Peg- 
Board fixtures. 

e 6 utility starter sets containing 46 pieces each. 


e 6 Peg-Board panels, 24” by 24”, of Masonite 
Tempered Duolux. Panels are primed on one side 
with neutral gray Masonite Primecote. 


e 168 assorted Peg-Board fixtures. 12 different kinds 
chosen for their popularity with most customers. 













TO HELP YOU SELL 


The cutter has two sides and works 
identically from either side. Lists 
for $2.95. American Corn Cutter Co. 
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Food slicer demonstrator 


You can display Rival Protect- 
O-Matic food slicers to best ad- 
vantage with this self demonstrat- 
ing counter display. The display, 


—_— 








about dados, dodos and dough 


You know dough $$$$ We know dough $$$$ But what about the dodo bird? He’s as 
far gone as the old fashioned leaf dado...when you know about the new COMET 
Quick-Set Dado. Why...because dough is what you will make lots of when you stock 
the COMET. DIAL ANY DADO CUT IN SECONDS (to 3/4” deep and from 1/4” to 13/16” 
wide) WITHOUT REMOVING THE COMET FROM THE ARBOR. If fits any table or 
radial arm saw and its dynamically balanced tool steel blades stay sharp 5 times 
longer. Smart dealers everywhere are taking their share of profits from this exclusive, 
patented time and material saver. Full information about the COMET Quick-Set Dado 
starter kit (a self contained display unit with 4 dados and a raft of free merchandising 


and display materials) will be sent by return mail. Write today. 


COMET MANUFACTURING CO., 2033 Santa Fe Ave., Los Angeles 21, California. 


a division of The Siegler Corporation 





COMET * 


Dept. HA-8 




















available free of charge, points 
up slicer features such as the 
special food clamp, blade lock, 
and the ground serrated blade. 
Rival Mfg. Co. 
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Combination lock banner 


You can stimulate back-to-school 
sales of Master combination pad- 
locks with this colorful window 
banner. This 11 x 34 in., four color 





banner features Master’s No. 1500 
combination padlock and is avail- 
able free of charge. Master Lock 
Co. 


For more data circle No. 59 on postcard, p. 105 


Window banner for sleds 


A banner that will help you sell 
sleds before the snow begins to fly 
and will continue to throughout the 
winter can be tied in with the Kala- 
mazoo sled display rack island 
which holds eight sleds. Kalamazoo 
Sled Co. 


For more data circle No. 60 on postcard, p. 105 





NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Store fixture catalog 


Steel and wood store fixtures are 
shown, some in full color, in a new 
52-page catalog. Portions of cata- 
log show flexible fixtures completely 
merchandised with hardware and 
other types of merchandise. M & D 
Store Fixtures, Inc. 

For more data circle No. 61 on postcard, p. 105 


Lid press, tube squeezer 


Designed for use in stores where 
there is demand for mixing special 
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Fast-moving, Space-Saving 


GARMENT HANGERS 


aan nar ... Priced to fit 
— ~ 4 * every budget! 


Limited closet space in both apartments and homes 
makes Ajax complete line of garment hangers highly 
promotable items in every way—price, quality, appear- 
ance, convenience. Substantial mark-up assures high 
profit return. 


































JUNIOR ECONOMY 
“OVR-DOR” 
HANGER 403 


Inexpensive, for hang- 
ing shirts, blouses, 
etc., after ironing. 8” 
arm accommodates 7 
garments. Clamps 
over door, comes 
carded. To retail for 
49c. 


ECONOMY SCREW-ON 
HANGER 401 


Ideal for small closets. 
Can be attached to 
closet rail. 13” arm 
holds 12 garments. 
Folds down out of way. 
Comes with colorful 
sleeve complete with 
screws. ‘To retail for 
89c. 


ECONOMY 
*“OVR-DOR"’ 
HANGER 402 


Handy for carrying 
finished ironing from 
laundry to closet. 
Popular over-door 
style with same ca- 
pacity as 401, two 
color sleeve package. 
To retail for $1.00. 





UTILITY SCREW-ON 
HANGER 410 


Heavy quality for 
fastening to door or 
closet rail. Holds 10 
garments in minimum 
of space. Folds down 
out of way. Smartly 
boxed. Complete with 
screws. To retail for 


$1.19. 


UTILITY ““OVR-DOR” 
HANGER 410-0 
Portable and of same 
heavy quality as the 
410. No screws re- 
quired. Comes in 
colorful individual . 
box. To retail for$1.29 a 


Write for full details and prices 


E. J. AJAX & SONS, INC. 


DEPT. H-8, 92-43rd AVENUE NORTHEAST, MINNEAPOLIS 21, MINNESOTA 
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CAL-DAK Engineers 
are deep thinkers... 


Never content with things as they 
are, Cal-Dak engineers work 
constantly to perfect, develop, 
enhance all Cal-Dak products through 
improved design... superior production 
methods and manufacturing efficiency. 
Nationally advertised in 
McCALL’S @e LIVING e BRIDE’S 
BRIDE and HOME 


yvenuine 


or NEY N 


— “4s y 


Manufacturers of 
y Work-Saving Quality Housewares 





FOUR FACTORIES: 


Lancaster, Pa. * Chicago, Ill. * Little Rock, Ark. * Colton, Caiif. 


3-41€ 
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STEEL L BLUE? 
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Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background maxes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY = 
Established 1920 
23058 North 11th St. « St. Lovis 6, Mo. 








HARDWARE 


RUST-PROOF 
in BRASS, 


BRONZE 
or ALUMINUM 
FINISHES 


Be ah PM 


PADLOCK and HARDWARE CO. 
LANCASTER, PENNA. 


ORDER FROM YOUR JOBBER 











Only 


DURO 
The Original 


PLASTIC 
ALUMINUM 


is in the 
award winning 


SHOW-PAK 


WOODHILL CHEMICAL ©. 
1391 &. 34th $e. 
Cleveland, 0. 
































( WRITE FOR YOUR FREE: 


¥ Complete Newest Set ‘ 
of Key Boord Tags 

vColorful Streamers 
That Will Brighten Up’ \\\\ 
Your Store \ 

WV New Edition of Key\ \\ 
Blank Comparative List 


STAR Key & Lock 
Manufacturing Co. 
51 South First Street 






















Brooklyn, N. Y. 
CHAIR-LOC 
NOT Amazing New Liquid 
A S-W-E-L-L-S Wood 


@ Penetrates wood fibre— 

makes them e-x-p-a-n-d 

permanently. 

Quickest and easiest way 

to fix loose chair rungs, 

legs, handles, dowels, 

dove-tails, ete. 

A Fast-Selling Impulse itom 

Write for Free Samples and 
Literature 


CHAIR-LOC CO. 
Lakehurst 3, N. J. 








NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 








colors are the Blitz lid press and 
Blitz tube squeezer. Lid press rolls 
on lids and is adjustable to any 
size can. The tube squeezer is used 
to extract exact amount of pigment 
from tubes. These units come with 
attractive easily cleaned mounting 
base or for mounting. F.. Lehr Co. 
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24-volt pallet stacker 


Loads up to 48 x 48 in. can be 
stacked more than 10 ft high with 
this 24-volt Walkie Stacker for 
2000 lb palletized loads. The stacke1 
can enter pallets at right angles 
in aisles down to 53 in. wide. 
Features a compact power unit 
with four 6-volt batteries mounted 








? ie 


in pairs on each side of the drive 
unit. All controls are clustered on 
steering handle control head along 
with a mushroom safety button. 
Available with heights of 52 to 124 
in. Comes with batteries which 
are charged at any 110 v source. 
Raymond Corp. 


For more data circle No. 63 on postcard, p. 105 


(Resume reading on page 17) 
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Griffin’s high standards of quality assure 
your customer handsome appearance 
during life-long hinge performance. A 
full line of Griffin ball bearing butts is 
available in all popular finishes. 


HANDLE THE ENTIRE GRIFFIN LINE 
Sell plain and ball bearing hinges as 
well as shelf hardware, carded for 
faster selling in Griffin’s eye-catching 
VisiPak. 


GRIFFIN MANUFACTURING CO., ERIE, PA. 


SINCE 1899 


\\ 


\\\ \ 
\\\ 
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LIST PRICE | 


ANTI-SYPHON CHECK VALVE $450 


Full water-way.No restriction, 34"" pipe 








septic tank 


mmm emt TROUBLES! 6S 
NEW : 
eepinemmmmtas FREE-ALL 


100°% ACTIVE...No Inert Matter 
One Treatment Lasts 4-6 Months 








REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 


HOSE TO PIPE FITTINGS 


Various sizes available 30 








Only 1.95 for full 10 oz. 


@ Most effective — One treatment pre- 
vents, frees tank clogging 

@ Easy — Just pour into toilet and flush 

@ Safe — Won't harm humans, animals, 

plumbing 

























HOSE Y 


Ideal for Siamese connections 68 ADVERTISED a 
’ . EA 


OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, Pre-sold to over 10,000,000 readers in 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP Farm Journal and Progressive Farmer 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY Stock — display — order today! 
G. N. COUGHLAN CO., West Orange, N. J. 
C H A M P l Oo N B R A ) S M F G. C oF Mfr. of Chimney Sweep, Oven-Aid 


1460 NAUD ST. ® LOS ANGELES 12, CALIF. © CApito!l 11-2108 Oven Cleaner, De-Moist, Easy-Aid Silver Cleaner 


RM 


YOURNA 
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How's the Hardware Business? 





Retailers find Kennedy-lves Labor Bill imposes 
harsh limits on employer and employee benefits 


Hardware dealers, along with 
retailers in other lines, are taking 
another look at the Kennedy-Ives 
Labor Bill. A second look shows 
some provisions of particular con- 
cern to employers about relations 
with employees. 

The bill recently passed the 
Senate, 88-1, a week after it was 
introduced. The bill now is in 
the House. Retailers who want to 
express an opinion are writing 
their Congressmen. Action may 
be swift with the Congress com- 
ing to a close. Pressure is build- 
ing up for Congress to do some- 
thing about labor legislation. 

What constitutes “influence” 
and “affects” an employer’s rela- 
tions with his employees in being 
represented by a labor union is 
causing retailers to rally against 
the bill. 

Specific provisions are sections 
108(a) and 607. 

Section 103(a) requires employ- 
ers to file a financial statement 
with the Secretary of Labor if 
more than $5000 is spent intended 
to influence or affect employees in 
a decision on labor union repre- 
sentation. 

The Taft-Hartley Law prohibits 
employers from “interfering, re- 
straining, or coercing” employees 
on joining a union. However, “in- 
fluence” is seen as something dif- 
ferent than “interfering.” Em- 
ployers are considering whether 
a raise in pay, a coffee break, 
paid-up hospital benefits or other 
fringe benefits might be consid- 
ered “influence” if given em- 
ployees when labor union repre- 
sentation is under consideration. 


Section 607 prohibits an em- 
ployer from giving an employee or 
group of employees any money to 
directly or indirectly influence 
any employee in his right to join 
a union. Employers point out that 
a raise in pay could be considered 
a violation of this section. 


134 


Penalty for violation of these 
provisions is a $10,000 fine or a 
year in jail. 

It is pointed out by manage- 
ment experts that Congress by 
these provisions intends to stop 
such practices as employers brib- 
ing employees not to join a union. 
However, the precise language, 
which would decide the applica- 
tion of the law in a court case, 
seems to go beyond the intent of 
Congress and to hobble employers 
in their relations with employees. 


Department stores’ cost 
of doing business up 


The nation’s department store 
owners, like many hardware deal- 
ers, are finding that their cost of 
doing business continues to rise. 

In the three-month period which 
ended in April, total department 
store costs rose to 37.8 percent of 
gross sales, the Controllers’ Con- 
gress of the National Retail Mer- 
chants Assn. reports. In the same 
period a year ago, costs were 36.5 
percent of gross sales. 

The report also shows that pay- 
roll expenses for department stores 
rose 0.5 percent to a new high of 
20.5 percent despite a decrease in 
store employment. 


Fair Trade action is 
announced by Bissell 


Bissell Carpet Sweeper Co., 
Grand Rapids, Mich., announces it 
obtained a permanent injunction 
to prohibit Luskin’s, Baltimore, 
from selling its products below 
Fair Trade prices. 


Farmers are market 
for paint sprayers 

Farmers are pretty good custom- 
ers for paint sprayers. 


That is what Zeigler Hardware, 
of Spring Grove, Pa., reports. This 
dealer promotes a sprayer which 





farmers buy to refinish their trac- 
tors and implements. The sprayer 
method appeals to farmers who 
have several pieces of farm equip- 
ment. These farmers clean their 
tractors and implements by hand, 
or have them steam cleaned, and 
then refinish them with farm im- 
plement enamel. 

Zeigler Hardware features a 
sprayer that retails for $45, with- 
out the motor. The store’s normal 
stock is two sprayers, and sales are 
six to eight a year. 

The store mounts an electric mo- 
tor on a sprayer to demonstrate the 
pressure at the nozzle. 
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New Wholesalers’ Aids 
for Dealers’ Use 


9-day sale is featured 
in Bingham broadside 


W. Bingham Co., wholesaler in 
Cleveland, has prepared a four- 
page broadside for dealer distribu- 
tion for a nine-day fall sale. 

Theme of the broadside is ‘Fall 
Bargain Days.” About 100 items 








from sporting goods, tool, house- 
wares and electrical fixture depart- 
ments are featured. 
Space on the top of the first page 
allows for dealer imprint. 
Bingham is furnishing dealers 
with a 156-piece window and in- 


store display kit which includes 
banners, double pennants, price 
cards and window spots. 











Why 





Cross-country statistics assembled for the May 
““National Water Systems Month”’ have uncovered a 
startling fact: one of the most profitable and 
fastest-growing pump markets is in the replacement 
field. Over 272,000 (worth $67,000,000) should be 
replaced in 1958, 308,000 in 1959...and on up to 
491,000 in 1962. 

Obsolescence—from old age, lower water tables, 
larger families, new appliance loads, and other demands 
of modern living—is taking over. 

A major share of this replacement will be handled 
by the convertible jet pump. And profit-wise dealers 
will be meeting this challenging sales picture with 
the famous Fairbanks-Morse line. Here’s why: 


@ Historical dependability and guaranteed quality 
@ Certified performance 

@ Proved selling plans for volume movement 

@ Proper margins for profitable operation 

@ Full-scale service and training programs 

@ Powerful advertising to create prospects 

e A complete line to close every sales opportunity 


Gear yourself for this fast-moving market— just 
mail coupon below for all the facts about a profit- 
making Fairbanks-Morse Dealership—service plan, 
training, new products, and advertising. 


Fairbanks-Morse Jet Convertible 
Has extra high pressure as well 
as highercapacity. Packaged unit, 
ready to plug in: pump hooked to 





| oh tank, double pole pressure switch, 
| pressure gauge and 8 ft. cord and 
2 plug. Available for shallow or 





.. deep well with easy conversion. 


[2 oe | 








Authorized Service a Selling Plus! 


Means factory sponsored training 
for personnel...proper servicing in- 
ventories...and immediate help 
from the 40 factory-maintained 
service depots across the country. 











© FAIRBANKS-MORSE 


a name worth remembering when you want the BEST 





WATER SYSTEMS « GENERATING SETS « MAGNETOS «+ PUMPS 
MOTORS «+ SCALES «+ DIESEL LOCOMOTIVES AND ENGINES 
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By-Pass Your Share Of This 
$67,000,000 Pump Market! 





















| TIME IS RUNNING ¥ 


\ OUT ON 272,000 | 
\. WATER SYSTEMS / 
\ J 

x | 758 j 





Fairbanks, Morse & Co. 

600 So. Michigan Ave., Chicago 5, Ill. 

Gentlemen: We'd like to know about the F-M Sales and 
Service Dealership in ‘58. Have your salesman 
call. 








Firm Name 





My Name 
Address 
City State 

















SMALL 


HARDWARE 
ITEMS 
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: EASY-TO-SELL 
: PROFITS 








_ GRIES 
La One-Piece Durable 

_ 6 sizes ('/2"" to '%4"') in Nickel and 
& Brass, each 

, packed 100 to Fs 

3 co box. %"' size 


carded in? 
popular colors 
plus Nickel anc 
Brass. 


| EP UTILITY HOOKS 


Handy self-screw all purpose hook in 
bright plated finishes. 2-to-a-card or 
in boxes of 50. 













‘3 COAT HOOKS 


Locquered Brass, Nickel, 
Chrome or Bright lridite 
Finish in boxes of 25 with 
2 flat head steel screws 
per hook. 


| RES WIN NUTS 


Bright rustproof finish . . 

4 popular sizes . . . boxed 
in an attractive counter 
display. Also available in 


J en? rae 
CAP NUTS 


complete range of 

thread sizes. 
Attractively finished and packed 
in a self-selling counter display 
assortment in 4 popular sizes. 
Also available in bulk or in 
boxes of 100 in all thread 
sizes. 





ca en a oe aa a ears 
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Ott Ewen ok ea 


Or A 














_ GRIES 


Jobbers: Write now for prices and cote- 
leg sheets on GRC's full line of money-making herd- 
wore items, including DRAPERY RINGS, SCREEN & 
WINDOW HARDWARE, DRAIN COCK KEYS. 

Dealers: See your jobber salesman for immediate 
delivery on these and other 
GRC hordwere items. 





wm World's foremost producer of small die a 2 
161 Beechwood Avenue, New Rochelle, N 
NEw Rochelle 3-8600 
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Promotions 








Magazine ads scheduled 
for GE-Telechron clocks 


Consumer magazine ads will be 
used this fall to promote the new 
line of General Electric-Telechron 
clocks. 

Ads will appear in the Nov. 15 
and 22 issues of Saturday Evening 
Post, Dec. 1 issue of Life, 
ber issues of Holiday, House & 
Garden and Better Homes & Gar- 
September, October and No- 
vember issues of Living for Youny 
Homemakers and September, Oc- 
November and December is- 
sues of House Beautiful. 

Other ads will appear during the 
fall in 280 Sunday newspaper sup- 
plements. Additional advertising 
will be used on radio and television. 


Decem- 


tober, 


Clinton outboards will 
be prizes in contest 


Clinton Engines Corp., Clinton, 
Mich., is teaming up with Lever 
Brothers, New York, in a three- 
week promotional contest which 
will feature 300 5-hp Apache out- 
board motors as prizes. The pro- 
motion will start Sept. 4. 

The Clinton name and Arrow- 
head trademark will appear on net- 
work television 56 times. These 
programs will be used: The Price 
Is Right, Art Linkletter’s House 
Party, Have Gun Will Travel, 
Father Knows Best, You Bet Your 
Life and Lux Video Theater. 

Thirty million home mailers will 
also be used. 


2 fall promotions are 
scheduled by Plas-Tex 


Plas-Tex Corp., Los Angeles, has 
scheduled two fall promotions. 

During September and October, 
customers can buy a gadgetray and 
silverware tray for $1.99. Each 
regularly retails for $1.49. The 
combination has been designated 
PT-102. 

From September through Decem- 
ber, customers can buy a deluxe ice 
bucket and 214-qt pitcher for $9.95, 


Manufacturers’ New Merchandising Plans 





the price of the ice bucket alone. 
Regular retail price of the pitcher 
alone is $2.98. This combination 
is PT-103. 


Grand slam theme to aid 
Cosco Fashionfold sales 


Hamilton Mfg. Co., Columbus, 
Ind., will promote its Fashionfold 
line of card tables and chairs with 
four-color ads in October. 

Ads featuring the theme, “A 
grand slam is in the cards for you 
this fall,” will appear in the Oct. 18 
issue of Saturday Evening Post, 
Oct. 26 issue of This Week, October 
issue of Sunset, and the Oct. 19 is- 
sue of the New York Times Maga- 


zine. 

Tie-in merchandising kits are 
available to dealers. 
Hassenfeld schedules 

= 

TV build-up for toys 

A series of several thousand 
television commercials between 
Sept. 29 and Christmas has been 
scheduled by MHassenfeld'_ Bros., 


Inc., Central Falls, R. I. 

Four of the company’s best-sell- 
ing, popularly-priced toys will be 
featured. Advertising will be used 
on top-rated children’s and adult’s 
television shows. 


Quickie extends special 
Save-a-Dollar promotion 

Quickie Mfg. Corp., Phil..delphia, 
has extended its Save-a-Dollar spe- 
cial offer on the No. 41 self-wring- 
ing sponge mop until Oct. 31 

The mop, which retails for $2.95, 
comes with a special wrapper fea- 
turing the Save-a-Dollar theme and 
a special hand tag on the handle. 


Melamine Council issues 
table settings booklet 

A new edition of “Setting 
Pretty,” a booklet showing table 


place settings of melamine dinner- 
ware, is available from the Mela- 
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Here’s a man’s 
hack saw blade 


e dependable 


e smooth 
cutting 


e stays sharp 


Plus! 


Each Blade 


Clearly marked for | 
Keleliae ib 4-Melale dale Lae 


; 


will cut 


Each Blade 


alela 4-1emielaidelslm tale. 


Fach Blade 


mellali-te ME lee) <M leleles 
rust resistant 





Give the man a blade 
made to do a man's work 


Ask your jobber for Griffin 
Hack Saw Blades, Coping Saw 


Blades and Scroll Saw Blades. 


INOUWS 






fi d fy 


900) © ee). 
OQYVONVLS 


1s 


SNOILO3S WNIGGW 
ONY 3dild $1108 SLND 
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Products of 14 con- 


mine Council. 
sumer dinnerware molders are fea- 


tured. 

Dealers can get copies for them- 
selves and customers by writing to 
the Melamine Council, 800 Second 


| Ave., New York 17, N. Y. 


The booklet includes information 
on qualities and care of melamine 
dinnerware which salespersons can 
use. 


Slaymaker sponsoring 
dealer display contest 
Thirty-five prizes totaling $500 
will be awarded in a display con- 
test sponsored by Slaymaker Lock 
Co., 


$250. 


Lancaster, Pa. Top prize is 

Dealers submit 
displays of Slaymaker products in 
Deadline for entries 


photographs of 


their stores. 
is Nov. 15. 
To get more 
ers can write to 
ment, Slaymaker 
caster, Pa. 


information, deai- 
Contest Depart- 


Lock Co., Lan- 


Sears’ sales go down, 
Ward's up, in June 


Sales among the nation’s variety 


and mail order chains in June 
showed no definite trends. 
Among the mail order chains, 


Sears, Roebuck & Co. reported a 
4.1 percent drop in sales from last 
vear, but Montgomery Ward & Co. 
and Spiegel, Inc., reported sales 
increases of 0.6 and 19.5 percent 
respectively. 

Among variety chains, 
sales ranged from a 14.3 percent 
decrease for M. H. Fishman to a 
23.6 percent gain for Butler 


store 
sros. 


Manufacturers expand 
plants and warehouses 
Quick Mfg., Inc., 
Ohio, has leased a 25,000 sq ft fac- 
tory building in Springfield, Ohio, 
for added manufacturing and 
warehousing space. 
Animal Trap Co. of 


plant, Worth Fibre Co., Fenton, 
Mich., as a division of its Old Pal, 
Inc., subsidiary to manufacture 
molded pulp fishing equipment. 


Wen Products, Chicago, is taking | 
over additional office and plant 


Springfield, | 


America, | 
Lititz, Pa., has established a new | 


[#6 easy fo sel 


> Pee ne a ee a te 








NATIONAL 








PRODUCTS 
Fe Cate they’re conveniently 


packaged, easy to install, are made 
of the finest materials, and are priced 
for fast turnover. Place a sample 
order today and you'll soon learn 
they’re real money-makers. 


NN 


TWO-IN-ONE WEATHER- 
STRIP—A doorstop-weath- 
erstrip combination for 
windows or doors. Comes 
in 7 lengths. 


VINYL-INSERT THRESH- 
OLDs—No exposed 
ascrews, no hook strips. 
3 widths (1%", 32", 4°) 
—any length. 








PACKAGED WEATHER- 
STRIP—Bronze and alumi- 
oum—in standard sizes or 
17° and 100’ rolls. 


SO EE nn SD 





SEALER-STRIP—Metal and 
felt weatherstripping. 17 
of material in each box. 





"9 INTERLOCK THRESHOLDS, 
Fs SILLS, SADDLES—Wide 
range of designs— al! pre- 
cut ready for installation. 

¥ 

Oy 
——?.. 


A. 





LINOLEUM BINDING AND 
EDGING—Brass, aluminum 
or stainless steel—in clear 
plastic packages (12'), or 
75° lengths. 


PD 





““CASE-TITE’’ SNAP-ON 
WEATHERSTRIP—For metal 
casements. No nails or 
screws needed. Comes in 
6’ lengths (bulk) or in cut 
sets. 


METAL AND FELT DOOR 
SWEEPS—Choice of 
materials—3 metals, 
2 colors, 2 felts. 


ORDER FROM YOUR JOBBER TODAY 
OR WRITE FOR CATALOG 


Al 


NATIONAL METAL 
PRODUCTS COMPANY 





National Metal Products Co. 
2 Gateway Center, Pittsburgh 22, Pa. 
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space adjoining its present quar- 
ters which will increase capacity 
about 50 percent. 

North & Judd Mfg. Co., New 
Britain, Conn., has a new ware- 
house and showroom at 153 Wav- 
erly Place, New York. 


Cost-of-living index 
hit new high in June 

The government’s cost-of-living 
index rose again in June to a new 
high of 123.7 percent of the 1947- 
49 average. 


Customers love aerosols, 





so do dealers, and 


the future's bright: good profits, more items 


The recent swing to aerosol 
packaging of a hundred varieties 
of hardware staples can no longer 
be called just a trend. In just three 
years, volume in some key aerosol 
lines, such as paint, has doubled. 


Sales of aerosol paints have 
zoomed ahead by 500 percent in 
the five years since pressure pack- 
aging was a cautious experiment. 
The experimental days are over. 













A combination lock that is 
loaded with features that sell 


This precision-engineered lock gives a ‘‘new look"’ to 
doors. Pressure cast Zamac aluminum or brass finish 
that won't rust or corrode. One piece seamless knob 
and universal finger-fitting handle. No mortising; strike 
mounts on surface of door jamb or z-bar. Instantly 
reversible for right or left hand doors. Smooth, silent 
spring action strike assures long life and trouble-free 


operation. 


Can be installed on the narrowest stile metal doors 


SALES REPRESENTATIVES: Choice territories still 
open! Write giving experience and qualifications. 














ATIONAL HARDWARE 


CORPORATION 











cr rr Tel: A 
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NEW... MEETS THE NEED FOR 
A FUNCTIONAL YET BEAUTIFUL 
SCREEN and STORM DOOR LOCK 





CAN’T 
BLOW 
OPEN, 
CAN'T BE 
FORCED! : 
The harder the lock is pushed 


against strike, the more rigid 
and secure it becomes. 








2 KNOB DESIGNS 





STANDARD TULIP 
No. 660 Alum. Neo. 960 Alum. 
No. 661 Brass No. 961 Brass 





EASILY INSTALLED 
ON ALL %” TO 1%” THICK 
METAL OR WOOD DOORS 














Only 2 factory pre-assembled 
units. Just bore 3 small, 5/16” 
holes. 
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Boom sales are reality now for 
dealers who know how to mer- 
chandise aerosols. 

Nearly 400 million cans of aero- 
sol products moved across retail 
counters last year. The average 
unit price was $1, according to the 
Wall Street Journal. The average 
margin of profit in hardware items 
was 40 percent, according to 
wholesalers and dealers recently 
polled. 

This is volume and profit to be 
reckoned with, and it’s just the 
beginning. 

Maybe you haven’t paid too 
much attention to it, but a quick 
check of your shelves will prove a 
point: you’ve probably got about 
50 different varieties and sizes of 
aerosol products scattered about 
your store. They’re selling, your 
reorders will verify this. And they 
are the forerunners of new aero- 
sol ideas to come. 

There’s time for you to get es- 
tablished on the ground floor of 
this exciting new salesmaker. Step 
one? See your wholesaler, shop 
your competition, and visit super- 
markets. See how much emphasis 
the chains have put on aerosols. 

How do most dealers like han- 
dling aerosol products? 

They like it fine. The margin’s 
good (40¢ of each dollar), and the 
packaging makes for more self 
service sales. The unit sale, when 
compared to identical weights of 
the same product in conventional 
packaging, is higher, maybe 10 
percent or more. 


Repeat sales increase 


Aerosol packs are convenient 
for customer use in the home. 
Such convenience leads to more 
frequent use of most products, 
and replacement sales come faster. 

Customers apparently like what 
they’re getting in aerosols. Qual- 
ity products are the rule. Manu- 
facturers stand behind their prod- 
ucts. Quality means repeat sales, 
and repeat sales are responsible 
for a big chunk of aerosol’s im- 
pressive volume gains. 

There is just one drawback, for 
wholesalers and dealers, in aero- 
sol merchandising: 

Many aerosols are additions to 











staple lines, rather than replace- 
ments for similar sizes in those 
lines. This means certain duplica- 
tions are unavoidable, and limited 
buying dollars have to be spread 
thin to cover wider selections. 

Lots of dealers and wholesalers 
suggest that manufacturers who 
wish to introduce aerosols into es- 
tablished lines should make room 
for them by cutting out duplicated 
sizes. 

How can you get more sales of 
aerosol-packaged items? 

Advertising brings traffic and 
orders from customers who have 
had experience with aerosols. 
Some manufacturers have co-op 
ad money, and most of them have 
ad mats and display aids. 


For customers who have never 
tried an aerosol product, the im- 
pulse factor is your big sales- 
maker. Dealers have found that 
they get much more volume with 
mass displays of all aerosols in 
one key location. That is, instead 
of scattering 25 to 50 varied types 
of aerosols about the store, all (or 
representative selections) kinds 
are brought together for a “Push- 
button headquarters” display. 


Show aerosols in action 


Mass displays are pr ~- ‘o 
have boosted sales overuight. Cus- 
tomers who might not otherwise 
ever notice single items buried in 
departments can’t help seeing doz- 
ens of them grouped together in a 
traffic location. 

Another proven way to get more 
sales of aerosols is to show them 
in action. Use a sample can to dem- 
onstrate how easy paint sprays 
on, for example. Or let customers 
sniff the fragrance of a pine- 
scented moth killer or deodorizer. 
Show how easy it is to get into 
tight corners a brush or cloth 
can’t reach. 

Emphasize ease of use, freedom 
from messy cleaning up, fewer 
sundries needed for many jobs, 
economy through pin-pointing ap- 
plications, satisfactory perform- 
ance guaranteed by manufactur- 
ers, and the non-spoilage factor of 
most pressurized products. 

The future? 

Hardly a shelf in your store 
where bottled or canned products 
are sold will be without selections 
of aerosol products in the near 
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future. Car waxes and toothpaste 
are the latest entrants to gain ac- 
ceptance. New items are cropping 
up daily. 

Dealers who recognize the now 
established sales value of aero- 
sols will buy, promote, and sell 
huge quantities as_ selections 
widen. Dealers who dismiss aero- 
sols as too expensive, a passing 
fad, or too much duplication of 
conventionally packaged lines will 
see a rich source of traffic and 
profit go to waste. 











Retail sales in June 
totaled $16.5 billion 


Total retail store sales in June 
were $16.5 billion, the Commerce 
Dept. reports. 


That’s 5 percent lower than in 
May and 4 percent lower than in 
June, 1957. 

Sales by the hardware, lumber, 
building and farm equipment 
group totaled $1.35 billion. That’s 
4.7 percent more than in May and 
up 3 percent from June, 1957. 





reasons why you will sell more 


cacy: “HEAT pv 


—the leader in automatic freeze-protection! 





1 Moisture-proof vinyl 
band holds properly 
spaced Heater Wire in 
separate channels. 





2 Built-in thermostat 
saves electricity—guaran- 
teed not to cause radio- 
TV interference. 





3 Both connections and 
end hermetically- sealed 
for maximum strength and 
safety. 

Le 


3 
ee vo =—_— 


—__, 


4 12 extra inches of cold 
lead wire and molded 
plug, UL-approved. For 
110-120 AC. 





Check them yourself—the quality fea- 
tures that put EASY-HEAT six steps 
ahead in the freeze-protection field! 
These nationaliy-advertised kits—both 
Regular and Automatic Band Models— 
offer safe, sure protection for water 
pipes, roofs, gutters, downspouts, trailer 
plumbing and many other areas. Indi- 
vidually packaged in colorful boxes—12 
per shipping carton. Each unit guaran- 
teed. Write for literature, terms. 


(Patent No. 2,824,209) 

















Length Total WITH Thermostat NO Thermostat 
of unit watts Model Price Model Price 
3feet 1S EZ-AB3 $E.20 EZ-B3 $2.25 
| 6feet 30 | EZ-AB6 6.80 || EZ-B6 2.85 
& Each kit includes big |__9 feet. 45 | EZ-ABS 7.35 || EZ-B9 3.40 | 
roll of 2” waterproof insu- i a feet 60 EZ-AB12 7. 80 |  EZ-B12 3.85 
- eptetemmemetll SE 75 EZ-ABIS  —-8.30 || EZ-BIS 4.35 | 
; 18 feet 90 EZ-AB18 8.75 || EZ-Bi8 4.80 
~ 24 feet 120 EZ-AB24 9.60 || EZ-B24 5.65 
. 30 feet 210 Not available | *EZ-B30N a 45 | 
40 feet 280 Not available | *EZ-B40N _ 8. iS | 
G Even friction tape fur- |__50 feet 420 Not available *EZ-B6ON 9.95 | 




















nished with Automatics to oN" Models do not have outer wrap or friction tape 


permit easy Do-it-Your- 
self installation! 


* SEE US IN BOOTH 510, National Hardware Show 


WELCRAET Proclucts Co., frec. DEPT. HA. NEW CARLISLE, IND. 
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Hearings Are Held by Senate Group on Bill 
To Establish Fair Trade at National Level 


Arguments on a proposed 
national Fair Trade law 
were presented to a special 
Senate sub-committee at 
hearings in Washington last 
month. 

The 
hold 


sub-committee 
hearings in cities 
around the country after 
Congress adjourns. Dealers 
interested in presenting their 
views should watch to see if 
the sub-committee will ap- 
pear in their areas. 
Last month’s 
were held by the 
Sub-Committee on § Fair 
Trade of the Senate Inter- 
state and Foreign Commerce 
Committee on the Hum- 


may 


hearings 
Special 


phrey - Proxmire Bill (S. 
3850). 
This is the companion 


measure to the Harris Bill 
(H. R. 10527) now awaiting 
action by the House Commit- 
tee on Interstate and For- 
eign Commerce (H. A. May 
22, p. 122). 

Among those testifying in 
favor of Fair Trade at the 
July 21 hearing were the 
National Retail Hardware 
Assn. and Ray Burch, sales 
promotion manager of Arn- 
old, Schwinn & Co., Chicago. 

Among those testifying 
against Fair Trade were 
representatives of the Amer- 
ican Farm Bureau Federa- 
tion and Alex Ackerman Jr.. 
executive secretary of Na- 
tional Anti-Price Fixing 
Assn. 

NRHA pointed out in a 
statement that probably no 
category of retailing sur- 
passes hardware stores as 
marketers of manufacturer 
brand names merchandise 
and probably no category of 
retailing is more vulnerable 
to cut-throat price competi- 
tion on brand goods. 

“We believe that this leg- 
islation would provide a tool 
by which the industry can 
stabilize the hardware busi- 
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ness and make possible bet- 
ter service to customers,” 
NRHA statement pointed 
out. 

“It is our considered opin- 
ion that, in the long run, 
consumers, retailers whole- 
salers, manufacturers and 
the nation’s total economy 
would benefit from the en- 
actment of S. 3850, or simi- 
lar legislation.” 

Mr. Burch said _ Fair 
Trade was needed to protect 
small independent bicycle 
dealers and reported that a 
recent survey of dealers 
showed more than 90 percent 
want Fair Trade legislati 

Opponents of Fair Traae 
charged that Fair Trade 
forces higher prices on the 
consumer, is not in keeping 
with the principle of free 
competition and protects the 
inefficient retailer while pe- 
nalizing the efficient retailer. 


Roy Vetzner Elected 
Vaco Vice-President 


Roy Vetzner has _ been 
elected vice-president and di- 





ROY VETZNER 


rector of sales for Vaco 
Products Co., Chicago. He 
was sales manager. 

Sam Pollack has_ been 


elected executive vice-presi- 
dent and treasurer. He has 
been long associated with the 
firm as a buyer. 





Bach, Brahms, and Bolts 





Cleveland Fisher. . . 


Hardware Dealer, Musical Composer 


Ln 


e Ute y 


+ thi titm 


Helen Howell Williams 
store organ. 


at keyboard of hardware 


An organ recital in a hardware store is rare. 
But when a recital is played on a permanently- 
installed organ that was rebuilt by the store owner, 
and when the owner’s original music is part of a 
professional program, the experience is unique. 

Cleveland Fisher, C. E. Fisher and Son Hard- 
ware, Manassas, Va., is the dealer. He loves music 
in general, and organs in particular. 

In 1955, Mr. Fisher acquired an organ from a 
neighbor. The organ was an 1876 model, built for 
a New England church. Mr. Fisher’s neighbor 
hauled it to Manassas when it was replaced by an 
electronic model. 

Mr. Fisher decided to rebuild the organ as a 
permanent fixture in his hardware store. A lot 
of work had to be done. The organ had been in a 
crate for years. Parts were missing. It was badly 
out of tune. It was an old fashioned, hand-pump, 
13-pedal board affair. 

After installing the organ in the middle of his 
store, Mr. Fisher decided to have a recital to mark 
the event. Some 75 friends, customers, and choir 
and organ professionals were invited to a Saturday 
evening program. 

Guest soloist was Helen Howell Williams, well 
known concert organist. A program included works 
of Bach, Brahms, and other masters of organ music. 
Near the bottom of the program, a new composer 
was noted: 

“Partita (first performance), by Cleveland Fisher 
(1918- Ke 

The third-generation Fisher store has a new 
source of customer interest and traffic, and Mr. 
Fisher has a new outlet for his artistic abilities. 
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LYMAN 


CHARLES E. 


Charles Lyman Elected 
President Of Lyman 


Charles E. Lyman, 3rd, 
formerly executive vice-pres- 
ident, has been elected pres- 
ident of Lyman Gun Sight 
Corp., Middlefield, Conn. He 
succeeds John Lyman who 
has been elected chairman 
of the board of directors. 

In other top level changes, 
Lyman Gun Sight elected C. 
Elihu Lyman, Jr., former 
secretary, vice - president. 
Henry H. Lyman, Jr. suc- 
ceeds him secretary and 
assistant treasurer. Richard 
C. Lyman continues 
treasurer. 


as 


as 


Brazier Leaves Ekco 
Joins E. R. Wagner 


Robert T. Brazier has been 
elected vice-president and di- 
rector of marketing for the 
carpet sweeper division of E 
R. Wagner Mfg. Co., Mil- 
waukee. He was general sales 


eRe a) 





ROBERT T. BRAZIER 


manager of the national ac- 
counts division at Ekco Prod- 
ucts Co., Chicago. 

Mr. Brazier, a veteran in 
the housewares field, will take 
his new post Aug. 18. 


Mathias Klein & Sons 
Elects Two Officers 
Mathias A. Klein, Jr.. 


and 


Richard T. Klein have been 
vice - president 


elected and 





MATHIAS 


A. KLEIN, JR. 





eA. 
RICHARD T. KLEIN 


secretary respectively of 
Mathias Klein & Sons, Chi- 
cago. 

The firm, now managed by 
third and fourth generations 
of the Klein family, was es- 
tablished in 1857. 


Victor Moore Elected 
d-Con Vice-President 


Victor E. Moore has been 
elected vice-president. of 
sales for d-Con Co., Ince., 
New York. He has been gen- 
eral sales manager since 1957. 
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News About Dealers: Massachusetts Dealer 
Will Open Two Branch Stores In Vermont 





Mass.—W. E. 
AUBUCHON, INC., hardware 
chain store organization, 
plans to open a new store at 
54 Main St., Montpelier, Vt., 
and another store at 6 Cen- 
tre Street, Brandon, Vt. The 
buildings have been acquired 


Fitchburg, 


and opening will be in the 
near future. 

Edwardsville, Jil.—MonrT- 
CLAIRE HARDWARE, a Keen 


Kutter Stores outlet, recently 
held a grand opening at its 
brand new store in the 
Montclaire Shopping Center. 





James Caldwell Resigns 
Rubbermaid Presidency 


James R. Caldwell, presi- 
dent and founder of Rub- 
bermaid, Inc., Wooster, Ohio, 
has resigned president 
and will become chairman 
of the executive committee 
of the board of directors. 

Mr. Caldwell has _ been 
president of Rubbermaid 
since he founded it in 1934. 

Forrest B. Shaw succeeds 
him as president and general! 
manager. Mr. Shaw was 
vice-president and assistant 
general manager. 

Further details on changes 

Rubbermaid will appear 
issue of HARD- 


as 


at 
in the next 
WARE AGE. 


H & B American Machine 
Buys General Trading 


Control of General Trad- 
ing Co. and its 42 wholesale 
branches was recently ac- 
quired by H & B American 
Machine Co., Chicago. 

General Trading Co., 
based in St. Paul, Minn., is a 
wholesaler of automotive 
parts, accessories, industrial 
supplies, heavy hardware 
and steel products. The com- 
pany operates 42 wholesale 
branch units through the 
midwest. 


first business 
proprietor 


This is the 
venture for 
James R. Close. 
Jeffersontown, Ky.— Mar- 
vin Heakly and Aulton 
Wearren have bought the 
Kincaid Hardware Store. 
Mr. Wearren, employed at 
the store for several years, 
will be manager. 
(Continued on 


page 147) 





Only 20 Wholesalers 
Went Out of Business 


Only 20 wholesalers who 
have been members of the 
National Wholesaler Hard- 


ware Assn. have gone out of 
business in the past 10 
years. Of this total only 10 
of these were liquidated. 

This fact is revealed in a 
recent study of the member- 
ship rolls of the association, 
according to Thomas A. 
Fernley, Jr., managing di- 
rector. 

In the same period of time 
—l10 years—20 new mem- 
bers have been enrolled in 
the association. 

Of the 20 firms that went 


out of business, two were 
bought by other members 
and absorbed: seven were 


purchased by other members 
and have been continued as 
branches; 10 were liqui- 
dated; and one went out of 
business due to a fire and 
has not re-entered the busi- 
ness. 


Will Ritchie Retires 
After 63-Year Service 


A lad named Will Ritchie 
joined the staff of E. Gar- 
nisch & Sons Hardware Co., 
Ashland, Wis., wholesaler, 63 
years ago. He liked that firm 
so well that he continued an 
active employee of it until 
recently. 

He is now retired. 

He was an officer and di- 
rector for a number of years. 
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3 GOOD REASONS 


why Hardware Dealers 


everywhere like to Sell 


@2ykuttle PRODUCTS 


/, The only complete line of humidifiers 
for warm air heating systems 





Zz More profitable sales due to greater 
product demand 


3, Superior quality construction 


The New “katte parey mM Counter- 
Balanced Humidifier S 


Here’s a sure bet to increase your 
sales and profits. The new Skuttle 
Model 711 is installed in vertical 
plenums of any warm air heating 
system easily and quickly. There’s 
no complex mechanism, operates 
with a single orifice. The Model 
711 is shipped completely assem- 
bled for do-it-yourself installation 
if desired. Complete instructions 
and template included in package. 


Write for further details on all models of Skuttle Humidifiers. 


—Hauaaa. Patented Vapoglas Plates 


, Millions of humidifier evaporating plates 
B, need replacing annually. Increase your 
’ profits by using Skuttle No. 489 Universal 
Vapoglas Plates, designed to fit all makes 
of humidifiers. Skuttle Vapoglas Plates 
have been satisfying customers for years. 
Get the best, install Skuttle Vapoglas 
Plates . . . copied but never equalled. 


Skuttle-aine Electrostatic, Permanent, 
Washable, Lifetime Air Filt S. 


Your customers will save; you 
will profit with Skuttle-Aire per- 
manent, washable air filters for 
furnaces, central air conditioning 
systems and room coolers. Re- 
placement costs are completely 
eliminated. Easy to install, easy 
to remove for cleaning. Skuttle- 
Aire light weight filters are avail- 
able in all sizes. And they never 
need oiling. 

You can be sure your customers are getting maximum efficiency 
from any installation where Skuttle-Aire Electrostatic, Perma- 
nent, Washable, Lifetime Air Filters are used. 


eam hartile MANUFACTURING CO. 


MILFORD, MICHIGAN 


IN CANADA: WAIT-SKUTTLE CO., OAKVILLE, ONT. 
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Yuba Industries Buys 
Weber Of Cincinnati 


Yuba Consolidated Indus- 
tries, Inc., San Francisco, 
has purchased Weber Engi- 
neered Products, Inc., Cin- 
cinnati. Joint announcement 
was made by J. L. McGara, 
president of Yuba, and Louis 
L. Weber, president of Weber. 

Weber, maker of Chore- 
master outdoor power equip- 
ment, has annual sales of 
about $5,000,000. Yuba’s cor- 
porate sales were $21,000,000 
in 1957 and are expected to 
be higher in 1958. 

Yuba, which formerly con- 
centrated in the mining field, 
has diversified into manufac- 
turing for chemical, power 
and electronics and military 
industries. 

Yuba purchased Magna 
Power Tool Corp., Menlo 


News of the Trade 





Park, Cal., maker of Shop- 
smith and Magna-Line home 
workshop tools, in March of 
this year. The purchase of 
Choremaster gives Yuba a 
balanced consumer products 
operation. 

All manufacturing and 
sales functions for Chore- 
master and Magna are being 
combined in Cincinnati. 

A new Yuba division has 
been formed for this opera- 
tion called Yuba Power Prod- 
ucts, Inc., a subsidiary of 
Yuba Consolidated Indus- 
tries, Inc. Mr. Weber, who 
is now vice-president and 
general manager, will head 
the division. 

John Snowball, Weber’s 
vice-president in charge of 
sales, continues as vice-presi- 
dent of sales for the new 
division. Other key person- 
nel will remain the same. 








ALEXANDER TOPPING 


Topping Heads Sales 
For Lectrolite Corp. 


Alexander Topping has 
been promoted to sales man- 
ager of Lectrolite Corp., De- 
fiance, Ohio. He _ succeeds 
James M. Crawford, who has 
joined H. K. Porter Co. 

Mr. Topping has been a 
Lectrolite Tools representa- 
tive for the past six years 
throughout the East and 
Midwest. 


Hamilton-Skotch Corp. 
Elects New Officers 
Hamilton - Skotch Corp., 


Hamilton, Ohio, has made 
several key executive 
changes. 


Norman Orent, former 
vice-president and general 
manager, has been elected 
president. Herbert Piker, 
former president, has been 
elected chairman of the 
board. 

Myron Piker has_ been 
elected executive vice-presi- 
dent, and will be in charge 


of company sales, advertis- 
ing, merchandising and pub- 
lic relations activities. 

Edward Morgan has been 
elected secretary. 


Arthur Connolly Named 
Simoniz Sales Manager 


Arthur F. Connolly, form- 
er assistant sales manager, 
has been named sales man- 
ager of Simoniz Co., Chi- 
cago. Mr. Connolly joined 
Simoniz in 1954 after serv- 
ing as a representative for 
Nestle Co. He was appointed 
assistant sales manager last 
year. 





ARTHUR F. CONNOLLY 


Charcoal Group Formed 


Owen Pyle, Kingsford Co., 
Iron Mountain, Mich., is 
president of the _ recently 
formed Wood Charcoal Bri- 
quet Producers Assn., a 
non-profit organization with 
headquarters in the Pruden- 
tial Bldg., Chicago, producers 
of wood charcoal briquets 
and suppliers of machinery 
for briquet production. 
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A. W. 


SCHENCK 


Savage Arms Promotes 
Mower Division Men 


A. W. Schenck has been 
promoted to director of sales, 
lawn mower division of Sav- 
age Arms Corp., Chicopee 
Falls, Mass. O. E. Pauley has 
been named sales manager of 
the same division. 


Mr. Schenck joined the 
company in 1914, later 
helped establish the lawn 
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0. E. PAULEY 


mower division and became 
sales manager in 1944. 
was one of the organizers of 
the Lawn Mower Institute, 
and has served as vice-presi- 
dent and chairman of the 
safety committee. He is cur- 
rently president of the Insti- 
tute. 

Mr. Pauley joined Savage 
in 1953, was appointed assis- 
tant to the sales manager in 
1956. 











MACHLIN B. LADDON 


M. B. Laddon Elected 
Langley's President 


Machlin B. Laddon, former 
vice - president and general 
manager, has been elected 
president of Langley Corp., 
San Diego. He succeeds I. M. 
Laddon who remains as 
chairman of the board. 

M. B. Laddon came to 
Langley in 1954 and was 
vice-president and _ general 
manager since 1955. 


Mower Seller Agrees 
To Change Claims 


Use of the words “from 
factory to you” and similar 
words indicating the seller 
is a manufacturer will be 
dropped by an Omaha com- 
pany in selling lawn mowers. 

The action was taken in a 
stipulation with the Federal 
Trade Commission. A _ stip- 
ulation is an agreement in 
which a campany will dis- 
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continue certain practices 
considered by the commission 
to be illegal, but a stipula- 
tion is not an admission that 
the company has violated the 
law. 

The company also agreed 
not to claim that the usual 
price or value of its mowers 
is greater than the price at 
which recent sales 
made, 


Clayton A. Raven of 
Supplee-Biddle-Steltz 


Clayton A. Raven, who has 
been a member of the sales 


He | 


were _ 


department of Supplee-Bid- | 


dle-Steltz Co., Philadelphia 
wholesaler, for the past 67 
years, has retired. He lives 
at 225 E. Wister St., Phila- 
delphia. 

“Mr. Hardware” well 
known for his tremendous 
knowledge of the hardware 
industry. He has been stor- 


is 


ing up information since the | 
day he started with Supplee | 


as a stock boy in 1890. 
Also known for his con- 


tinuing vitality, Mr. Raven | 


regularly walked the three 


miles to work each day right | 


up to his retirement. 


Dues Merchandise Fair 


Dues, Inc., wholesaler of 
Dayton, Ohio, will hold its 
first Merchandise Fair Aug. 
24 to 26. It will be held at 
the new Veterans’ Building 
in Columbus. 
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PLYMOUTH RUBBER CoO., INC. 


Makers of 
SLIPKNOT FRICTION TAPE 


DIVISION 28 CANTON, MASSACHUSETTS 


143 








oe Gth 
. 


y SAW JG Saw 
0 me % 





MOTOR SELECTOR GUIDE! 


The Most Effective Motor Sales Aid Ever Devised! 
This unique “silent salesman” tells customer instantly 


the motor he needs...eliminates indecision, stimu- 
lates customer to buy now. 


Makes It Easy For You To Sell 








MOTORS 


Here’s Why!... 


© Exclusive Design Features © Motor Tags, Highlighting. 


© Complete Line Motor Features 
@ Self-Selling Motor Display © National Advertising 


USE THIS CONVENIENT COUPON TO ORDER YOUR FREE MOTOR 
SELECTOR GUIDE TODAY 


pom ee ce me cae pe a 


THE EMERSON ELECTRIC MFG. CO., Dept. M-177 


E ST. LOUIS 21, MO. i 


b Send me a Free Motor Selector Guide. F 


Name 


fe Company 4 
Street a 


City Zone 



















EMERSON-ELECTRIC 


of St. Lovis 


144 





News of the Trade 





news in brief of 


MANUFACTURERS’ AGENTS 





ROLAND E. McCUNE 


STAN PHILLIPS 


@ McCune-Phillips Co., San Francisco representative, has 
been reformed into two separate companies. Roland McCune 
now operates as McCune Western with headquarters at the 
firm’s old address, 51 Fremont St. Stan Phillips’ organiza- 
tion is known as Stan Phillips & Associates with head- 
quarters at 19 West 41 Ave., San Mateo. Both will have 
branch offices in Los Angeles and Salt Lake City. The 
Phillips organization has taken the men that formed Mc- 
Cune-Phillips sporting goods division. Remaining men join 
the McCune firm. 


@ Osgood & Howell, Burlingame, Calif. manufacturers’ 


representatives, has been reactivated. The company, 
founded in 1893, has been started again by Philip J. 


March, who served for 16 years as a district manager for 
the firm. Osgood & Howell served the hardware, house- 
wares, plumbing, heating and mill supply trades for 64 
years and will once more do so in northern and central 
California and Nevada. 


@ E. R. Wagner Mfg. Co., Milwaukee—Nevada and north 
of Fresno, Cal. to James G. Sigman of San Francisco; 
Colorado, Montana, Wyoming, Utah, Arizona, New Mexi- 
co and the El Paso, Tex. area to Anderson-Dee Co., Den- 
ver; Kentucky, West Virginia (except Wheeling), south- 
ern Ohio and southern Indiana to Gene Heath Sales Co., 
Washington Court House, Ohio. 


@ Hildreth-Baker, Inc., Boston representative has received 
individual awards for sales performance from Melnor In- 
dustries, Inc. Firm members, William Baker, Jack Hildreth, 
Harold White and Richard Hagberg, received a $100 watch 
for outstanding sales in 1957 on behalf of Melnor. 


@ Buch Mfg. Co., Elizabethtown, Pa.—southern New Jer- 
sey, eastern Pennsylvania, Maryland, Delaware and Wash- 
ington, D. C. to Emeral Conner, Huntingdon Valley, Pa., a 
former buyer for Supplee-Biddle-Steltz Co., Philadelphia 
wholesaler. 


@ Robert M. Bettete Co., San Francisco—new agency 
formed by Robert M. Bettete, former vice-president in 
charge of sales for D. E. Sanford Co. 


@ Earle Hardware Mfg. Co., Pittston, Pa.— Massachusetts, 
Vermont, Connecticut, Maine, New Hampshire and Rhode 
Island to Edco Sales Co., Newton, Mass. 


@ Housewares Div of Dennis Mitchell, Philadelphia—Texas 
and Oklahoma to Gamble-Jackson Co., Dallas; Tennessee, 
Arkansas, Louisville and Mississippi to T. J. Carroll Co., 
Memphis. 


@ Pennsylvania Lawn Mower Div., American Chain & 
Cable Co., Inc., Exter, Pa,—Alabama, Florida, Georgia, Mis- 
sissippi and Tennessee to Carter Hough, Jr. & Associates, 
Jacksonville. 
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The trouble with dealers is... 


In an editorial discussion, 
entitled “The trouble with 
dealers is ...,” on p. 7 of 
the June 19 issue, we made 
reference to the experience 
of a dealer who, we said, had 
been in business for three 
years. 

We suggested, in this edi- 
torial, that with just three 
years’ experience the ideas 
of this dealer in running a 
store have not really 
tested. 

The dealer were dis- 
cussing writes us that while 
he has had only three years’ 
experience in his present 
store and with his present 
operating ideas, he has ac- 
tually been in the hardware 
business for 25 years. This 
means, he insists, that he 
does understand the ups and 
downs of this business. 

We would like to correct 
the record on this matter of 
personal experience, but we 
still feel that our original po- 


been 


we 





5 Win Low Gross at 
New England Tourney 
The New England Iron & 
Hardware Assn. held its an- 
nual outing at the Oak Hill 
Country Club, Fitchburg, 
Mass., recently. Two hundred 


members and guests at- 
tended. 
Five low-gross winners 


were Robert E. White, Arm- 


strong Bros. Tool Co.; 
Thomas Barrett, Minnesota 
Mining & Mfg. Co.; H. G. 


Barth, Hyde Mfg. Co.; Fred 
Hall, Brown & Sharpe Mfg. 
Co.; Alfred L. Lowe, Jr., 
Samson Cordage Works. 
Francis F. Chase, Jr., 
Chase, Parker & Co., was 
first low-net winner for dis- 
tributors and Ivan G. Smith, 
Allen Mfg. Co., for the sales- 
man. Second to fifth low-net 
winners respectively, were 
J. P. Delude, Standard Hard- 


ware Distributors; Walter 
Driscoll, Simonds Saw & 
Steel Co.; John Moynihan, 
American Chain & Cable Co. 
and Ralph Munro, Dupont 
Co. 

Winners in the putting 


event were Charles O’Brien, 
American Chain & Cable 
Co.; R. E. Brackett, L. S. 
Starrett Co.; Jack Cobleigh, 
Behr-Manning; E. F. Ham- 
mond, Decatur & Hopkins 
Co., and Jack Lambert, Black 
& Decker Mfg. Co. 
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sition is valid. That is, that 
with only three years’ expe- 
rience in this type of opera- 
tion, his ideas have not been 
tested by adversity. 
The ability of a new idea 
survive good and bad 
times is the true test, even 
though the dealer that spon- 
the idea had had wide 
experience in other methods 
of operating a store. 

We wish our friend good 
luck, but we still want to re- 
serve our opinion until time 
has tested his idea. 


LO 


sors 


Promotional Items At 
Independent Exhibit 
Unusual domestic and im- 


ported merchandise will be 
featured at the third annua! 


Independent Hardware Ex- 
hibit, Sept. 28 to Oct. 3 at 
New York’s Barbizon-Plaza 
Hotel. 


Highlight of the exhibit is 
the presentation of the an- 
nual Buyer Of The Year 
awards. Exhibitors will vote 
to select the outstanding 
buyer in each of four cate- 
gories. 

The Independent Hardware 
Exhibit was formed in 1956 
as an informal cooperative 
venture of nine firms. Head- 
quarters for this year’s func- 
tion is at 299 Madison Ave.., 
New York 17. 


Central States Plans 
Banquet For Sept. 8 


The Central States Hard- 
ware Club will hold a dinner 
party Sept. 8 in the La Salle 
Hotel, Chicago, during the 
Midwest Hardware & House- 
wares Show. Social hour will 
be held from 6 to 7 p.m. in 
the La Salle Hotel. 

Frederick A. Manley, sales 
organizer, Minnesota Mining 
& Mfg. Co., International 
Div., will speak. 


Jeff Martin Forms 
Marnet Products Co. 


Jeff Martin, former officer 
of Wickford Products for 
eight years, has formed Mar- 
net Products Co., Inc., New 
York. 

The new firm will produce 
items such as replacement 
filters for air conditioners 
and furnaces, and outdoor 
covers for furniture among 
others. 
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WHEN YOU 
BUY THIS 
LOW PRICED 
“PACKAGE” 
DEAL 


CONSISTING OF 


KEY DUPLICATING 
MACHINE, MOTOR, 
ROTARY KEYBOARD 
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CYLINDER AND & 
CAR KEYS 
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KEIL LOCK CO., INC. 
Charlestown, New Hampshire 


Please send complete information on your 


R 4'2 x PKA-3 “Package”’ Deal plus FREE Key 








sign. 
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MANSFIELD O9 BALLCOCK 


With the 09 ballcock, you can sell a 
profitable combination of long service 
life and competitive price. 

Among its outstanding features are 


Depend on M an ld 


for the best in bal/cocks 








lifetime nylon valve seat, neoprene 
plunger seat, compound lever action 
and positive closure at all pressures. 
The 09 definitely reflects Mansfield’s 



















tive price. 

















traditional quality . . 


Send for bulletin 126-455. 


. at a competi- 





MANSFIELD O3 BALLCOCK 


Rugged and efficient, the 03 ball- 
cock offers positive assurance of com- 
plete customer satisfaction. 

It embodies Mansfield’s patented 
compound lever action that requires 
no rivets or links, lifetime nylon valve 
seat, neoprene plunger seat, squirt 
preventing plunger and positive open- 
ing and closing at all pressures. 


For full details, request bulletin 127-455. 








MANSFIELD OSC ANTI-SYPHON 
BALLCOCK 


Combining the finest in materials 
and design, the 05C is the perfect ball- 
cock for those who demand the best . . . 
meets all code requirements. 

Because water intake valve is placed 
above water level of tank, back-syphon- 
ing in the 05C is prevented. Noise from 
splashing water is also eliminated by 
water outlet at bottom. There is no 
whistle or whine to shut-off. 

Other features include pressure con- 
trol through simple head adjustment 
and outstanding operating efficiency at 
both high and low pressures. Pure cop- 
per and red brass construction through- 
out. Pretested at 150 lbs. water pressure. 


Write for bulletin 128-455. 


MANSFIELD 205 FLUSH VALVE 


24.” Brass Douglas (heavy brass) 
pattern flush valve with lift wires, rub- 
ber gasket and brass lock nut, 10%” x 
1” overfiow tube. AA-7128 
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Mana field £ 











MANSFIELD sanitary, INC. 
Perrysville, Ohio 




















News of the Trade 


brief reports of 


MANUFACTURERS SALESMEN 


@ Capewell Mfg. Co., Hartford, Conn.—Robert O. Bjorn to 
sales engineer in the Chicago area; Fred S. Kobos to sales 
engineer in Wisconsin and Minnesota with headquarters in 
Milwaukee. 


@ Winfield Brooks Co., Inc., Woburn, Mass.—Ralph J. Col- 
vin of Yeadon, Pa., to eastern Pennsylvania, Washington, 
D. C., Delaware and Maryland for TM-4 and TM-3 paint 
removers. 


@ Aladdin Industries, Inc., Nashville—J. R. Rielly, former 
representative in upstate New York and western Pennsy!- 
vania, to Midwest sales manager with headquarters in 
Chicago; Andrew W. Tallini replaces Mr. Rielly; William 
A. Gane, formerly a partner in Corrigan & Gane, manu- 
facturers representatives, to eastern Pennsylvania, Mary- 
land, Delaware, Washington, D. C. and Virginia. 


@ True Temper Corp., Cleveland—Paul R. Bennett, former 
sales promotion manager with American Hardware Supply 
Co., to metropolitan New York regional sales manager for 
the hardware division. He replaces R. F. Lohr who has 
resigned. 


@ Reichhold Chemicals, Inc., White Plains, N. Y.—John 
L. Butler, former director of Hardwood Plywood Institute, 
to technical service representative for the adhesive resin 
department in Decatur Ga. 


@ Ace Rubber Products, Inc., Akron—Andy A. Imperial, 
former district sales manager of the foam rubber division, 
Firestone Tire and Rubber Co., to household division repre- 
sentative for Ace rubber mats and matting in Ohio, Ken- 
tucky and West Virginia. 


@ Stanley Electric Tools, Div. Stanley Works, New Britain, 
Conn.—Robert E. Anderson, former manager of customer 
service to sales administrative assistant, a new position. 
Frank A. DaRin, former sales correspondent, to manager 
of customer service. 


@ Toastmaster Div., McGraw-Edison Co., Elgin, Il].—Roy 
E. Douglas, former district manager in Cleveland to as- 
sistant sales manager; Glen C. Fuller to district manager 
for enlarged Cleveland territory, including distributors in 
north and central Ohio and northeastern Indiana. 


@ Materials Handling Div., Yale & Towne Mfg. Co., Phila- 
delphia—John J. Garrity, former district sales representa- 
tive in Detroit area, to hoist district sales manager for 
northern California, northern Nevada, Utah and Hawaii. 


@ Devcon Corp., Danvers, Mass.—Donald W. Smith, former 
national sales manager for Abrasive Co. of America, to 
regional sales manager for midwestern and southwestern 
states. 


@ McKinney Mfg. Co., Pittsburgh—Henry S. Hardin, at one 
time with Belknap Hardware & Mfg. Co., Louisville, to 
commercial contract representative in Chicago. He will 
continue to represent Oscar C. Risxon Co. 


@ Behr-Manning Co., Troy, N. Y.—John D. Anderson, di- 
visional manager in Los Angeles to additional responsibility 
in general trades sales. 


@ Stanley Hardware, Div. Stanley Works, New Britain, 
Conn.—Kragg F. Kysor, former manager, garage hardware 
sales, to eastern regional manager. 


@ Hanlon & Goodman Co., Belleville, N. J.—Phillip A. 
Wester to the Michigan-Indiana area for brushes and 
rollers. 
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MARVIN OLSON 


Marvin Olson Named 
Penens Sales Manager 


Marvin Olson, former mid- 
dle - Western representative, 
has been appointed sales 
manager of the Challenger 
Div., Penens Tool Corp., 
Schiller Park, Ill. 

Mr. Olson has been field 
sales representative for Chal- 
lenger Tools for the past nine 
years. 


Kwikset Lock Becomes 
American Subsidiary 


As of July 1 Kwikset 
Locks, Inc., Anaheim, Calif., 
became a subsidiary of the 
American Hardware Corp., 
New Britain, Conn. 

The manufacturing unit 
will be the Kwikset Div. of 
American Hardware. 

A sales subsidiary, Kwik- 
set Sales & Service Co., will 
handle all of the division’s 
sales but will operate as a 
subsidiary of the American 
Hardware Corp. 


Pyle-National Company 
Purchases Steber Mfg. 


Pyle-National Co., Chi- 
cago, has acquired Steber 
Mfg. Co., Broadview, Ill. 
Joint announcement was 
made by William C. Croft, 
president of Pyle-National 
and Clarence L. Steber. 

Steber will be operated as 
Steber Div., Pyle-National 
Co. with Mr. Steber remain- 
ing as president of the divi- 
sion. Lines of distribution 
will remain the same. 


Rugg Merges Division 


E. T. Rugg Co., Newark, 
N. J., has merged its Cord- 
age Div. with Thomas Jack- 
son & Son Co., Reading, Pa. 
Rugg customers will continue 
to be served from Newark 
and Rugg will still manufac- 
ture packing and oakum. 


News of the Trade 
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H. C. Forster Retires 
As Ekco Vice-President 


Henry C. Forster, vice- 
president of product plan- 
ning for Ekco Products Co., 
Chicago, has retired. 

He joined Ekco in 1946. 
He had been housewares di- 
vision manager at Ward’s. 





HENRY C. FORSTER 


News About Dealers: 
(Continued from page 141) 


Springfield, Ill. — Lanham 
Hardware, Kerst Bros. 
Hardware and Lakeside 
Hardware have joined the 
Keen Kutter Stores plan. 


Philadelphia—Stanley Ja- 
conski has opened a branch 
of Stanley’s Hardware at 
5555 Ridge Ave. 


Kewanee, /ll.— Blacks & 
Fletcher’s recently held a 
two-day grand opening of 
the new store in the former 
Star-Courier Building. 





Correction 


The photograph of a New 
England Iron & Hardware 
Assn. official published in 
the July 31 issue, page 67, 
was incorrectly identified. 
This is J. Vincent Burns, 
new president of the asso- 
ciation, who is vice-president 
of Waite Hardware Co., 
Worcester, Mass. 





J. VINCENT BURNS 


14, 1958 














Sell two big markets 


WITH 





Now in Our 60° Year 





Adjustable Shelf Hardware 


You consistently sell two profitable markets when 
you stock K-V shelf standards and brackets. 
Builders know the important influence these qual- 
ity K-V finishing touches have on sales. And the 
do-it-yourself remodelers appreciate the profes- 
sional job they get with these easy-to-install 
fixtures. 


FOR BUILT-IN SHELVES 


Perfect for built-in shelves constructed 
to last the lifetime of a house. Can be 
mounted on surface or flush. Shelves 
can be quickly adjusted, easily aligned. 
No. 255 standards come in 24 inch 
to 144 inch lengths. 











THI 
No. 255 Standard 
No. 256 Support 





FOR OPEN WALL SHELVES 


These sturdy standbys are available 
in satin anachrome or brushed brass 
finish. They add smartness to any 
room and provide excellent storage 
space on open walls. Standards avail- 
able in 18 inch to 144 inch lengths; 
brackets in 4 inch to 20 inch lengths. 





No. 80 Standard 
No. 180 Bracket 





FOR EXTRA HEAVY DUTY 


Best on the market for heavy-duty 
installations. Recommended for heavy 
storage in homes or for paint, hard- 
ware or grocery stores or for hangrod 
installations. Standards availabie in 
lengths of 36 to 144 inches, brackets 
from 12 to 24 inches. 





No. 87 extra heavy-duty standard 
No. 187 extra heavy-duty bracket 


© MD a erty wee ore orem ee ee ee ee ee ee 


Ask your jobber or K-V sales representa- 
tive about the popular packed units of 
K-V 80-180 standards and brackets and 
K-V 233-239 standards and supports. 


KNAPE & VOGT MFG. CO, 
Grand Rapids, Michigan 

















Fourth Generation 
Hardwareman At Work 


Zim Zimmerman recently 
started working Saturdays 
at Ferguson’s Hardware Co., 
Catonsville, Baltimore, Md. 
The fact that this college 
student is entering the hard- 
ware business is notable be- 
cause he represents’ the 
fourth generation of his fam- 
ily to be in the business. 

His great grandfather 
opened in 1898, a retail store 
in Baltimore City. The next 
Zimmerman went into the 
business as a retail and fac- 
tory setup for 49 years. His 
son, William C. H. Zimmer- 
man, joined him as a manu- 
facturers’ representative 
after WW II. He still op- 
erates as William C. H. Zim- 
merman, manufacturers’ 
agents in Baltimore. 

The fourth Zimmerman 
plans to finish his college 
eareer at St. Mary’s College 
and join his father in the 
agency. 


Evans Is Manager Of 
Miami Cabinet Div. 
W. B. Evans has been ap- 


pointed general manager of 
the Miami Cabinet Div., 
Philip Carey Mfg. Co., Mid- 
dletown, Ohio. He succeeds 
Vincent J. Bramlage who re- 
tired recently. 

Mr. Evans joined Carey in 
1950 as a salesman and has 
been merchandising manager 
of the cabinet division since 
1956. 


News of the Trade 
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ARIES 











Benjamin A. Ragir 


Benjamin A. Ragir, 44, 
former president of Ekco 
Products Co., Chicago, died 
July 29 at Michael Reese 
Hospital in Chicago. Mr. 
Ragir joined Ekco in 1946 as 
secretary. He became presi- 
dent within four years and 
retired early this year. Mr. 
tagir continued as a direc- 
tor of Ekco and two othe 
Ekeo firms and as an execu- 
tive consultant for Ekco. 


Charles Wardrop 


Charles Wardrop, 62, ma- 
chinery and machine tools 
department manager for The 
Salt Lake Hardware Co., 
Salt Lake City, Utah, whole- 
saler, died July 9 in Salt 
Lake hospital after a long 
illness. Mr. Wardrop joined 
the wholesale firm in 1919 
and held his last position for 
the past 19 years. 


Norman C. Cordon 


Norman C. Cordon, Sr., 81, 
partner in Cordon & Bose- 
man, manufacturers’ repre- 
sentative of Greensboro, N. 
C., died July 11 at Blowing 
Rock (N. C.) Hospital after 
a heart attack. Mr. Cordon 
had been associated with the 
hardware and paint fields 
for about 50 years. 


Marie H. Kennedy 


Mrs. Marie H. Kennedy, 
owner and operator of Ken- 
nedy Hardware and Kennedy 
Farm Equipment Co., Barnes- 
ville, Ohio, died July 17 in 
Ohio Valley Hospital. Mrs. 
Kennedy was also associated 
with Kennedy Hardware in 
Wheeling, W. Va. She had 
worked with these businesses 
for the past 40 years. 


G. B. Andrew 


G. B. Andrew, retired pres- 
ident and general manage\ 
of Brown-Camp Hardware 
Co., Des Moines, lowa whole 
saler, died July 2 after an 
extended illness. Mr. Andrew 
had been with the firm 37 
years. 


Benny Vaughan 

Benny Vaughan, 75, execu- 
tive vice - president, Wheeler 
& Williams Hardware Co., 
Ashland, Ky., died July 2 
at King’s Daughters’ Hos- 
pital, Ashland, after a long 
illness. 


C. F. Fenstermacher 


Charles F. Fenstermacher, 
79, partner of Fenstermacher 
& Son hardware store, Kutz- 
town, Pa., died June 28 in his 
Kutztown home. 


Raymond M. Cowan 


Raymond M. Cowan, owner 
of Cowan Hardware Co., 
Port Arthur, Tex., died re- 
cently. He operated the store 
since 1946. 


Albert G. Stanton 


Albert G. Stanton, Sr., 76, 
hardware dealer in Monti- 
cello, N. Y., died recently. 
Albert G. Stanton, Jr., a son, 
was associated with him in 
the business. 


Turner Asbury 

Turner Asbury, 76, 
owner of Hays Hardware 
Co., Columbia, Mo., died re- 
cently. 


CO- 


Earl M. Wiland 


Earl M. Wiland, 66, owner 
of Log Cabin Furniture & 
Hardware Co., Carterville, 
Mo., died recently. 


George C. Roy 

George Carl Roy, 87, 
Clyde, N. Y., died recently. 
He had been a dealer in that 
town since 1904. 


Kenneth R. Stafford 

Kenneth R. Stafford, 50, 
*hiladelphia hardware deal- 
er, died in his home on 
July 15. 


P. H. Vivian 

P. H. Vivian, 65, vice-pres- 
ident emeritus of Imperial 
Knife Associated Companies, 
died recently. 








The 1958 Ohio Architectural Hardware Course, held recently set a new record for hardware training schools with an attendance of 135. 
Registrants were taught in basic, intermediate and advanced groups. Adon H. Brownell author of the Hardware Age Builders’ Hardware 
Handbook, and George P. Merrill led seminar discussions. Dr. W. B. Logan, Ohio State University, acted as coordinator while F. E. Traver, 
headed arrangements with the help of G. P. Sargent and S. O. Hooghkirk. A. R. Page, N. F. Barber, G. P. Merrill and R. O. Miller headed 


individual courses. W. S. Haswell supervised instruction. 
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A report in pictures of events in the trade 














HA Photo Angles 





Carl Graeff, right, president of Graeff Hardware Co., Day- 
‘ ton, Ohio, and president of the National Retail Hardware 
Assn., inspects toys at the annual Bostwick-Braun Co., To- 
ledo wholesalers, Toy and Holiday show held in June. Harold 
Hartmann, Bostwick's Dayton representative, assists Mr. 


P Graeff. 
> 








« 


Sei First winners of Petersen Mfg. Co.'s "$4,200 Reward" contest 

= f. receive their checks. Shown left to right: E. J. O'Kelly, owner 
of Georgetown Hardware, Seattle, winning dealer; Larry 
Phillips, Petersen representative; James Stephenson, winning 
Vice-Grip purchaser; Al Harms, Petersen sales manager. Mr. 
Stephensen won the contest for submitting the longest list 
of uses for Vice-Grip pliers. His hardware dealer won the 
same amount of $200. Contest runs each month until 


October. 
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John Cotter, president of Cotter & Co., Chicago wholesaler, addresses part of the more than 800 
V & S dealers attending the big V & S Toy and Gift Show held in June. It is part of the semi- 
annual convention held by Cotter for its mid-western dealers. Two dinnermeeting sessions were held 
during the get together. Mr. Cotter reported that sales of the company to date were ahead of 
1957. The next meeting will be held Nov. 10 to 20. 









Contract builders’ hardware distributors visited P. & F. Corbin's home office in New Britain, Conn., for another in a continuing series of 
Product Sales Clinics. About 25 firms were represented at the day long session. Other clinics will be held in major marketing areas. 









Classified Opportunities Section 








Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words 
Each additional 


REE 10 


Positions Wanted 
(Special Rate) set solid, maximum 
ES EAE SAS ERE 
Each additional word ......... . 
Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 5éth Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, uniess accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order payable to Hard- 
ware Age—Classified Section, not currency or 
stamps. 











Representatives Wanted 








WE ARE LOOKING FOR MANUFACTURER'S 
AGENTS now calling EXCLUSIVELY on the 
Retail Hardware and Retail Lumber Yard Trade 
in the midwestern, southwestern and north- 
western states to sell a complete line of fas- 
teners. We offer a good proposition at 15% 


commission. 


SHARON BOLT & SCREW CO., INC. 


ENDICOTT ST.. NORWOOD, MASS. 








ATTENTION 


Manufacturer's Agents 


Calling on the Hardware and Affiliated Fields who 
are interested in introducing a smal! arid lew priced 
product new te the industry. New. both in use and 
price. Contact Mr. A. Miller at Faiss Metal Products, 
Ine., 515 Lycaste Ave., Detreit 14, Michigan. 











EXCELLENT SEASONAL SIDELINE FOR 
REPRESENTATIVES calling on Hardware. de- 
partment, and variety stores. Distribute “Storm 
velope”—a new idea in low-cost storm shielding. 
Stormvelope is a clear plastic envelope which 
slips over casement window screens to make a 
highly effective storm window. Write Storm 
ya Co., 6407 E. Halbert Road, Bethesda 14. 





“MANUFACTURERS REPRESENTATIVE 
with established power mower line in New Eng. 
land, New York and Atlantic Coast States, re- 
quiring small additionai financing would like 
tie-in with established Rep desiring a power 
mower line”. Address: Box H-19, care of Harp. 
a. Ace, Chestnut & 56th Sts., Philadelphia 

. Fa. 








Representatives Wanted Representatives Wanted 











LIMITED NUMBER OF TERRITORIES 
STILL AVAILABLE for manufacturer’s agents 
contacting all types of volume buyers. Three top 
hardware-houseware specialties in $.39—$.89 
bracket. All fast movers with large repeat per 
centage. In store displays. Trade advertising 
support. Advertising allowances. Many estab. 
lished accounts. Clover Products, 1141 Atlantic 
Ave., Rochester 9, New York. 





A NEWLY DEVELOPED LINE OF MA. 
SONRY tools, featuring our RACEHORSE 
brick and block jointers. Precision made tools. 
that turn out perfect joints for the mason, faster 
and with less effort than anything on the market. 
If you know tools you will quickly see the 
practicability and saleability of our lines. Tested 
and proven locally, past several years, we now 
seek national representation. All territories open 
except Virginia and Carolinas. Thomas & 
Wright, 323 Georgia Ave., Bessemer City, N. C. 





EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re 
placement plumbing specialty item packaged fer 
sale to plumbing supply houses, hardware distrib- 
utors and retailers. nique demonstration sells 
8 out of 10 on first call. Address: Box A-22. care 
of Harpware Acer, Chestnut & 56th Sts., Phila. 
delphia 39, Pa. 


SALES REPRESENTATIVES 


One of America's largest wholesalers of Plumb- 
ing Specialties, housewares, and garden goods 
has territories open. Line competitively priced. 
Many leads available in open territories. Apply 
— Listing lines handled, experience and territory 
covered. 


GROSS PLUMBING & RUBBER CO., INC. 
Dept. 69, 135 So. 2nd Street, Philadelphia 6, Pa. 











REGIONAL SALES 


New Line of Japanese Micrometer 
Calipers. Finest quality, many fea- 
tures, good price. Prefer Mill Sup- 
ply and Factory Contacts. 


Address Box G-34, care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadeiphia 89, Pa. 











AGENTS WANTED FOR WISCONSIN, 
North and South Dakota, lowa, Nebraska, parts 
of Minnesota, for top building specialty lines, to 
jobbers, Pre-Fab and OEM accounts. LITENING 
SALES COMPANY, 4242 Salem Avenue, Min- 
neapolis 16, Minn. 





MANUFACTURERS’ REPRESENTATIVES 
WANTED. Manufacturers’ Representatives now 
calling on Hardware distributors and jobbers 
wanted to handle line of polyethylene flexible 
pipe. Reply giving territory covered, number of 
field men working, number of wholesale ac 
counts being sold. Most territories open. Reply: 

PIPE COM 





CONSOLIDATED ANY OF 
AMERICA, 1066 Home Avenue, Akron, Ohio. 
WANTED MAN NOW CALLING ON RE. 


TAIL HARDWARE DEALERS. For nice line 
oc dog collars, dog harness, leashes and other dog 
furnishings. Also have bridles, halters and other 
items for horses and cattle. Liberal Commission. 
Territory open: Kentucky, Virginia, West Vir- 
ginia, Maryland, Ohio, Indiana. Address: Box 
G-32, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





REPRESENTATIVES WANTED! Leading 
metal items retailing $9.95, etc., sold to depart 
ment stores and hardware jobbers trade. New 
England and South West areas open. Commis 
sion basis. Address: Box G-30, care of Harp 
| Ace, Chestnut & 56th Sts., Philadelphia 

a 





MANUFACTURERS REPRESENTATIVES 
WANTED. Representatives now calling on hard. 
ware, lumber, and building supply dealers and 
jobbers. Competitive line of hollow METAL 
LEG KITS. High commission. Several valuable 
territories open, check and see if one is yours 
State territory actively covered and all details. 
Wilkenson Mfg. Co., 2916 Lake St., Chicago 


Illinois. 





SALESMAN PLUMBING SPECIALTIES 
to sell for established national distributors ex- 
clusive territory. 10% commission. Write full 
details with references. Replies confidential. 
Akron Supply Co., Inc., 216 Grand Street, 
Brooklyn, New York. 





CORD SHORTENERS. Representatives Wanted 
for Cord Shorteners. State lines now carried. 
Address: Box E-38, care of Harpware AGg, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 
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FARM SPECIALTY ITEMS. Several terri- 
tories open. Address: Box H-20, care of Harp. 
a Act, Chestnut & 56th Sts., Philadelphia 

, Pa. 























WANTED 


Manuficturer Representative to sell complete 
line of ornamental iron and aluminum railing 
and columns. A Do-it-Yourself item—a volume 
product with fast turn-over. Liberal Commis- 
sion. State area in which you sell when writing 
for detalls. 


ELITE FABRICATORS, Bel Air, Maryland 








Paint Brush Salesman 


Prominent paint brush manufacturer has open 
territories for successful sales producer. Pre- 
fer man now calling on paint, hardware, lam- 
ber dealers. Protected territories. Established 
business. Will also consider sidelisme man er 
manufacturers’ agent. 
Address Box A-23, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











WANTED Manufacturers Representatives 
calling on the wholesale hardware and industrial 
plants for a complete line of Hickory Tool Han- 
dies, such as Pick, Sledge, Axe, Hammer and 
Hammer Handles, and Agricultural To™ Han- 
dies, such as Shovel, Hoe and Rake Handles, 


for the following states: Arizona, New Mexico 
Utah, Nevada, Colorado, Washington, Oregon, 


Minnesota, Ala- 
Kentucky 
references 


Montana, Wyoming, Michigan, 
bama, Mississippi, Georgia, Louisiana, 
and Tennessee. Must have best of 
and in your answer give the lines now handled 
and how often territory covered. Address: Okla 
homa Rig & Supply Co., P. O. Box 36, Musko 
gee, Oklahoma. 





SALES REPRESENTATIVES WANTED 
now calling om key hardware dealers, lumber 
yards, chain stores, by leading German Manufac 
turer of top-quality Braces and Hand Drills with 
stock in New Jersey. Give full details and refer- 
ences. Protected territories, generous commission, 
all territories open. Address: Box H-22, care of 
Harpware Acs, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





WANTED EXPERIENCED CUTLERY 
SALESMAN to sell our line in Exclusive terrt- 
tory. Many well established accounts. Very at. 
tractive proposition for the right man. Write 
giving full background to Queen Cutlery Com- 
pany, 10 Commerce Court, Newark 2, New Jer- 
sey. 





WANTED REPRESENTATIVES calling di- 
rectly on Hardware and Builders Supply outlets. 
Established and rapidly expanding line of Signs 
for the home. Liberal commissions. Exclusive 
territories. Southeast and West of Mississippi 
open. Address: Box G-10, care of Harpware 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


CALLING ON HARDWARE, GARDEN 
SUPPLY, Rack Jobbers, Department Stores, 
Grocery Chains to sell the World’s Richest Sedge 
Peat Products. Company established 1869 selling 
world wide. Successful in Eastern states first 
year in America. Now ready to expand to other 
states. Send resume to the ECLIPSE PEAT 
CO., LTD. 479 Old York Rd., Jenkintown, Pa. 


SALESMEN—Excellent sideline fer Hardware 
and Novelty en: a sales tested sharpener 
for lawn mowers or ice skates. Retail 98¢. Good 
potential. Write J. P. Wald, 278 Newark-Pomp 
ton Turnpike, Wayne, New Jersey. 
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Representatives Wanted 


Accounts Wanted 


Business Opportunities 








HARDWARE SALESMAN 


if you want to add to your income by selling 
an established ‘Time Tested"’ packaged wood 
preservative, write to: 


AMERICAN CELCURE WOOD 
PRESERVING CORP. 


P. O. Box 3262, Jacksonville, Fia. 





Consistent, Conscientious, Concentrated cover- 
age of metropolitan New York and New Jersey. 


BOBROW LEWELL ASSOCIATES 


814 Broadway, New York 3, New York 
(We get results) 














Accounts Wanted 








REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the aceount or you ean bill direct. 
Inquiries imvited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 








OHIO-MICHIGAN-PENNA. 


Established ageney can preperty present ove additional 
line with major potential. Cemplete coverage Whele- 
Hardware Trade, selected Mill Supply in Obie, 
Lewer Peninsula of Michigan, and Western Penna. 
It accounts. years hardware 
in Whelesale, Retail, Agency fields. 

Exhibiter, 1668 Midwest Hardware Show. 


THE HOWARD W. MURRAY CO. 
19407 Frazier Drive, Cleveland i6, Ohio 











A STREAMLINED, HARD HITTING OR. 
GANIZATION desires additional lines—Espe- 
cially on drop shipment basis. We sell direct to 
the Hardware, Building Material trade and cover 
the Louisiana, Mississippi Gulf Gold Coast area. 




















We maintain warehouse, office billing and sales | 


promotion facilities. For complete 
your product write immediately to 
G-37, care of Harpware Acs, 
Sts., Philadelphia 39, Pa. 


coverage 
Address: 


Chestnut & 56th 





LINES WANTED BY COMPETENT AND 
EXPERIENCED Sales Representative covering 
New England. Write Address: Box H-16, care of 
Harpware Ace, Chestnut & 56th Sts.. Phila- 
delphia 39, Pa. 





MANUFACTURERS’ REPRESENTATIVES 

twenty-five years’ experience calling on Hard- 
ware, Industrial] and Tool Jobbers in area, 
Pennsylvania, New Jersey, Delaware, Maryland, 
District of Columbia. Looking for one additional 
staple line of merit. Will give time and effort 
and missionary work to increase sales in area. 
Address: Box G-41, care of Harpware Acog, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


ot 
Box 








man 10 years in wholesale selling to top Hard- 
ware, Paint and Building Supply Jobbers. Has 
started as Manufacturer Agent Eastern Penna., 
Southern New Jersey, Delaware, Maryland and 
Washington, D. C. If you have a quality line 
we both could benefit if you contact Address: 
Box G-23, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





MICHIGAN established Manufacturers’ Rep 
resentative can give your account regular presen- 
tation to Hardware and Housewares wholesalers 
and related trade. Line must be established and 
pay its own way. Manpower will be added if 
necessary. Address: Box F-15, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





BUSINESS OPPORTUNITIES 


General Hardware—Tools (Skill Distributor). Located 
in Fastest growing County on West Coast of Florida. 
Reason for selling— 


ment—Truck $10,000.00. 
$12,000.00 to $15,000.00. Property can be purchased 
or leased. rms can be arranged. 


Address Bex F-34, care of HARDWARE AGE 
Ct sstnut & 56th Sts. Philadeiphia 39, Pa 

















COMPLETE HARDWARE STORE 
AND BUILDING 
Material Yard, one of two in town of 12,008, 
R R and parking facilities, Modern Fixtures. 
Lease arranged for buyer. Located 45 miles 
Atlanta, Ga. trading area 80,000. 


Address Box H-!i, care ef HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








HARDWARE STORE FOR SALE, located 
in thriving Vermont City. Stock of Hardware. 
housewares, paint, etc. New modern up to date 
store, stock inventory about $30,000.00, fixtures 


at book value, long lease. Address: Box F-24, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





Business Opportunities 








ATTENTION WAGON JOBBERS 


in the midwestern, southwestern and north- 
western states. We have a good proposition 
for you to sell a complete fastener line that 
will fit in with your present operation. Write 
us for details. 


SHARON BOLT & SCREW CO., INC. 


Endicott St.. Norwood, Mass. 








NEW JERSEY 


business for sale, located in South 
Jersey. Inventory approximately $35,000.00. 
Grossing over $60,000.00. Reasonable rent. 
New building and modern fixtures. 1200 square 
feet of floor space, two (2) cellars, parking lot 
for customers. Selling due to illness. 


Address Box F-26, care eof HARDWARE AGE 
Chestnut & S6th Sts., Philadeiphia 38, Pa. 


Hardware 











LONG ESTABLISHED HARDWARE STORE 
located in a central Vermont Town, stock consists 
of hardware, paints, housewares, appliances, etc. 
Inventory about $40,000. Real Estate available 
or will lease with option of purchase. 














Positions Wanted 





STORE OR DEPARTMENT MANAGER, 


| age 55, educated New York City, formerly Divi 


sion Manager large Retai] Chain Store organiza. 
tion, experienced hardware, plumbing and heating, 


| building supplies; trained in modern merchandis 


Address: | 


Box F-23, care of Harpware Acer, Chestnut & | 


56th Sts., Philadelphia 39, Pa. 








WELL ESTABLISHED AGENCY DESIRES 
one more Top Grade line. Full coverage in the 
6 New England States, selling to Hardware, 
Houseware, Auto, Rack Wholesalers, Hardware 
Chains, Garden Supply and other volume buyers. 
Intelligent, Aggressive representation. Correspond. 
ence welcomed. Address: Box H-21, care of 
Harpware Acr, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





“MICHIGAN” Manufacturers agent covering 
wholesale hardware and rack jobbers. Excellent 
coverage of this state. Detroit Resident. Ad- 
dress: Box F-33, care of Harpware Ace, Chest 
nut & 56th Sts., Philadelphia 39, Pa. 





LONG ESTABLISHED HARDWARE STORE | 


| years experience in all phases of both retail and 


located in Philadelphia at busy intersection. 
term satisfactory lease can be obtained. 
between $25,000 and $28,000. Interesting offer 
can be made. Address: Box H-i4, care of 
HARDWARE Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 


Long 
Inventory 





RETAIL HARDWARE STORE FOR SALE, | 


located in mid Nassau County, Long Island. 
Established over 30 years, a real money maker 
for the experienced man. Carries General hard 
ware, Housewares, paints, etc. For particulars 
Address: Box H-10, care of Harpware AGg, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


ing and sales promotion methods, inventory con 
trol. store arrangement. Will relocate. Address. 
Box H-18, care of Harpware Acer, Chestnut & 
$6th Sts., Philadelphia 39, Pa. 





AVAILABLE — PAINT AND HARDWARE 
STORE OWNER selling out. Desires sales posi 
tion, willing to travel, 7 years experience in 
retail field of paint, hardware, garden supplies, 
housewares and toys. Address: Box H-17, care of 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





POSITION WANTED: Purchasing or Sales 
Promotion with Hardware Jobber in Middle West. 
Approximately 20 years experience, in all fields 
of hardware. Salary minimum $6000. Can furn- 
ish best of references. College degree. Address: 
Box H-12, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





EXPERIENCED HARDWARE AND FUR. 
NITURE MAN desires to make a change. 35 


wholesale hardware and furniture business, ex- 
perienced store manager, buyer and credit man- 
ager. A-1 references and complete resume on 
request. Address: Box H-15, care of Harpwarg 
Ace. Chestnut & 56th Sts., Philadelphia 39, Pa. 





POSITION WANTED: Manufacturing Sales 
Representative in Middle West. Experience in 
retail, wholesale, and manufacturing sales in 
hardware since 1938. College Degree. References 
and complete history furnished upon request. Ad- 
dress: Box H-13, care of Harpware AGe, Chest 
nut & 56th Sts., Philadelphia 39, Pa. 





HARDWARE AGE 





Chestnut & 56th Sts. 


Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading “What's New," which appears in every issue on page |4. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


Philadelphia 39, Pa. 
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the BIG name 
in Gun Cleaning 











Index to Advertisers 











CLEANING OUT 


Sell on Sight! 


Display Them on Your Counter 


Everything a man (or woman) needs to keep his guns in 
prime condition . . . famous Hoppe’s No. 9 Solvent, oil, 
patches, wipers, nylon bristle brush, cleaning rod, 
instructions! All in a beautiful redwood chest (Deluxe 
$3.50 retail) . . . or in a sturdy green-enameled steel 
tote box Fast movers the year 
. ‘naturals’ for gifts! Display 

them and watch them go! 


FRANK A. HOPPE, INC. 


2314-A N. 8th St. 
Phila. 33, Pa. 


















Utility: $3.25 retail). 
‘round... 






“UTILITY’’ 


ASK YOUR 
JOBBER 


eee ll 








‘ee 












FOR HOPPE’S | 


Conmbe Pec GUTTER GUARD 


AGarrtaeSsiec +O ALA TVY?8 @iteeeas 













































KEEPS OUT Leaves, branches, 
birds nests, balls. (After rain 
leaves dry up and blow 
away.) 

PREVENTS Clogged gutters,! 
downspouts, sewers. \ 
ALUMINUM MOULDING A- = 
dapts to all types of gutters. 


EXTRA PROFIT 


Easily installed as 
yourself item. 


NATIONALLY ADVERTISED 


Order from your favorite job- 
ber or write us for full details. 


LOCKHART MFG. CORP. 


6352 E. DAVISON @ DETROIT 12, MICH 


a do-it- 














Nonberry ‘GADGETS 
ARE PROFITABLE 


Sell Fast, Use Little 
Space 
Display as a family 
of gadgets in one 
place on veg boards 
Or counter bins for 
fastest self service 

sales. 


Serving Tongs in many 
sizes, styles. Cheese 
Slicers. Jar Wrenches. 
Deluxe Chromium 
Roast Rack. Skewers 
in all sizes. Lacing 
Pins. Plate Hangers. 


Potato Bake Rack. CHROMIUM 


Broom Clips. Food z 

Mixers. Beaters. Many me 

other gadgets. ROAST RACK alah) - SAFETY LIFT “HANDLES— 
2. 


19 RETAIL 


JOHN CLARK BROWN 'nc 


ONE MONTGOMERY ST. 
SELLEVILLE ONY. 


More than 50 Ken- 
berry GADGETS 
Ask your jobber or 
write for list 


hnithitennene 
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oe Flexan Corp. 116 
| hain tthe, Ce. 124 Forsberg Co., H. 124 
Ajax & Sons, Inc., E. J. 131 
American Chain Div. 
American Chain & Cable SG 
oO. 6 
Ames Co., O. 44, 98 | General Electric Co. 
Anchor Hocking Glass Corp Lamp Div. 84-85 
100-10! | General Filters, Inc. 110 
| Arvey Corp. 75 | General Wire Spring Co. 128 
| Arvin Industries, Inc. 43 Gering Products, Inc. 118 
Atkins Saw Div. Goulds Pumps, Inc. 39 
Borg-Warner Corp. 156! Geanhom & Co.. Inc.. 
Autoyre Co., The 40-4! John H. 
G. W. Griffin Co. oe 
King Cotton-Cordage .. 120 
B Gries Reproducer Corp. . 136 
Griffin Mfg. Co. 133 
Bassick Co., The 86 | 
Behr Manning Co. 23 | 
Bennett-lreland, Inc. 87 | 
| Bissell Carpet Sweeper Co.. 49. H 
Brown, Inc., John Clark 152 | Hamilton Mfg. Co. 52 
Bulman Corp. co ae 4 Drinking F ae 108 
aws Drinking Faucet Co. 
Butler Stamping Co. Serre Mube tile. Go. 114 
Hindley Mfg. Co. 126 
Hoppe, Inc., Frank A. 152 
C 
| Cal-Dak Co., The 131 
Campbell Chain Co. 121 
Chair Loc Co. 132 
Champion Brass Mfg. Co... 133 Ideal Brass Works, Inc. 153 
Champion DeArment Tool Independent Lock Co. 24 
EE . 155 
Columbus Plastic Products, 
Inc. 99 
Comet Mfg. Co. . 130 J 
Connecticut Valley Mfg. Co. 114 
Coughlen Co., 6. N. 1 133 Jenkins Brothers 120 
Crescent Tool Company 123 Jones & Laughlin Steel an 73 
D K 
Dempster Mill Mfg. Co. 11! | Keil Lock Co., Inc. 145 
Dennis & Co., W. J. 119 | Klein & Sons, Mathias 116 
Detecto Scales, Inc. 36-37 | Knape & Vogt Mfg. Co. 147 
Dykem Co., The... 132 
E | . 
Emerson Electric Mfg. Co... 144 Lancaster Engineering Co... 112 
Empire Level Mfg. Co. 154 Landers Frary & Clark 
(Universal) .. 4 
Everedy Co. 125 | LaPorte Mat & Mfg. Co.. 113 
| Lawn Boy Div. 
| Outboard Marine Corp. 3 
F Leigh Bldg. Products 
Air Control Products, Inc. 54 
Fairbanks, Morse & Co.. 135 | Libbey Owens Ford Glass Co. 
Federal Enomeling | & Stomp: Window Glass Div. . 46-47 
ing Co. .52-54 | Lockhart Mfg. Corp. . 152 
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M S 
M & D Store Fixtures, Inc. 103 | ¢.K/Lectrolite Tools 127 
Mansfield Sanitary, Inc.. 146 Safe Padlock & Hardware 
Marshalltown Trowel Co. 154 Pee 132 
Masonite Corp. 129 | Savage Arms Corp. 
Master Bronze Powder Co.., Firearms Div. 90-9 | 
Inc. . 97) Sheffield Bronze Paint Corp. 109 
McGraw-Edison Co. Shuford Mills, Inc. 88 
Toastmaster Div. 45 | Siegler Heater Co. 29 
Midwest Hardware & House- Skil Corp. 19.22 
a Show 10-17 Skuttle Mfg. Co. 142 
wa ver & Co., Inc. Robert at Southern Fabricator Corp... 117 
Minnesota Mining & Mfg. a - Sautnen Gime Ca 8 | 
117, | . 
Mortell Co.. J. W 5 Standard Products Co. 25 
Mossberg & Sons, Inc., O. F. 118 eee” oa — Co. 40 
Swing-A-Way Mfg. Co. 53 
° Swingling, Inc. 154 
National Hardware Corp... 138 
National Hardware Show. T 
Inc. 35 
National Mfg. Co. 107 | Tait Mfg. Co. 92-93 
National Metal Products Co. 137. Taylor Instrument Companies 154 
Thompson Co., Inc., E. A. 96 
Toastmaster Div. 
O McGraw-Edison Co. 45 
Olin Mathieson Chemical 
Corp., Winchester-Western T 
Div. a ae 
OxFibre Brush Co. Inc..... 51) United States Plywood Corp. 
Industrial Adhesives Div.. 13 
United States Steel Corp. 
p Consumer Products Div. 82 
Parks Co., The 113 
Peters Cartridge Div., Rem- Ww 
ington Arms Co., Inc. 34 
Phillips Drill Co. 119 | Wallace Silversmiths 17 
Pioneer Gen-E-Motor Cenc. 114 Violas: Ca The 27 
ee Co. 2% Welcraft Products Co., Inc.. 139 
ae ae 79 Weller Electric Corp....... 95 
ie Ohi ; 122 Wenzel Tent & Duck Co., H. 33 
Plastic Products Co. 18 Wessel Hordware Corp. pie 
Masts Shee sy aaa West Georgia Mills, Inc.... 128 
Plymouth Rubber Co. Inc.. 143 bi eine ga A 50 
Portable Electric Tools, Inc... I} Wheeling Gisencting Co : 48 
Propulsion Engine Corp. White Metal Rolling & 
Div. Food Machinery & Siamelve Corp 3 108 
Chemical Corp. 28 | 
ee Woodhill Chemical Co. 132 
. Y 
Red Devil Tools a 
Remington Deen Cm Yardley Plastics Co. 38 
E. DuPont de Nemours 
| ts ; a, a 
Republic Steel ‘on 30-31 7 
Ridge Tool Co., The 94 
kk > rere 42 | Zinsser & Co., William. . 115 
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“Not at all, Miss Spinsterly! Nothing’s 
too good for a clerk who suggests “Scotcn’”’ 
Brand Masking Tape with every paint sale!”’ 























with 
“Oiled For Life’ 
Construction 


The new Ideal “‘A’”’ 
Series Knob Latch is 
quality designed 

for aluminum and 
other combination 
storm and screen 
doors. It has a 
floating, heat treated 
hexagon spindle 
supported on either 
end by a Bronze 
Oilite bearing. 
Installation is by 
two thru-bolts that 
absorb pulling strain. 
Drill only three 

14” holes. Key 
locking can be made 
before or after the 
latch is installed. 
Two finish coats 

are separately baked 
on over Parkerized 
heavy Zamac die 
castings ...a base 


new ideal 
knob latch. 


i ue 
Cay 


BS 














; silver aluminum coat 
and then a clear 
Epoxy enamel finish. 





Available through leading whole- 
sale hardware and building supply 
jobbers or write us. 


IDEAL BRASS WORKS, INC. 


250 E. Sth Street © St. Paul 1, Minn, 








ee 
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* “AMERICA’S MOST ADVANCED EMPIRE LEVELS GOOD RETAILERS STOCK THEM! 


L | Line > 1919 
eve ine since 1 10926 West Potter Road. Milwaukee 13, Wisconsin 


















a hi-compression 
NOW! staple gun Je || WHEN YOU ARE LOOKING 
ie || FOR A CERTAIN PRODUCT | 


for only *4. 95 j 


With Exclusive Push-button Loading 
and Built-in Staple Extractor. p> 




















and only the trade name is known— 
look in the General Directory Section 
of the “WHO MAKES IT?” Number of 
HARDWARE AGE for that particular 
trade-name. You will find it listed 


Here’s the fastest selling staple gun on the 

market today. Designed especially for home 
use. Staple sizes 4", x". Nationally advertised. 
Immediate shipments—no wait, no delays. Order today. 


alphabetically under the product 
orinp Ene INC. Long tstand City 1, New York heading of the item in question. 


There alongside the trade-name you 
gl ly will find the name of the manufacturer 


NEW TAYLOR who makes it. The address of the 
maker will also appear with the firm 


Indoor-Outdoor Thermometer name arranged alphabetically in the 
















same list. 
| She ADVANCED & BUDGET Keep this Merchandise Directory Num- 
<i} DESIGN PRICE 
i ber where you can reach it quickly 
Taylor quality at a new low price. Indoor and outdoor whenever you need help in buying 


temperatures clearly identified. Common scale for easy 
comparison. Ranges for any climate— from minus 70 to 
130° F. 5 ft. of armored tubing connects to outside bulb. 
Stainless steel bulb bracket. 9” x 2” plastic case, in An- 


tique White or Hot Chocolate Brown. Stock this attract- HARDW ARE AGE 


ive gift item—you'll sell a lot of them. Taylor Instru- 


ment Companies, Rochester, N.Y., and -eareamate Ont. Chestnut & 5éth Sts., Phila. 39, Po. 
Taylor Instruments Mean Accuracy First 


hardware products. 




















be HA_UYOWN 


MARSHA OW'!t TROWEL COMPANY + MARSHALLTOWN, IOWA 


DOMES o SILENCE 


Extra case hardened. Excellent mirror finish, plas 
Ret GULA SP a heavy nickel plate. 
7 s for every nee 


FURNITURE LEVELER—> 


Adjustable Combina- 
tion Leveler and Glider 
for Uneven and Un- 
steady Furniture. 


SIZES—I"" base, 4 on 
card; I'4"", 2 on card; 
1'/."", 2 on card. Drive 
into universal socket 
or 5/16" hole. 


ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 











one setof @ scolor 






NE ORIGINAL 


DOMES > SILENCE 


INSULATET 
FURNITURE’ GLIDES 


RUBBER-CUSHIONED! 
GLIDE 


SOFTLY, SILENTLY, 
SMOOTHLY, OVER 
ALL FLOORING. 


SIZES AND TYPES 
FOR ALL WOOD OR METAL FURNITURE, 









AN 
AN 


ssf 2 ENGe 





AN 
NN 


ae x. 





f - 


un 


One set of 4 in a 
pones com | . — 
3-co 


‘SIZES: A", ye 4 %", in %", A", %. 


ett 

















Ask your Jobber or write— 
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A SALE IS IN 
THE MAKING 





















Every time one of your customers 
‘“‘hefts’’ a CHANNELLOCK No. 420, 
a sale is in the making. He'll like its pipe- 
wrench grip...its obvious all ‘round use- 
fulness. And the odds are he'll tell you 
to wrap it up. Hundreds of thousands 
of hardware store customers do just 
that every year. 


Cash in on Channellock’s 
growing sales. Put these 
handy pliers out front where 
your customers can eye ‘em 
and buy ‘em. You'll like the 
extra profits. Let us send you 
our new catalog. 

CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 


EASIER TO 
STOCK JUST ONE 


—_ y ‘ , >. Y 
EP nt SNe Si} LINE OF PLIERS 
_ | » \ We “> IT'S PROFIT-WISE 


TO STOCK 
THE CHAN we LOCK BAT 3 
@ 


COUNT ON HIS COOPERATION FOR 


@ Your Atkins wholesaler can do a lot more than 
give you a fine selection of quality cutting equip- 
ment. He knows a lot about saws—but more im- 
portant, he knows a lot about sales. 

Your Atkins wholesaler salesman has a fine 
background—knowledge, training and experience 
with saws and saw uses. On top of that, he has the 
merchandising experience—and he knows saw 
users—to help you increase your sales. Ask him 


for advice on window and counter displays. Let 


and Sales 


him tell you how others have set up saw displays. 
Follow his suggestions on combination sales and 
special seasonal promotions—watch your saw vol- 
ume climb, 

Depend on your Atkins wholesaler for merchan- 
dising and sales help. And standardize with his 
Silver Steel line for complete coverage, fast sales, 


repeat business and customer goodwill. 


r 





ALWAYS SELL 7 
ATKINS 








(1) No. 65 Perfection hand saw. (2) No. 75 Junior Mechanic. (3) No. 2 THE REST! 
back sow. (4) No. 25 dovetail saw. (5) No. 20 curved pruner. (6) No. 37 


combination saw. (7) No. 36 nest of saws. (8) No. 38 compass 
saw. (9) No. 9 compass saw. (10) No. 50 coping sow. 
(11) Silver Steel files. (12) A-3 hacksaw blade assortment. 





MEET US AT THE Sept. 29 
NATIONAL Oc. 3 

HARDWARE 

“~ gSHOW . 





—A CUT ABOVE 











ATKINS SAW DIVISION 
ER =BORG-WARNER CORPORATION 
INDIANAPOLIS 3, INDIANA 


BRANCHES: Chattanooga «+ Philadelphia 
ore. Chicago + Los Angeles + Portland, Oregon 


EXPORT: Borg-Warner International, 36 S. Wabash Ave., Chicago 3, lil. 


**Sharpie” is a Trade Mark of Borg-Warner Corporation 








